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WOLEDO PULL 


Promote Health With “ee 
CHILDREN’S U.S. GAYTEESy" 


(And sell mother one or more pair of 


stumping Gaytees for grown-ups too. Make 
a th a Family-of-Sales affair.) 


oa 


Raintite, for children and for all the family 
too. Warm fleece lining and rust-proof 
buckles. Black, red, yellow, brown. 


Grenadier Gaytees for girls, children and wom- 
en. Over-the-shoe boots, with strap or Kwik 


slide fastener. Brown, red, white. 


Romper Beots in white, red or brown. Fleece 
lined. The buckles are easy for little fingers. 


Storm a for Children. In white 
—fresh looking in rain or snow. 


St. Nick Boots, the 
kiddies’ delight have red legs with 
black trim. Fleece lined. 


© UNITED STATES RUBBER COMPANY -  sening through science 


ROCKEFELLER CENTER, NEW YORK 
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SUEDE SPLITS 


Make up your smartest styles for Spring 

in mellow, soft, well trimmed Colonial Suede 
Splits. Colors are authentic, vivid, true in tone. 
Nap is close and velvety, looks and feels as 


i 
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COLONIAL TANNING COMPANY, Ime., Boston I1, Massachusetis 


3 though it cost much more. Made from the very 
best raw stock, in LM, M and PM weights. 
Write for samples and prices today. 
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PATENT LEATHER 

MARY JANE STRAP 
1530 — 81 to 12 AAtoE 
1530 — 12% to 3 AAtoE 
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NEVER A COMPROMISE 
WHEN IT COMES TO QUALITY 
IS WHAT MAKES KALI-STEN-IKS — 
FOR CHILDREN, MISSES AND SENIOR MISSES — 
A CAPITAL ASSET IN ANY STORE. 






KALI-STEN-IKS 
Help Keep Good Feet Healthy 
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Style No. 4204 — As Shown, $5.70. 
Write for Catalog for Additional 
Styles in Stock. 


‘Men appreciate shoes"’ is the window 
theme (left) that hundreds of Holland- 
Racine dealers are now displaying. And 
there's no shoe they'll appreciate more 
than the casual comfort of H-R Idlers. 
These rugged-but-economical shoes are 


now in stock. 








HOLLAND-RACINE SHOES, INC. 
HOLLAND, MICHIGAN 


DOCTOR—NU-MATIC—PACE-SETTER—MCCOY—IDLETTES—BOWLEZE 
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Summer after summer, 

and in a long string of 
Florida seasons, more 
women buy white shoes 
than any other color. 


You'll need more whites 


in 1949 than you had 
this year because 
cruise and resort wear 
give emphatic 
endorsement to white. 
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MA”. and on carth p Cave, 
SY good wll CoWItT men 


i (Ig our hundreds of loyal Fleet-Air 
Dealers from coast to coast, 
their employees, and their families . . . 


€ the many more who will 
affiliate themselves with 
Fleet-Air in 1949... 
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e Every dealer handling Keith Highlanders tells 
us the same thing... . “sales are amazing!” They 
say it after the first order arrives, and they keep 
repeating it with each re-order. 


A typical letter from a dealer who placed a rush 
stock order for 56 pairs of Keith Highlanders 
reads: “The shoes reached 
us at noon. By 5:30 we had 


sold 16 pairs.” 


“Sales are amazing” be- 
cause the extra value of 
Keith Highlanders is obvi- 
ous to everyone. Inquality, 
appearance and wear they 
set new standards in shoe 


excellence. 


Geo. E. Keith Company, 
Brockton 63, Mass. 
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Keith Highlanders 


retail from $19.95 











Al {Fy ecep » Crestna 


Nae and a Happy 
and Profitable New Year! 





KUSHION - FLEX- SHOES 


SCULPTURED -T0-FIT-THE-FOOT 


The FLARE 

No. 102 — Black Kid 
pypey, — ved 
ine Fitting, ng Inside . . 
Counter, Kushion-Flex In- Kid Professional 
sole, Pedic 2 Last, Righ Y Tie, Extra Eyelet 

; . Right A for Fi Fittin 
and Left Heels—12/8 In- A : a ‘ ae 
side and 11/8 Outside, é Countet, ‘Witte 
Leather z y , 
Toplift. A - A Welting, Kushion- 
$7.40 , 


Flex Insole, Pedic 
op” tuhene 
vory 
IN STOCK NOW Heel. AKUSHION. 
FLEX WELT $7.65 


IN STOCK NOW 


The STRAND 
No. 21185—White 


A great combination of features . . . DREW’S 
KUSHION-FLEX INSOLE .. . a soft, smooth, 
resilient shock-absorbing insole . . . cushioning 
the foot from toe to heel and from edge to edge 
. . . insulating the foot against the heat or cold 
The MAXIE 


of pavements . . . combining unparalleled com- 
fort to the many benefits in foot function found 
only in Drew Shoes . . . bringing you the widest 
and most satisfactory fitting control you have 
ever experienced . . . DREW’S KUSHION- 


No. 11162— Black 
Satin Mat Kid, 
Stitched and Per- 
forated h, 
Extra Eyelet for 
Fine Fitting, 
Kushion-Flex In- 
sole, Pedic 3 Last, 





14/8 Patent Cuban 
Heel. AKUSHION- 
FLEX WELT. .$7.50 


IN STOCK NOW 


FLEX SHOES .. . 100% GOODYEAR WELTS 
... IN STOCK FOR AT ONCE DELIVERY. 





Drew last designing is 
based on scientfically 
proved measure- 


Drew’s basic lasts 
and patterns are 


Ample toe room, 
liberal treading 
area, 3-point fitting, coordinated size- 
ments adopted Vita-Pedic metatar- for-sine and width- 
after years of con- sal and inner longi- for-width. 
stant research Ne tudinal cushions, 
and clinic tests. steel shank, cupped 
heel seat, and other 
orthopedic features 
make DREW SHOES 
FIT BETTER. 








THE IRVING DREW CORPORATION, LANCASTER, OHIO 
New York Office, 746 Marbridge Bldg. © Pitman Shoe Co., Pty. Ltd., Collingwood, N5, Victoria, Australia 


ALSO MAKERS OF DR. HISS BALANCED SHOES 
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Drianen 

A beautifully tailored open- 
toe shoe with flattering cross 
straps ... perfect for wear 
with tailored clothes. 


NOW! 






Bne le a 


A charming pump . . . Clean of line 
with low-cut vamp and boasting the 
medium heel so fashionable today. 


Duaker 


An attractive sling-back casual... one 


of our famous Brogies with spade sole and 
walking heel. 


ae ey ete 


Midge 


A sparkling pump with high heel and del- 
icately scalloped throat...bringing added 
brilliance to the classic tapered silhouette. 
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Melrose 


A delightfully new shoe— 
medium heel—with graceful 
double strap side-swept over 
the arch for unusual interest. 





6 New Best-Selling 
FLORSHEIM STYLES 


in stock for immediate delivery 


1. In Stock—permitting you to “size-up” frequently 
ordering only the pairs you actually require for a bal- 
anced stock . . . minimizing the possibility of top heavy 
inventory and end of season mark-down. 

2. Immediate Delivery—on patterns in advance of 
the selling season but available for delivery NOW. 


3. Consumer Acceptability—Florsheim Women’s 
Shoes are backed up by aggressive national advertising 
in Life, Vogue, Harper’s Bazaar and Town & Country 
—nationally known, nationally recognized, nationally 


accepted. 


@ AVAILABLE IN WIDTHS AAAA TO B AND SIZES 4 
TO 10. WRITE FOR COMPLETE IN-STOCK CATALOG. 


THE FLORSHEIM SHOE COMPANY e CHICAGO 
Makers of Fine Shoes for Men and Women 
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Rogue 
This sporty Brogie with sling-back has 
a decorated side-swept vamp and 
delicate contrasting piping .. . ideal 
for casual wear. 
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How Cushion Cork 
helps increase comfort 
of quality shoes 


Shown at right are two of the many 
ways leading manufacturers are using 
Armstrong’s Cushion Cork to add 
greater comfort to their quality shoes. 
Not only does Cushion Cork provide 
comfort cor ene nyt peaetete GENERAL SHOE—The Jarman Million-Aire sil oneanan 
with conventional materials, but also Cushion Cork between two sections of a spiit insole. Thus the 
it allows designers to create new, foot rests on a resilient cushion—as nature intended it should 
sales-winning shoe constructions. 

Made of springy cork particles and 
a sponged binder, Cushion Cork pro- 
vides extra resilience underfoot. It 
absorbs shocks and jars, gives the 
effect of walking on soft earth. The 
flexibility of Cushion Cork helps 
shorten the breaking-in period. Cush- 
ion Cork also protects against heat 
and cold. And because it is porous, it 
provides extra ventilation. 

You probably carry lines that give 
you this extra sales feature. Increase 
your sales by telling your customers 
about the extra comforts of shoes 
built with Armstrong’s Cushion Cork. 
Write today for a list of nationally 
known shoes that use this patented 
material. Armstrong Cork 
Co., Shoe Products Dept., 
9612 Arch St., Lancaster, Pa. 











CASWELL DOUCETTE—Caswell Doucette use a full half-inch of 


= : Armstrong's Cushion Cork in this platform construction. Slip- 
Sensi asm lasted, faille alone separates the foot from the Cushion Cork. 


XICORK - Fil 
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IN ’49 
BE KIND TO YOUR CUSTOMERS’ FEET 


THEY’RE ASKING FOR 


MORE 


SHOES 


R rier continue to report steady growth in 
consumer acceptance for shoes of Genuine 
Kangaroo Leather tanned in America. Always 
a profitable part of their business, they find 
more customers are specifically requesting 
Kangaroo shoes. Consumers, they say, are 
more than ever aware of the desirable quali- 
ties of this unique leather. Kangaroo’s tightly 
grained surface is beautiful, polishes easier, 
stays better longer with a minimum of care. 
But much of the growing popularity of 
Kangaroo Leather has been won for it by the* 
fine tanning techniques which have been put 
into it by America’s experienced tanners of 
Xangaroo leathers. Over six decades of tanning 
“know-how” is the record of these long estab- 
lished firms, specialists in Kangaroo tanning. 
That is why more retailers are planning to be 
kind to their customers’ feet in ‘49 by giving 
them more shoes of Genuine Kangaroo Leather. 










RICHARD 
YOUNG 
COMPANY 






Kangaroo Leather is 17% stronger, 
weight for weight, than any other 
leather used in shoes. 
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| TO ALL OUR FRIENDS 
la from the makers of — 


ESQUIRE SHOE POLISHES 


ee abundant, happy life to you and yours... with the 
se fervent hope that the New Year brings understanding, 


good fellowship and an enduring peace founded on 


- justice to all mankind. 
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M4 a VIET 


Qn Sing we're giving you a 

concentration of commanding advertising that 
exceeds anything in our promotion-packed 

history! Three full pages and one half page in 
leading national magazines! Four color, two color, 
black and white! Each ad a separate, exciting 
promotion! Ask your AIR-O-MAGIC 


representative or write us now! 


STYLE NO. 
6045 


Hond- moulded \ insole, cannot crock or curl 
Air-cushioned shock -proof heel and instep 
One piece Cork Cushion for foot comfort 
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Me 





Photo Courtesy 
HAMMOND 
INSTRUMENT COMPANY 


‘Chicago 39, Illinois 












RUPFLETTE 
SHUGOR 


PUPTLei ie 
SHUGOR 


RUPFELETTE 
SHUGOR 


Beautiful, feminine RUFFLETTE 
SHUGOR solves adjustment problems be- 
fore they arise in these charming patterns of 
today’s mode. RUFFLETTE SHUGOR as- 
sures better fit in shoes for all ages on 
whatever last you choose. These clever 
RUFFLETTE strap arrangements mould 
shoes to the feet and produce satisfied cus- 
tomers. 





TAYLORED -TO-FIT 
rc een 





THOMAS TAYLOR & SONS, Inc. 
HUDSON, MASSACHUSETTS 


Copr. 1948 Thomas Taylor & Sons, Inc. 
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» TOMAHAWK... 
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| |BATES 
Cigna? 

4 STYLE NO. 379 
: “Colgate” 

4 by 

; BATES SHOE CO., 
WEBSTER, 


MASS. 
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Tomahawk is going places! 
Each month finds this beautiful 
aniline leather winning new 
friends among the nation’s 


quality shoe manufacturers. 


RUF FP low 


| RUEPING LEATHER CO., FOND DU LAC, WISCONSIN, U.S.A.) 
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Have you noticed how mothers are becoming more 


CONSCIOUS PL 
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ay 2 
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Mothers know brands! That’s how they buy groceries, drugs, clothing, home 
equipment. And moreand more they are buying children’s shoes the same way... 
by brand. Current sales records on children’s shoe purchases prove this. Mothers 
know Poll Parrot’s reputation for good fit, rugged wear, high value. Millions 
of mothers wore Poll Parrots when they were children themselves. Millions more 
know Poll Parrots through tremendous national advertising in leading maga- 
zines and metropolitan newspapers. Their brand preference for Poll Parrot has 
increased so much new factories had to be built to meet the demand. A best- 
seller for a generation, Poll Parrots are predominantly a best-seller today. 
Ride along with the Poll Parrot brand and lasso your share of the profits! ) 
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RIGHT TO 4 «hom every viewpoint 


e the eye of fashion 
e the genius of the designer 


e the hand of the craftsman 


e the foot of the wearer 


Quality (ol 
and Durability 







pwr wew nm om mM eee ewe mew ow ow oo oe ne owe, 


by Wolff-Tober Shoe Mfg. Co. 

St. Louis, Mo. : 

On the Brooks last with 18/8 square —! 
Cuban heel. <Girdle-fit” series, 

fully elasticized. Tandrite Color #594 
and all other colors in calfskin 

' 

as 





E. HUBSCHMAN & SONS.INC. PHILA., PA. 


December 15, 1948 19 











TO RETAIL AT 










PENDING 





PAT. 


NEW! DIFFERENT! DRAMATIC! 


The only real casual arch-support shoe! Made on 
the same high LIFE-GUARD standard for which our 
“cork-cushioned” shoes are nationally famous. 
All leathers. AAA, AA, A, B, C, D, E, EE. 
Sizes 2 to 10. 









Kane * 
$” Guaranteed by 
Good Housekeeping 






“ay 
S7AS apvegriseD TH 








BEN SAMELSON, 1202 Hoes Bidg. DIA-TRED SHOE CO., 139 Duane St. JOHN H. BOYLE, Merchandise Mert 
Les Angeles, Calif. ahem ect Ney evtvant 21 West Main St., Oklahoma City, Okie. 
i ew Eng! . Pennsylvania, 

California, Washington, Oregon Mow Werk, Mexyiend bg re gaan Arkansas, 

B. R. BOYLE, 900 éth Ave. 1 , 4239 Ave. 
aed Ock. lowe Se CHAS. STERNBERG, 119 Mills St. 

Iowa, Kansas, Nebraska, Utah, Indiana, nois Rochester, N. Y. 

Wyoming AL A. EPSTEIN, Box 217, Austell, Ga. Western Pa., Western N. Y. 


Georgia, Florida, South Carolina, 
Louisiana, North Carolina, Alabama, 
Tennessee 
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The INSIDE STORY Of A Shoe 


Begins with the lining. Good leather lining betokens quality, 
craftsmanship and value. HKidskin has foot appeal and 
feel appeal because it is naturally soft, comfortable and 
durable. To these inherent characteristics, Allied Kid Com- 
pany adds eye-attracting color for beauty, fashion and sales 


response. Colored linings sell buyer, salesman and customer. 


ts 


é 





Linings in pastels and staples 


Ve STANDARD accasee NEW CASTLE DIVISION 
ALLIED KID COMPANY 


BOSTON e NEW YORK e PHILADELPHIA «© WILMINGTON «© CAMDEN 
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THIS SOLE helps 


W3 you're looking for ways to easier sales 
















—don’t overlook NEOLITE! 


For today, NEOLITE acceptance is bigger than 
ever. No customer resistance . . . no high-pres- 
sure salesmanship needed! NEOLITE actually helps 
you make the sale! 


Its quality has been proved and approved by 
25,000,000 steady users on the streets and side- 
walks of America. Steady users who know there 
is no substitute for NEOLITE! 


What’s more, we're telling and selling millions 
more with the biggest 3-way advertising cam- 
paign ever put behind a shoe sole. Radio mes- 
sages to 50,000,000 listeners each week . . . full- 


: 
} i | J 1 
! ! 
j 1 


fey am (Yo at:) mam (ey mat) -) of-) tm. (oy me (e111 
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you make the sale! 


page, full-color ads reaching 27,000,000 readers 
of Lire Magazine . . . 80,000,000 messages in 
leading newspapers from Coast-to-Coast! 

All this has won for NEOLITE overwhelming 
acceptance among the trade and customers 
everywhere! Acceptance that is proved by re- 
ports from thousands of shoe retailers. 

So get on the NEOLITE bandwagon now! Spec- 
ify NEOLITE on all your lines—and make your 
selling job easier! 


* MARK 

THIS MARK! 
Without this name, 
it’s not the same— 


insist on genuine 
“NEOLITE” 





We think you'll like “THE GREATEST STORY EVER TOLD” Every Sunday—ABC Network 
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IN STOCK 
#186 Hand-stained 
brown grain Oxford 
on the Drexel Last. 


Vo cordially isle you to inspect our new In Stock 
A, 


collection of shoes for fall and winter — new patterns, new leathers, new smartness and 
beauty. All forty-five styles are now in the hands of our salesmen. 

There are still a few towns and cities in which Arch Preservers are 
not represented. We shall welcome inquiries from interested retail merchants who adhere to 


the standards in which we believe. E. T. Wright & Company, Inc., Rockland, Massachusetts. 
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UNITED LAST COMPANY 


BOSTON, MASSACHUSETTS 
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IT’S A SAFE BET that this shoe store in West Palm Beach, Florida, with its “open vision” front, offering 
an unobstructed view of the interior, is “going places.” Taking advantage of the powerful display 
feature of this latest trend in store designs, “open vision” fronts help to bring in more customers, 
increase profits. Dress your shoe store for better business with Pittsburgh Glass and Pittco Store Front 
Metal. Architect: igor B. Polevitzky, Miami, Fia. 


“PITTSBURGH 


STORE FRONTS 
AND INTERIORS 


O down any “Main Street” and 
you'll find that the shoe store 
that is “all dressed up” — that is 
smart, modern, good looking—is the 
one that’s “going places.” For the 
appearance of a store is very much 
like that of a person — either it 
catches your eye and attracts you 
favorably or you pass it by without 
a second glance. And hundreds of 
merchants-have taken advantage of 
this fact to build better businesses. 

How? By modernizing their shoe 
stores — inside and out — with Pitts- 
burgh Glass and Pittco Store Front 
Metal. You, too, can use these prod- 
ucts to achieve greater prosperity—to 
bring you more customers from a 
wider area . . . to increase your sales 
... to add to your profits. 

Consult an architect. This will as- 
sure you a well-planned, economical 
design—a real sales winner. Mean- 
while, fill in and return the coupon 
below for your free copy of our book 
on store modernization. It shows 
scores of “Pittsburgh” remodeled 
jobs—proves how Pittsburgh Prod- 
ucts can work magic for you. 


Pittsburgh Plate Glass Company 

2332-8 Grant Building, Pittsburgh 19, Pa. 
Without obligation on my part, please send 
me a FREE copy of your book on store mod- 


r 
| 
| 
| 
| ernization. 
l 
| 
| 
| 
I 


PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS 


PITTSBURGH PLATE GLASS COMPANY 
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British Footwear 
on Parade 


All that is best in the British Shoe and 
Leather industry — superb finished produc- 
tions, materials, machinery—will be on pa- 
rade when the Shoe and Leather Fair opens 
its doors to the world at Olympia, London, 
on January 3! next for five spectacular 
days. This will be an outstanding occasion 
and is an event which you in your country 
cannot afford to miss. Make plans for your 
visit now. The Editor of this journal will be 
able to supply you with tickets. 


‘Shoe & 


Leather Jair 


OLYMPIA-LONDON 


31 January ae February 7949 


Further information from the Management, 
The Shoe and Leather Fair, Granville House, 
Arundel Street, London, W. C. 2, England. 
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oung people have shown their 
preference for practical, comfortable 
footwear .. . shoes that are suitable 

for all activities while retaining their 
good looks. Where will you find a more 
suitable leather for useful youthful 
footwear than our RETAN LEATHER! It is 
youthful leather for young folks’ shoes 
that wear and please. 


AMERICAN HIDE and LEATHER CO 
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A NEW MILLER MONEY- MAKER 
..- the Ski Boot Tree! 


Here's a natural for tie-in sales... 
sell Miller Ski Boot Trees with 
every pair of ski boots. 

Skiers value their shoes and their 
feet. They'll appreciate the oppor- 
tunity of getting a good ski boot 
tree. If you're selling ski boots, 
don’t fail to take advantage of this 
easy extra sale. Write for com- 


plete information on Miller Ski 
Boot Trees today! 


Miller Ski Boot Trees have the same 
durable construction as regular Pack 
Flat Miller Trees. Each size tree is easily 
adjustable to several shoe sizes— auto- 
matically adjusts for width. Attractive 


walnut finish on fine grained hardwood. 








Now’s the Time to Re-order 
MILLER TREES 
FOR STREET SHOES 


For added profits remem- 
ber — “Money Grows 
on Miller Trees.” 
Order today! 











O. A. MILLER TREEING MACHINE COMPANY 


Branch of United Shoe Machinery Corporation 
PLYMOUTH, NEW HAMPSHIRE 
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SHOE BY 
Weyenberg Shoe Mfg. Co. 
Milwaukee, Wisconsin 
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SPEAKING 
OF 








makes you 


think of 
onco 
insoles 








Greater flexibility—and the “come-back-again” comfort it brings to the wearer— — 
combined with proper transverse rigidity, is one good reason for specifying Onco. 

At the same time, you're sure of stronger internal ply strength . . . an insole always 

uniform in shoe-making characteristics, thickness and texture . . . built for longer wear. 
Economy—another important factor—also puts Onco well up front with today's progressive 
manufacturers. Your shoe business is better with this better insole—insist on Onco. 
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ONE-COMPANY CONTROL FROM RAW 


32 


ONCO BASE 
for sock Linings and Heel Pads— 


ONCO PLUMPER STOCK for backing 
and reinforcement purposes—all are 
products of 


BROWN COMPANY 

500 FIFTH AVENUE 

+ NEW YORK CITY, N.Y. 
*® 


MATERIAL TO FINISHED PRODUCT 
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“There may be a 


store 





in Your future!” 
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MEN! If you bave a store and want to grade up... If you just 
have a job and want your own business it will pay you to write us— 
NOW for complete details . . . 






Here's THE opportunity 
that puts YOU in business: 


@ You have your own shoe store. 


@ You sell a staple line for men, 
women, children, not subject to fad, 
fashion, or seasonal markdowns. 


@ You get repeat sales because you 
render a foot-health service to your 
community. 


@ You are a Health Spot dealer, 
aided by sound merchandising prin- 
ciples, a successful plan of inventory, 
bookkeeping, and expense control. 


@ You are backed by the facilities of 
3 shoe factories; and a 21 year 
quality reputation. 


@ You can get in business and 
STAY in business, and show a steady 
profit. Let us prove it! 








OCONOMOWOC 
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WE OFFER YOU 








FREE! 
WHO? 
NOW! 


Convince Yourself that 


This is a bona fide offer with no strings attached. If 
you are eligible (see below), send us any pair of shoes 
you choose. We will re-sole them with Plytex and 
return them to you as soon as possible. Write us on 
your company stationery, giving your title and 
address —we’ll do the rest. 


We want everybody in the shoe business to know 
about Plytex Soles, but for practical and obvious rea- 
sons this offer is limited to owners, proprietors, or 
managers of shoe stores, and to executives of shoe 
manufacturing firms. 


This offer is good until January 15, 1949. Look up 
your favorite pair of old shoes and send them to us 
now. The sooner we receive them, the sooner we'll 
be able to re-build them and get them back to you! 
Or, if you prefer, just send us your correct shoe size 
and we'll mail you a free pair of Plytex Soles. 


THE ESSEX RUBBER CO., TRENTON, N. J. 
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FREE PROOF! 


| PLYTEX SOLES 
are b ys. 
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l. OO mpohiies MARTEX terry-cloth scuffs in 


wonderful pastel colors $2.95 





2. OO mpohies CAROUSELS a gay new print 


—scuff or sling style $2.95 and $3.95 


3. OO ncpoheces. TR-OOMPHS Wustrous rayon 


satin encrusted with embroidery. Scuff or sling 
style $2.95 and $3.95 


4, OO mpoheied. DUCKLINGS « new array of 


indoor-outdoor Oomphies—fashioned of hard- 
wearing duck $3.95 to $5.95 


.-. all with that famous cushion-sole construc- 


tion that has women everywhere saying 


"it's fun to have feet in OO mphiias” 





spe 


137 Varick St.. New York City 
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in price, too, 
for the 
volume 


shoe trade. 


Hanners of ~— NSETON LEATHER €0. 


SETON cece oeoe DURONA (NEWARK \EW JERSEY 
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NO. 3 IN A SERIES OF IMPORTANT MESSAGES TO OUR DEALERS 





KUSHINS, Inc. 
MEMORANDUM 


TO: Our Dealers 
SUBJECT: Why the Santa Rosa Brand is one of the most widely 


demanded lines of working shoes and boots. 






Santa Rosa Brand Working Shoes and Boots were reintroduced to the trade about 18 
months ago. The enthusiastic reception accorded this traditional line of men’s footwear 
unexpected. We, at Kushins, are well aware 


has been most gratifying, but not entirely 
easing demands 


of the reasons for your incr 
comrort— The Santa Rosa line has been skillfully designed for 
ng the finest grades 


perfect fit. Formed on scientifically shaped lasts, usi 


these boots and shoes provide incomparable comfort. 


terials and detailed workmanship 


that go into all of our products are found in the Santa Rosa Brand. 
This means sturdy, dependable footwear, built to give active men years 


APPEARANCE — Practical lines plus the rich color of selected Cali- 
fornia oil tanned leather make them the style leaders, and they retain 


this character for life. 


WORKMANSHIP — Each Santa Rosa Boot and Shoe receives the 


careful attention of many skilled craftsmen. From the basic design t© 


the smallest production detail, this footwear bears the mark of fine 


quality workmanship. 
“the Santa Resa Brand Working Shoes and Boots are the 
the price at which they are sold. Here is another example 


of the “Kushi __ Dealer Partnership Agreement” in operation - - - your assurance 
omers the finest quality footwear. 


of always being able to give your cust 
sp, Karke 


( j President. 


For complete information regarding Santa Rosa Brand 
Working Shoes and Boots, write today for Folder 
SR-348: “You've been waiting for this .. - Another im- 
portant message on Santa Rosa Brand Shoes.” 

















SA 
NTA ROSA, CALIFORNIA ggprteste tase 


FOR 
MEN WITH PROBLEM FEET 


1948 


Santa 08a Braud : 


s ' 
ORKING SHOES AND BOOTS 


KRashtie, INC. CALOTAN 


WORKIN 
G SHOES AND SPORTSMEN’S BOOT 
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GRO-CORD RUBBER CO., LIMA, OHIO 
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‘Me, 


Sho forollen 


Craftsmanship that comes from five generations 
devoted to making “nothing but the best’ 

is reflected in the superb quality of 

Edwin Clapp Shoes. For 95 years they have been 
recognized as America’s Finest Shoes for Men. 


Today, the finest costs so little more. 


EDWIN CLAPP & SON, INC. 

















STABLis 










Hep 182° 





. East Weymouth, Massachusetts 











in 77CC NORTHWESTERN TANNAGES 








Past Performance Bears Out ~ 
This Statement | : 


-_ Today, the “Mountie" on remote patrol or the 


Airman circling the globe are highly efficient and 
especially trained to carry through important as- 
sienments. Likewise, the desirable importance of 
obtaining the: finest tannages in all Northwestern 
Leathers is intrusted to equally reliable, highly 


skilled leather workers. 


The capacity of these craftsmen to produce 
fine leathers fulfilling all the many requirements 
and specifications of the alert shoemaker is 
reason enough for calling your-attention to 
NORTHWESTERN’S LINE IN 49. Past Perform- 
ance Proves the Point. 


NORTHWESTERN LEATHER COMPANY * BOSTON 11, MASS. 





Your Modern 


Shoe Merchandising Opportunity 
... With an Eye to a Big Future 






eee, 
See eeeeast®” 





The Revolutionary 
Modern Flexible Shoemaking Achievement 
by the Finest Name in Gentlemen’s Shoes 


Youthful styling — rugged to the eye 

. instant “old shoe” glovelike 
comfort-fit to the foot at the first step. 
. . .No uncomfortable breaking-in 
process . . . pre-flexed construction 
for miles more “new shoe” shape re- 
tention and that well groomed look, 


plus economical long-wearing flexible 





durability. 
Wire for information — A few very desirable exclusive franchises available. 
Style 713 Style 214 Style 262 Style R287 Style 766 


© 
STACY-ADAMS COMPANY ° Brockton 62, Mass. 











Ol 
YOU TEMPUS: 





If you had lived 100 years ago, you could 
have bought for “five bucks—a cloth coat, ‘cas- 
simere’ pants and a fancy vest. Also cloaks and 
overcoats with rich lining from $2.00 to $16.00: 
business coats—$1.00 to $3.00: vests 50c to 
$2.00.” 


In that case, however, you would now have 
been dead a long time—even though the “cassi- 
mere” pants might have been expected to have 


increased your life expectancy by a few years. 


Which raises an interesting question not an- 
swered by the New York Herald Tribune (from 
which the above information was gleaned re- 


cently). 


Is it better to have lived long ago in a $5.00 
suit and be dead now, or to pay $125.00 for a suit, 
be alive and encounter such phenomena as atomic 
fission, jet propulsion, powdered milk, two-way 


radio, television and Russia. 


Se bn 
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VAISEY-BRISTOL SHOE COMPANY, INC. 
ROCHESTER 3, NEW YORK 
MIDWEST PLANT— TT S 
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UNISHAN . precision-assembled and 


moulded structural unit formed to fit the last . . . provides 
the shoe with strength and grace without bulk. 

Makers of Cements, Littheways and McKays in particular 
will appreciate the snug fit at heel seat, waist and ball areas. 
Unishank helps the shoe retain its shape, hold its proper 
tread, provides proper support to the foot and makes pos- 
sible superior heel anchorage. Cement sole attaching is 


simplified because a wider lasting margin may be 


What UNISHANK Adds to Shoes 


FIT — last measurements preserved through waist. 
COMFORT — firm, snug-fitting waists. 
STRENGTH — without bulk. 
APPEARANCE — top lines preserved — helps shoes 
hold shape until worn out. 
BETTER HEELING — cuts returns due to “run under” 
and/or “kick back” heels and 
torn Louis Heel flaps. 
UNIFORMITY — shanks accurately located preserve 
last contour. 


retained through the shank area. VITA-TEMPERED STEEL SHANKS oS 


Your United representative can provide full par- When clean, tough, hard, uniform VITA-TEMPERED 


ticulars about adapting Unishank to your operations. 


STEEL SHANKS are used in Unishank assemblies, 


it’s a combination hard to beat. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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Actual planning for mobilization of the shoe and allied industries in 
the event of a national emergency got under way early this month in the offices 
of the National Security Resources Board. The NSRB sat down with task com- 
mittees from the leather and shoe industries to formulate plans for the type of 
program that would be required to meet military footwear requirements in the 
event of war, as well as to provide footwear for the civilian population. 

















The leather committee was composed of representatives of that industry 
entirely, while the shoe committee was made up of four shoe manufacturers, a 
last manufacturer, a representative of the shoe machinery industry, and a large 
retailer. 








The recommendations of these groups will be considered in the drawing 
up of an overall mobilization plan for the shoe and allied industries. However, 
the task committees will serve for a limited time only, being supplanted at a 
later date by permanent industry advisory committees, fashioned along the lines 
of the wartime industry groups. 





Si ee ae 


Spadework for adding 11 more nations to the 22 with which the United 
States concluded reciprocal trade agreements last year is well under way. 
Actual negotiations will begin next April at Geneva. 








Included among the commodities on which the United States might agree 
to tariff reductions are several of interest to the shoe industry. -These are: 
cattlehides from Uruguay; hides and skins from Peru; footwear of most types from 
Italy; and non-leather footwear from Haiti. 


While Haiti and Italy have not exported large quantities of footwear 
to the United States, tariff reductions on the items referred to above could 
become an important factor in later years since, under the most-—favored nation 
clause, they will become applicable to all similar imports from other nations. 


SS Ss & Fe <@ = 


Extensive arctic tests of footwear, clothing and other quartermaster 
gear are now underway on Mount Washington, New Hampshire. All types of cold- 
weather footwear, including socks, will be tested. Information will be secured 
as to the overall suitability of various types under actual arctic conditions. 
Such factors as traction, warmth, comfort and durability will be considered. 
Opportunities will be provided for recommended improvements which would make the 
item more acceptable. 








The testing operation will attain full scale during January and 
February. If the Mount Washington site is proven satisfactory, the tests will 
be conducted on a continuing basis. 
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SHOES FOR CHILDREN 
314-322 NORTH TWELFTH STREET-- PHILA 7, PA. 
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DEALER PROFITS 


Mode Art Footwear has that habit of bringing 
customers back again and again... because 
their customers simply get “more shoe 


for less money.” 


When you add those repeat sales to better-than- 
average moark-ups... you can see why 


Mode Art is “First in Dealer Profits!” 


9.95 DEALERS EVERYWHERE 
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TOM McHALE, manager of the 
Bostonian Shoe Shop at The Hub. 
Wilkes-Barre, Pa., says: 

“There are two divisions in the 
men’s shoe business—quality manu- 
facturers and stores, and popular 
price manufacturers and stores. | 
see little chance in the near future 
for the price of quality shoes to de- 
cline. Conditions are against it. But 
there is the possibility and. perhaps. 
need for reductions in some of the 
cheaper grades. 








“It has been pretty clearly demon- 
strated that manufacturers of qual- 
ity footwear cannot reduce quality 
and hold their customers. So, until 
they can get costs down. their prices 
look relatively stable. 

“Our department is ahead on the 
year, both in units and dollars. The 
only times our sales have dipped 
have been when experienced per- 
sonnel have been transferred to 
other stores. This shows the neces- 
sity for competent salesmen under 
present conditions. I am also firmly 
convinced that a shoe store owner 
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of Manager cannot put a few shoes 
in the window and sit back and wait 
for business. He must do everything 
he can to pull in customers. He 
must have a good line of shoes in 
well-chosen styles and use strong 
ads and every possible means of 
publicity to sell his merchandise.” 


* = * 
J OSEPH T. MEEK, executive sec- 
retary of the Illinois Federation of 
Retail Associations, in a special dis- 
patch to The New York Times, said: 

“Retailers will soon face the most 
rigorous competition in the world 
and whether it breaks them or not 
will depend on the productivity they 
get from their expense dollars. We 
have become so conscious of our 
volume that we fail to 
realize that the honeymoon is al- 
ready over. Let’s admit that the 
savior of our profit has been the 
inflation of prices. Then the big 
question is: ‘What happens when 
these prices fall?’ 

“At the end of 1949 there won’t 
be so many merchants. What there 
are should be a bit leaner. a lot 
tougher, a lot more expense-minded. 
Their shelves should be a lot cleaner. 
They should be buying less and 


more often.” 
E. J. SCHOETTLY of Schoettly 


Shoes. St. Paul. Minn., savs: 


increased 
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“We are finding that staple shoes 
are very much in demand. Our to- 
day’s business is much the same as 
last year’s. Although there is some 
price resistance, it is not recorded 
in sales to any extent. The staple 
shoe is a ‘must’ with most women. 
When these wear out, it is more a 
matter of necessity that they be re- 
placed than it is in the case of high 
style shoes. Staple shoes also get 
heavier wear, so there is a steady 
demand for this type. 





4 A =4 \"Z 


“To get these sales, it is necessary 
that staple stocks be kept up and 
that sizes are complete. One of the 
most vital principles in our sales 
program is to see that no customer 
goes out of the store because we 
haven't her size in stock. We carry, 
at all times, full lines from the 
smallest to the largest sizes and in 
all widths and pride ourselves on 
correct fitting, thus building a re- 
peat business through satisfied cus- 
tomers. 

“We feel that, considering the na- 
tional trend, shoe prices are sound 
and well in line with other com- 
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modities. Considering expenses, 
shoes are as low in price as can be 
presented. Most customers accept 
this and we find they are turning 
te the staple shoe as good value in 


meeting today’s price problem.” 








MORE TRUTH THAN ... 


Ten days until Christmas and ll 
through the store 

Not a pair of shoes sold and it’s a 
quarter to four. 

Three lookers were in here an hour 
ago 

And the shoes they called for make 
shoe men loco. 

One customer wanted a four triple A 

On a high top lace shoe in gunmeta) 
grey. 

Another dumb gal just wanted to see 

An ankle strap sandal in nine triple E. 


I sent this to Ripley, now believe me 
Jack, 


He didn’t believe it, so he sent it back. 
N. Linstrom 


* * * 


HARRY SUNNESS of Harry’s 
Shoes, Pittston, Pa., says: 

“Although I don’t claim to be a 
prophet, it seems to me that shoe 
prices are softening. I think it un- 
hkely that they will drop much 
right away: but lower prices seem 
the logical result of lessened con- 
sumer and retailer buying. In the 
long run there is no other way out 
if manufacturers are to stay in busi- 
ness. 


“The retailer is caught between 
customers who can’t afford to pay 
much and manufacturers who can't 
afford to sell for less. Meanwhile. 
his expenses continue to rise. While 
many business expenses are slightly 
less in a small city than in a bigger 
place, there are a few which are 
relatively greater. A good example 
is advertising. In this city, in par- 
ticular, newspaper advertising rates 
are high for the circulation offered.” 
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ARTHUR D. LeEVASSEUR., pro- 
prietor of Thos. F. Pierce & Son, 
Providence, R. I., retail shoe store 
—-says: 

“Personal contact with customers 
is a very important thing. It is 
something I have tried to practise 
for many years and it has helped 
in a large measure to bring me a 
very large repeat business. 

“One of the ways in which I keep 
in touch with my following is with 
card mailings. These cards reach 
my customers as a personal message 
from the store and from myself. 
While we use newspaper advertising 
three or four times a month, I find 
the cards are much more produc- 
tive because of the personal contact. 

“Ever since I have been operating 
the store, I have sent out card mail- 
ings about four times a year. Many 
of the cards are of such a nature 
that they can be sent out a few a 
day, producing more uniform re- 
sults than when all are mailed at 
once. 

“Each card is imprinted with the 
store name and address and is 
stamped with my own name, which 
gives a closer personal contact. It 
is a practice that has helped me a 
great deal and one that has helped 
to keep my following. It is especi- 
ally helpful in one sense, since we 











are not located on a street floor 
spot. We are on the second floor 
of one of the office buildings in the 
very center of the downtown shop- 
ping area. Our corner is one of 
the heaviest traveled spots in the 
city, with a very large pedestrian 





and motor car traffic. We are thus 
conveniently located but, being a 
second floor shop, we do find these 
cards are increasingly helpful to 
keep our customers with us.” 


* * * 


PAUL 0. KUEHN of Kuehn’s Shoe 
Store. South Bend, Ind., says: 

“Casuals should remain an im- 
portant factor in shoe selling be- 
cause of their heel heights. if for no 
other reason. They will probably 
continue in high favor with the 
younger girls since they hardly 
know much about any other heights. 
Casuals are gaining a new mark in 
the very good shoes. where women 
are buying them as much for com- 
fort as for style.” 









































“Suppose we knock off for lunch, Madame—and resume at 1:30?" 
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HOW DO YOUR SHOES 
TASTE? 


This gorilla baby at Chicago's 
Lincoln Park Zoo engages in “Oper- 
ation Shoe Leather", determining 
the quality of a substance by tasting 
it, and seems to enjoy the experi- 
ence. The youngster will get a name 
when a decision has been reached 
in naming contest conducted 
among Chicago school children. The 
tiny anthropoid arrived by air from 
French Cameroon in Equatorial West 
Africa, and is as wobbly as a human 
infant taking its first steps. 















































by EUGENE J. HARDY 
Washington Editor, BOOT AND SHOE RECORDER 


THE business outlook for 1949 as viewed from Wash- 
ington appears to be more of the same. That is. a little 
more inflation next year which will serve to offset re- 
cessionary factors in such lines as food and soft goods. 
There is very little evidence of any nies weakness in 
the economic structure. Stock markefg™ adit 
remained rational in sharp contrast to 19 
in the commodities market is no greater tha 
Business has been extra cautious in expanding‘ 
tories. Consumer demand for most products is still V8 
high and constitutes a very important reserve power in 
our economy. 











has 


Consumer spending is at an all-time high. Disposable 
personal income after taxes, is running at an annual rate 
in excess of $190 billion. This an important factor 
which serves to discount a business 
dustries where price 
Employment is betf@a 
stay there, and population 33 
ing the late 1920's. we a 
The four major props in the econtigyare high con- 
sumer expenditures, heavy private domestic investments, 
the excess of U. S. exports over imports and increased 
government spending. 
As to the first factor, full employment, further boosts 
in wage rates and the largest individual holdings of 
liquid asscts in history will serve to keep overall con- 
sumer demand for goods high during 1949. 
In the field of private domestic investments the situa- 
tion may change next year. Business capital investment 
is one of the more important keys to the future and is 
now running at the rate of a record $9.5 billion plus. 
but business may spend a little less for plants and equip- 
ment in 1949. Before the November elections, corpora- 
tions had indicated that they would spend as much i int 
_ first half of 1949 as in the current year. 
Whether the threat of an excess profits tay 
the confidence of business as to future iny 
remains to be seen. Actually it appeats t 
better chance for a boost in the corp 0 
rate rather than an excess profitsial 
yet certain that any tax boospif™ 
year since actual revenue; 
isy@tion. predictions, 


oing ahead 


set-back even in ine 
wa Eector. —< 
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= ongress will expand social security coverage and enact 





expenditures for plant and equipment the outlook for 
continued prosperity is bright for several years beyond 
1949, 

While U. S. exports are about six per cent less this 
year than in 1947, they are still about $10 billion in 
excess of imports. This trend is expected to continue 

—— will be given a shot in the arm by a military lend- 
program ig W estern Europe which is almest Ger- 
epficted by the incoming Congress. T 
add ane er $500 »-$600 millio 
E dita: es. 
mment all along 
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some of Mr. Truman’s social proposals, it is the military... 
and foreign aid spending. now taking about ten per cent 
of our national product, which looms largest in the fed- 
eral budget. 

Professional economists generally agree that in the 
absence of foreign aid and a national defense program, 
deflationary influences would by this time have b e 
sharply accentuated. While thal is some _ di 
various food, clothing and arable. 
tries. the chief impact of k 2 tu 
U. S. foreign policy 
ohaaes is still far] iro 
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controls, it must be remembered that the administration 
is committed to maintaining the present inflationary 
prosperity. At most, it will try to level it off, but it is 
not likely to take any serious deflationary steps. It is 
only with very substantial increases in expenditures for 
military purposes that the Congress is likely to enact 
control measures approaching wartime stringency. 

The outlook at the present time seems to be for stand- 


A by allocations and price control powers at most, which 
: are not likely to affect the shoe industry unless the inter- 
national situation begins to disintegrate rapidly. It 


seems likely that the administration's main attack on 
inflation will come from an oblique angle. perhaps 
stronger credit controls, more specifically a law author- 
izing the Federal Reserve Board to require higher bank 
reserves if. in the Board’s opinion, inflationary pres- 
sures are offsetting deflationary influences now appear- 
ing. But even such a move would be made with caution 
since it would have the effect of drying up funds needed 
for capital investment. 

While the outlook for business generally is good, high 
prices are considered to be the one big soft spot in the 
national economy. Consumer backlogs have been large- 
ly worked off and there has been a strong tendency to 
return to more normal spending in the year now draw- 
ing to a close. 

While there seems to be little chance of serious letup 
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tion. Fortunately these adjustments are piecemeal, in- 
dustry by industry, company by company, and appear 
to be coming in advance of any general business set- 
back. Since they have not been occurring simultane- 
ously, a general business decline does not seem to be in 
the offing. Nor have those adjustments been particularly 
sharp. 

Readjustment seems to be the predominant theme in 
soft goods, but prices of some things will rise, such as 
metals and machinery. The overall prospect is for the 
increases and decreases to offset each other with price 
indices remaining relatively stable or rising just a little. 

The predicted adjustments will consist of slight price 
cuts, new models, new styles, new lines and modifica- 
tions of existing lines. This process of adjustment has 
already worked successfully in some apparel lines where 
price cutting and introduction of new models has kept 
up volume although profit margins have been raised. 

As to the shoe business specifically, Washington ex- 
perts believe that the volume of business in 1949 will be 
slightly higher than in 1947 and 1948. Retail sales, pair- 
age-wise, will be slightly lower this year than in 1947. 
but might show a slight increase when 1949 totals are 
available. However, prospects are that there will be a 
slight reduction in the first quarter with gradual im- 
provement thereafter. 

It is expected that footwear output will be approxi- 
mately 468,500,000 pairs this year, only a very slight 
increase above 1947. Production in 1949 should run 
at about the same rate. 

Considerable quantities went into inventories this 
year but there are no unwieldy stocks in existence and 
at the close of this year stocks are much lower than was 
the case in the immediate prewar years. 

Preference for lower price lines will be accentuated 
still further in 1949 since consumers will continue down- 
grading. Reports received in Washington from those 
shoe manufacturers who keep a close hand on the pulse 
of the buyi ing ae indicate co igerable planning for 





price lines . 
have ssdinated that they will make more of the medium _ 
and lower priced models in 1949 and less of the high 
qualities. Some firms which have heretofore had only 
[TURN To PAGE 102, PLEASE] 



























Brown suede sports shoe with 
narrow sawtooth piping in 
beige. Leather-covered cork 
sole, reduces its weight to 7 
ounces. “Feather-weight” shoe 
from Gresy, rue St. Florentine. 


FRENCH shoe designers have given their fancies free 
rein in the new shoes shown in Paris this Fall. Some of 
these shoes are original to the point of being fantastic. 
Most of them, however, are so delicately handled that 
their originality of outline and detailing should be wide- 
ly acceptable. 

Buttons and buckles, for example, give style interest to 
some of the new shoes, but are never used in an exag- 
gerated way. Two gold buttons. ball-shaped, fasten a 
brown suede stepin and three in self-leather do the same 
service for Hellstern’s brown suede model. This shoe 
and the buckle-fronted one from the same house exploit 
delicate scalloping on various edges to carry along the 
fantasy theme. 

Patent leather pumps and oxfords are seen sometimes 
in simple, oftener in fantasy. designs. Oxfords in pat- 
ent leather may have insets at sides of suede or black 
and white checked wool. Oxfords, entirely of patent 
leather, are smartly lightened by the classic decoration 
of small round perforations underlaid with white leather. 
A similar idea is carried out in black kid with a red kid 
underlay. 
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Paris Stresses Fantasy 


Imagination and Originality Have Gone Into Unusual 
Silhouettes and Fine Detailing of New Models. 


\ 
\A Few Classic Patterns Are Holding Their Own. 


Shoes in crocodile are one exception to the fancy or 
decorative trend. and. while fine as can be, do not regis- 
ter delicacy. Crocodile has a stabilizing influence. The 
leather has so many superior qualities that women are 
sensible enough to want more or less classic styles in 
it. Simple pumps and modified oxfords, the latter espe- 
cially, are favorites for crocodile. 

The crocodile dyes are beautifully soft and pleasing. 
They glow in a light shade the French call “gold” and 


in tortoise shell. Other wanted shades in this leather 








Asymmetric evening san- 
dal in violet or pink kid- 
skin with fine gold piping. 
Also made in all gold or 
silver kid or in black 
suede. Bentivegna. 
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In New Shoes... 


by ALICE MAXWELL 


include “cassis,” a rich wine red shade. dark browns. 
dark green and black. 

Another un-fancy model, among the few that can be 
so classified, is the classic opera pump. It is seen in 
suede, patent leather and bronze. The couture houses 
find it practical for mannequin wear. 

Back to fantasies and the field where they excel, the 
evening pumps and sandals. The Bentivegna sandal of 
light colored kid narrowly piped with gold achieves the 
height of delicacy. Its wavy toe straps cross off-center. 
adding interest, and its versatile character adapts it 
beautifully to black suede for the cocktail hour. Perugia 
adorns his pale beige suede sandal with gold metal 
chains. This is a model seen at Schiaparelli’s and at 
Balmain’s. An occasional evening sandal is shown in 
white satin covered with black lace, heel included. 

[TURN TO PAGE 95, PLEASE! 





Buckle pump with scal- 
loped top line. The 
buckle is of simulated 
gold beads. Hellstern. 
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High tongue and very high 
heel characterize this black 
suede buckle . strap shoe. 

Gresy, rue St. Florentin. 








Three-button shoe, with bib 
front seamed on one side and 
buttoned on the other with 


brown suede matching buttons. 
Note fine scalloping. Hellstern. 
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IN its annual review of the shoe industry at the end of 
1947, the ReEcoRDER stated, “In the shoe business a 
critical area has been reached, a testing period lies im- 
mediately ahead.” Events of 1948 offer confirmation 
that the industry's long range problems have emerged 
from the rosy mists of a postwar boom. As the shoe 
business settled down into the routine of peacetime oper- 
ation, it lost ground in its claim upon consumer wants 
and consumer income. Patterns of demand have reverted 
to the prewar level instead of reflecting the fundamental 
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stimulus which was abundantly plain in recent years. 
The most provocative question suggested by the facts 
of the shoe business in 1948, as well as in 1947, can be 
stated as follows: Economic activity in the United States 
jias maintained an unprecedented height for an unprece- 
cented period. The resulting prosperity is not fictitious: 
employment, purchasing power, farm income, living 
standards, all point to a genuinely high plateau of eco- 
nomic well-being and a pervasive distribution of income. 
Whether or not this extraordinary result of a great boom 
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can be continued is irrelevant for the moment; it has durable. in the climb of living standards? 

been in existence for more than two years since the end By the criterion of production the shoe industry would 

of war controls and regulations. Why, then, it can be not seem to have fared badly. Output in 1948 is prac- 

asked, have shoes not participated in the aggregate in- tically identical with the preceding year, although there 

creased demand for goods, both durable and non- has been considerable variation by types of shoes. 
CAPITA : 
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The SHOE INDUSTRY: A 


[CONTINUED FROM PAGE 59] 


Nevertheless, the output figures cover areas of acute dis- 
comfort both for manufacturers and distributors. Indus- 
try problems have not been relieved, seasonal and inter- 
mittent production was manifest, per capita demand has 
faltered and lagged behind other goods. By the test of 
where shoes should be in the spectrum of consumer 
needs, by the test of mounting difficulties and incessant 
operating pressures, 1948 was a disappointing year. The 
industry could have done better: its accomplishments 
record a deficiency in terms of potential goals and 
objectives. 

Consumer Goods and the Boom—During the course of 
the year it had been suggested in trade circles that the 
industry’s current problems stem primarily from the 
adverse position of consumers’ goods generally in the 
midst of a boom. The facts presented emphasize that in 
shoes and other consumer products there is not a vast, 
open and unsaturated market. Extremely high food 
costs account for a good part of any net gain in pur- 
chasing power over prewar years. Previous shortages of 
durables tend to divert income to the purchase and re- 
placement of automobiles, homes, washing machines and 
ether long-life, durable products. Hence, it is argued, 
the potential scope of expenditures for shoes was actual- 
ly more limited than the superficial data of personal 
income might dictate. 

There is an element of truth in the foregoing observa- 
tions which cannot be discounted or ignored. Yet, with 
ell of the undeniable qualifications, the fact cannot be 
ignored that by the reasonable measures of economic 
prosperity it would be difficult to equal or exceed the 
realities of the past two years. Of course, conditions 
have not been universally ideal: they never will be. If 
the shoe industry cannot record progress in such a 
period, what will happen when economic retrenchment 
end adjustment begins to take place? 

It may be pertinent to weigh briefly the few ponder- 
ables of the present broad economic picture and to 
assess the background against which the shoe industry 
may have to function in 1949. 

Early in the year the general consensus appeared to 
be that the long expected recession or readjustment in 
business was inevitable and at hand. This view de- 
veloped after a series of declines in agricultural com- 
modities had cast an ominous shadow across business 
thinking and planning. However, the recession did not 
come. An intensified rearmament program and the in- 
auguration of vast aid to Europe revived sentiment as 
well as creating the expectation of sustained demand in 
capital goods industries. In the last half of 1948 dis- 
turbing questions became manifest again. 
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Several consumer goods industries have encountered 
a phenomenon variously described as a “soft spot” or 
“piece-meal” adjustment. Retail trade has fallen below 
the peaks set earlier this year with serious doubt ex- 
pressed that sales results in the last two months of 1948 
will equal 1947. Manufacturers’ and retailers’ inven- 
tories have continued to climb, while the gap between 
exports and imports has slowly narrowed. Offsetting 
these factors is the decline in food prices and the vague 
expectation that government will somehow or other in- 
tervene to prevent any serious shrinkage in business 
volume. 

Although it would be foolhardy to hazard any guess 
on the general trend of business, the causes behind the 
symptoms mentioned above are worth noting. The 
amazing level of production in the past three years has 
unquestionably filled many of the pipelines of supply 
rom raw material to consumer closet. In the shoe indus- 
try, for example, both retail stores and the in-stock de- 
partments of manufacturers hold more shoes than at 
any time since rationing began in 1943. While the total 
of consumer income is fabulously high, there are many 
elements of the population whose effective purchasing 
power has been reduced. Bountiful crops now exercise 
a weight on prices, the consequences of which are de- 
ferred or avoided only by virtue of government price 
supports. Finally, in both manufacturing and trade 
there is a grave problem facing management as upward 
pressing costs create dangerously high break-even 
points. 

Taking due notice of the intangibles and unpredict- 
ables, it is unreasonable to expect more in 1949 than an © 
unchanged general economic background for the shoe 
industry, at best, and a tightening of conditions is not 
impossible. Consequently, the issues in the shoe busi- 
ness should be viewed on their merits and without vague 
hopes that external conditions will provide a gratuitous 
lift. 

The Basic Statistics—Two facts are all-important in 
appraising the record of the shoe industry against the 
potentialities of its market. First is per capita consump- 
tion of shoes, the pairage accounted for by the average 
man, woman or child. Second is the percentage of con- 
sumer income expended for footwear. Are there any 
norms for either of these measures? The only ones are 
the record of the past, and by general consent, the aver- 
ages of the five years preceding the war. In that period. 
the per capita consumption of shoes in the U. S. reached 
an average of 3.15 pairs, and the proportion of con- 
sumer disposable income devoted to shoes averaged 
1.7 per cent. What would these averages mean in terms 
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of current population and national income in 1948? 


PER CAPITA CONSUMPTION 


Population Per Pairs 

(Millions) Capita (Millions) 
1936-1940 Average ..... 129.9 3.15 409.2 
ee 146.1 2.98 436.0 
1948 Potential ....... 146.1 3.15 460.2 


CONSUMPTION BASED ON NATIONAL INCOME 
RELATIONSHIP 


Per Pairage Con- 
Cent Dispos- Dollar Volume sumption at 
able Income Consumption Going Prices 


for Shoes (Billions) (Millions) 
1936-1940 Average ..... 1.7 $1.2 409.2 
1908 Aviaal. ........% ; 14 $2.7 436.0 
1948 Potential ......... 17 $3.2 508.0 


In one sense the discrepancy between actual consump- 
tion and the possible level of demand is not large, only 
20-odd million pairs when per capita demand is used 
as the base. However, analysis based upon the relation- 
ship of disposable income to shoe demand is far more 
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disturbing because it directs a significant question at the 
relative importance of shoes to the average consumer. 
If the prewar relationship held sway in 1948, a total in 
the neighborhood of 500 million pairs might have been 
sould. Certainly no one could expect such spectacular 
growth or development of the shoe business where the 
patterns of want have been established over years and 
are slow to change. Nevertheless, the data of demand 
suggest that the merchandising of footwear ideas has 
shortcomings which limit and check the growth of physi- 
cal and dollar volume. 

Uncertainties in business, politics and international 
events did not end the population boom in the United 
States. According to the mid-year estimate of the Census 
Bureau, there were 146.1 million people in the U. S.. 
the result of a remarkable birth rate which continued in 
1948. The significance of population increases in recent 
years for consumers’ goods markets has been discussed 
too frequently to warrant repetition. It has meant 

[TURN TO PAGE 82, PLEASE] 
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"49 is a year of rich and colorful associations. bringing 
back the memory of the great California Gold Rush and 
its flood of new wealth. followed by industrial expansion 
and national prosperity. It recalls the courage, bold 
initiative and resolute determination of the “forty-niners 
-—men and women who crossed the wide expanse of 
prairie and desert by transportation methods that today 
seem primitive, facing at every step the opposition of 
nature and hostile men.” These hardy pioneers either fell 
by the wayside or fought through to their goal. to play 
a part in the building of a new industrial empire on the 
coast of the Pacific. 

It isn’t possible to read the records of those days or 
recall what we have heard of them without experiencing 
a thrill of inspiration. They certainly suggest the thought 
that men of courage and determination can realize their 
ambitions in spite of difficulties. And that’s a wholesome 
and salutary thought for Americans today. since they. 
too. are called upon te cope with difficulties and potential 
dangers. 
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Viewed from a business standpoint, we recall that 
1848 and the Gold Rush to the West ushered in a period 
of vast commercial development and easy profits. Men 
flush with new wealth found they wanted many things. 
and other men moved in to supply them. Prices were no 
obstacle: goods were scarce and gold was plentiful. In 
that respect. perhaps. the period bore a rough similarity 
to that which America has been experiencing since the 
end of the war. A century ago. “49 marked the begin- 
ning of a period of great wealth. expansion and pros- 
perity. What will its counterpart bring to Americans in 
this 20th century. in which they live and strive and work 
in different ways, but no less zealously than their fore- 
bears of a hundred years ago? 

Will 1949 mark the beginning of the end of the 
Twentieth Century's greatest period of prosperity and 
profit. as some think, or will America’s new Gold Rush 
continue on indefinitely. fed by the cumulative needs of 
a war-worn world and America’s new leadership in 
world affairs? Some aspects of this question are dis- 
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Effort in 1949. Profits Will Be Less Easily Earned. Nevertheless, It Promises to 
Be a Year of Opportunity, with Promise of Worth While Rewards for Those 
Who Have the Ability and Determination to Work and Win. 


cussed from the viewpoint of Washington observers and 
government economists in another article in this issue 
(Has Industry Passed Its Postwar Peak?, page 54). 
Here we confine ourselves more specifically to the sub- 
ject of sales and profits and to the shoe industry, in 
which readers of the RECORDER are primarily interested. 

While shoe proguction in °48 is running neck and 
neck with *47 as this is written, common report and 
virtually all of the available figures and factual informa- 
tion point to a decline in pair sales at retail in several 
Is this a temporary 
situation. or will it continue and possibly assume more 


important footwear categories. 


serious proportions in 1949? Nobody is wise enough to 
come up with an answer to that question at this time. 
probably; it will depend on various factors some of 
which cannot be determined or estimated at this time. 
What, for example, will retail shoe prices be in 1949? 
How will the incomes of the American people, including 
farmers, skilled and unskilled laborers and business peo- 
vle compare with those of 1947? What measures will 
retailers and shoe manufacturers adopt that may tend to 
increase or maintain sales of shoes in stores in 1949? 


TAKING the last question first, it appears that manu- 
facturers and merchants alike are fully aware that, what- 
ever the situation may be in other industries, the shoe 
trade has reached a point where scarcities have been 
supplied, competition is becoming more acute, greater 
efforts will be necessary to maintain sales volume, to say 
nothing of increasing it. We believe retailers and manu- 
facturers will put forth their most intelligent efforts in 
1949 to offer styles that are attractive and to promote 
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them intensively. They will do their level best to main- 
tain volume and, if possible, to increase it. 

In the question of consumer income, there seems to be 
every indication at the present time that employment 
will be generally maintained and wages and salaries will 
average somewhat higher in 1949 than in 1948. Farm 
prices and incomes may show some declines. But in 
general the incomes of American consumers will con- 
tinue at or near the levels of the past year, and that. of 
course, will have a very favorable influence on the pur- 
chases they will make of:shoes and all other commodities. 

Prices of many products may tend to rise somewhat. 
although prior to the election the opinion was widely 
held that the rate of increase had been slowed down con- 
siderably. That was reflected in the shoe trade at the 
National Shoe Fair in October, where prices on the new 
Spring lines showed little change in either direction, in 
spite of the fact that some hide and leather prices were 
increasing. In general, according to the view of John 
Patterson, economist for the National Shoe Manufac- 
turers Association, the relation between raw material, 
leather and shoe prices has been brought into a reason- 
ably satisfactory balance. 

If food prices decline, consumers will have more 
money to spend for other things, including shoes, and a 
decline in farm prices has been widely predicted. Re- 
election of Mr. Truman and a Democratic Congress is 
viewed by many observers as an inflationary develop- 
ment. The Democrats are likely to spend more money 
than the Republicans would, and they are more indebted 
to pressure groups. especially labor and the farmers. 

[TURN TO PAGE 102, PLEASE] 
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Practical and Pretty: The 





For Styling, for Sturdy Constructions and Special Features, 


They Are An Ideal Shoe for Informal Summer Clothes 


A PLay shoe that can take its turn in the family wash 
tub is something that women welcome and that leading 
rubber companies are offering their customers. 
this useful feature, plus the specially constructed soles 
that offer cushioned comfort and protection from the 
damp, that make these rubber-soled play shoes so par- 


Photo above--Reading clockwise, starting 
lower left: Three-eyelet oxford on thick 


rubber crepe sole. Casino, multicolor ankle 


strap. Both shoes from Hood Rubber Co. 
Balboa, embroidered side-gore stepin. Bell- 
aire, denim instep strap. Both from Good- 
rich Footwear Division. Platform soles of 
these shoes made by new VWulflex process. 


Photo right—Reading from left to right: 
Shannon, straw strap sandal with multicolor 
vamp and two elasticized bands of goring. 
Pasadena, with bouclé braided vamp, snugly 
adjusted with elasticized instep strap. Sara- 
sota, multicolor wishbone sandal. All three 
shoes with duo-texture platforms and soles 
of web-like cork and rubber compound, all 
from Ball-Band Summerette line of Mis- 
hawaka Rubber & Woolen Mig. Co. Laurel, 
two-eyelet tie, with rope pattern sole of 
compounded cork and rubber and slip-lasted 
platform. Ball-Band shoe from Mishawaka. 


ticularly practical for hard Summer usage. 

Besides this purely utilitarian aspect, there is a great 
deal that can, and should, be said for their eye appeal. 
Having in mind that these shoes must give comfort of 
fit and, in most cases, a feeling of secure adjustment. 
raanufacturers have not let their designers run riot with 


new and novel patterns. They recognize 
that instep straps. laced adjustments and 
side gores have been number one best 
sellers for a long time and that there is 
every reason to expect them to continue 
to be so. 

So, instead of searching for new pat- 
tern ideas, makers of these shoes have 
concentrated on materials and colors 
and have done a very fine job. Along 
with duck. twills, denim and other 
smooth-textured fabrics, there are cro- 
chet and knit effects and straw, mesh and 
bouclé braid weaves. These are especial- 
ly adapted to milticolor and peasant 
effects. Embroidery has also been ef- 
fectively used for multicolors. In the 
solid color twills, denims and ducks. red. 






































Rubber-Soled Play Shoe 


by ELEANOR M. RUTTY 


white, blue—from sky to aqua to royal—yel- 
low. green, shrimp, light pink and black are 
the colors included in leading lines. Strong 
emphasis is placed on the wheat or natural 
colors. This is a trend that has been noted in 
our Southern resort story, Southward, Ho! in 
the December Ist issue. In Southern resort 
clothes the whole color range of beige, cocoa, 
orange, yellow, is being strongly promoted, 
not to mention white and red and coral. While 
a woman may not want to match her costume 
with her shoes. she is bound to be more in- 
terested in these colors in shoes and accessories 
because she has become keenly aware of them 
in clothes. It should be noted, too, that. the 
shoes in the neutral beige family are often 
brightened by contrasting embroidery. 


Photo right—Reading from left to right: Blue 
and white four-eyelet tie on platform, 11/8 
covered heel. “Cross Stripe” with elasticized 
instep strap and Dutch Boy heel. A Sun-Kix. 
“Candy Stripe” in same pattern, also a Sun Kix. 
All with No Mark rubber soles from Rubber 


Footwear Division of Endicott-Johnson Corp. 


Two-piece costume 
striped yellow and grey 
wool skirt with metallic 
thread topped by a grey 
wool halter waistcoat, by 
Clifford of del Mar, 
shown in the Seventh 
Edition of the Fashions 
of the Times, previewing 
clothes for Spring and 
Summer 1949. 


Photo left—Reading from left to 
right: Denim two-strap wedge heel 
oxford. Multicolor strip sandal with 
arch wedge heel and cushioned plat- 
form. Cross-strap sandal in multicolor 
with flat wedge heel and cushioned 
platform construction. Straw weave 
sandal with arch wedge heel, cush- 
iond platform construction and elas- 
ticized instep strap. All four pat- 
terns from United States Rubber Co. 

















































Opened-up sandal on me- 
dium heel. Shown here in 
navy blue suede matching 
the blue of this silk print 
from David Goodstein. 


WITH a retail attendance of close 
to 3000 buyers, merchandise mana- 
gers and other representatives of 
volume shoe distribution, the first 
Popular Price Shoe Show of 
America, held at the Commodore. 
New York, November 29 to Decem- 
ber 2, proved an interesting. suc- 
cessful and extremely well managed 
event, affording an opportunity for 
the retailers of this segment of the 
trade to inspect more than 600 lines 
of shoes and accessories and place 
orders for Spring merchandise. 
That many of them did just that was 
attested by reports of substantial 
buying which increased in volume 
as the show progressed. 

Sponsored jointly by the National 
Association of Shoe Chain Stores 
and the New England Shoe and 
Leather Association, the show has 
been in the planning stage for many 
months and efficient advance prepa- 
ration paid off in the smooth-run- 
ning precision with which every- 
thing moved from the Sunday that 
preceded the formal opening and 
witnessed an influx of early visitors 
until the last sample case was 
packed on Thursday. 

The timing of the show proved a 
happy selection, which couldn’t be 
attributed entirely to planning for 
at this point trade conditions also 









Popular Price Shoe Show 


First Event of Its Kind Under Joint Sponsorship of 
Chain Group and New England Association Attracts 
Volume Trade Buyers and Results in Spring Orders— 
Next Show to Be Held in May—Fashion Merchandising 
Clinic and Style Show Provide Interesting Features. 





from Leto 


Tailored grey suit 
Cohn & Lo Balbo accented by tan 
spectator pumps and tailored hand- 
bag. The white strap across the 
instep is removable when color 
contrast is not wanted. 


played into the hands of the two as- 
sociations and the show manage- 
ment, directed by an Industry Com- 
mittee of which Mark A. Edison 
and Daniel J. Danahy were co- 
chairmen and Edward Atkins and 
Maxwell Field were co-managers. 


They arranged a_ well-balanced 
show, in which the exhibits, style 
preview and merchandising discus- 
sions all played important parts. 
The 13th annual banquet of The 210 
Associates, Inc.. on Tuesday eve- 
ning, provided an enjoyable enter- 
tainment feature, a report of which 
appears in the news section of this 
issue. 

First event on the show program 
Monday was a breakfast press con- 
ference at which the chairmen and 
managers briefed the main events, 
purposes and objectives for the 
benefit of the reporters and an- 
swered questions on shoe trade con- 
ditions and the state of the industry. 
The fashion merchandising clinic 
and style show was held at 2 o'clock 
Monday afternoon in the grand ball- 
room of the Commodore. Alfred L. 
Morse. co-chairman of the Special 
Events Committee of the 
opened the meeting and introduced 
Mark A. Edison and Daniel J. Dan- 
ahy, co-chairmen of the show. Mr. 
Edison, greeting those attending the 
event, said that 85 per cent of the 
normal footwear consumption in this 


show, 


country is in the popular price 


Members of the fashion merchandising clinic, reading from left to right: 
Nancy Pepper, fashion editor of Calling All Girls magazine; Sylvie Hamilton, 
retail fashion consultant; Oscar E. Schoeffler, fashion editor of Esquire maga- 
zine; Grace Powell, prominent shoe designer; J. P. Hurley, retail sales man- 


ager of ready-to-wear and accessory departments of Sears, Roebuck and Co. 




































Sisal sandal from Haiti with match- 
ing handbag, natural with multi- 
color trimming, an effective con- 
trast against the orange silk shan- 
tung dress from David Goodstein. 


ranges, and that we have not yet 
reached the limit of consumption. 
He saw a market for 500 million 
pairs annually within the reach of 
the shoe industry. Mr. Danahy, in 
his welcoming speech, pledged the 
continuance of the policy of the as- 
sociation to operate shows that are 
first in service to both exhibitors 
and buyers. He announced that the 
next Popular Price Shoe Show 
would be held in May, 1949. 

A runway fashion show, brief 
talks by fashion experts and a pedi- 


ailed as Successiul... 


Sun Copper sandals and handbag 
give animation to this black silk 
shantung dress, by Janice Milan, 


and big black straw hat. Bright 


accessories can be used to accent 
an otherwise dark costume, there- 
by lending it a dramatic 1949 look. 





scope projection in color of impor- 
tant 
unique presentation of Spring styles 
at this meeting. Ann R. Silver of 


shoe fashions formed the 


Ann R. Silver Associates produced 
the- runway show, aided by Beth 
Levine as Shoe Counsel. Bill Leon- 
ard of CBS acted as commentator. 
The group of experts forming the 
fashion merchandising clinic com- 
prised Ann Mullaney, 
Wear Daily; Nina Kyle. Glamour: 
Rhea Nichols, Allied Kid Co.: Ruth 
Kerr, Calf Leather Tanners’ Group: 


Women’s 


Vembers of the fashion merchandising clinic, reading from left to right: Ann 


Mullaney, fabrics editor of Women’s Wear 


Daily; Nina Kyle, merchandise 


editor of Glamour magazine; Polly Drew, Side Leather Industry ; Rhea Nichols. 





Allied Kid Co.; Ruth Kerr, Calf Leather Tanners’ Group. 





Polly Drew, Beggs and Cobb, Inc.; 
Grace Powell, shoe designer; O. E. 
Schoeffler, Esquire; J. P. Hurley, 
Sears, Roebuck and Co.; Sylvie 
Hamiltor, fashion consultant; 
Nancy Pepper, Calling All Girls. 
Speaking on leather colors and 
finishes, Miss Nichols gave blue as 
equal to black and grey and very 
strong in sales. She pointed out the 





Grey suede casual shoes trimmed 
with metallic leather in a deeper 
grey and worn with a multicolor 
casual costume by Mary Stevens. 


importance of Sun Copper and sev- 
eral greens, including kelly and 
avocado, the latter one of several 
promotion colors, including sap- 
phire blue, turquoise, yellow and 
beige. White will be important in 
everything. including linens, she 
said. Several reds will include Ta- 
basco, a very yellow red and Spode. 
3 new coral shade, and she expected 
that gold will still be wanted by 
many women. 

Miss Kerr discussed briefly calf- 
[TURN TO PAGE 144, PLEASE] 
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1949—A Year for Statesmanship 


ADDRESSING the recent annual convention of the CIO, 
Senator Wayne Morse (Rep., Oregon) called upon labor 
leaders to assume an attitude of statesmanship and help 
the 8lst Congress in “writing legislation that will not 
be open to any valid criticism of one-sidedness.” 

In making this plea, Senator Morse must have had in 
mind the recent election and the fact that it left organ- 
ized labor in a strong strategic position to demand the 
fulfillment of campaign promises made by the President 
and by many candidates for Congress. He doubtless 
felt, as most thoughtful citizens and responsible leaders 
in labor, industry and government must feel, that it will 
be the part of wisdom for labor groups not to press their 
advantage too far by demanding legislation that would 
put them virtually in the driver’s seat, with employers 
and the public at their mercy. That would amount to a 
restoration of the unfair situation that existed immedi- 
ately prior to the passage of the Taft-Hartley Act and 
would undoubtedly lead to a repetition of the excesses 
that caused the people in 1946 to call for drastic union 
regulation. 

Even outside the field of legislation, labor leaders 
would do well to follow the advice of Senator Morse, 
who has been one of the best friends of labor in the past, 
and assume an attitude of statemanship. His counsel 
might well be followed also by the rank and file of labor, 
who have often gone beyond the recommendations of 
their leaders and employed tactics which, if repeated, 
can only call for reprisals and more regulations to check 
the arbitrary use of power. 

It wasn’t very statesmanlike for the longshoremen, for 
example, to tie up east and west coast shipping as they 
did a few weeks back, at a time when the free flow of 
commerce was so vital, not only to the continued suc- 
cessful execution of the Marshall Plan, but to the main- 
tenance of American trade and industry at the level 
which is necessary if America’s present prosperity and 
high standards of living are to continue. Disputes can 
be settled before strikes as well as afterward, and in 
many cases the chance of a fair and expeditious settle- 
ment is better before a strike is made effective. 

It is never very statesmanlike, or even very smart, to 
call a strike and then assume an attitude so unyielding 
that the workers lose more than they gain regardless of 
the outcome, while industry loses business and cus- 
tomers whose patronage is necessary, not only to pay 
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dividends but even to maintain full time employment. 
As Professor Schlichter of Harvard has pointed out, 
many of the increases which labor has gained in recent 
years have actually defeated their purposes and been 
cancelled out by their inflationary effects on prices. 
Another round of wage increases in 1949 could touch 
off a further inflationary movement from which labor 
would ultimately prove to be the greatest loser. Or it 
could prove the last straw that would break the back 
of the boom and initiate a recession. 


BUT the situation that exists as we approach the be- 

ginning of 1949 calls for statesmanship, not only on the 

part of labor and its leaders, but on the part of every- 

body whose efforts and intelligence must play a part in 

the satisfactory solution of the grave problems that con- 

front this nation. Certainly it calls for a high order of 

statesmanship on the part of government officials in 

Washington from the President down to every Con- 

gressman and important administrative official. The 

administration and the party that will be in power have 

gained a victory in the elections that few of the party 

leaders anticipated. Many of them will be tempted to 

use it for immediate partisan and political advantage. 

The only way they can gain any real prestige or lasting © 
advantage is by trying to measure up to the responsi- 

bilities imposed upon them by their mandate from the . 
people. There was never a year in the country’s history 
when a greater need existed for that kind of a sense of 
responsibility and that kind of statesmanship. 

Nineteen forty-nine will call for statesmanship on the 
part of leaders of other groups, as for example the farm 
groups that play such an important role in the economic 
life of our nation. It wouldn’t be very statesmanlike on 
their part, for example, to use the political power they 
have gained to demand continuance in peacetime of 
price supports on farm products at levels deemed neces- 
sary to stimulate production in time of war. There can 
be little doubt that price supports have been a decided 
factor in recent years in contributing to inflationary 
pressures and the farmers will suffer as much as anyone 
if inflation results in a boom and bust. 

There will be need for wise statesmanship in business 
and industry in 1949. We are hearing a great deal in 
these days about the desirability of good relations. The 

[TURN TO PAGE 105, PLEASE] 
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Ride the tidal wave of high-style, high school 
popularity that is sweeping the country... the hillbilly fad. 
Seil the H \LLBILLN by Belleville—a shoe that 
just naturally goes with blue jeans, corduroys, 
and teen age duds... and a good substan- 
tial serviceable shoe, too. The H LLB 
will stand up under the hardest wear any 
rough and ready, rootin’, tootin’ rooter can 


give it. 


FOR IMMEDIATE DELIVERY 
This particular Belleville number, the 

ALBA. is in stock in the following size 
runs: Little Gents’ (10 to 3) Boys’ (1 to 6) and 
Men’s (6 to 12)... all in the 6.50 to 8.95 
retail price range... order yours today. 


AVAILABLE NOW! 


BELLEVILLE SHOE MFG. CO., BELLEVILLE, ILLINOIS 
New England Distributor: KREIDER-CREVELING SHOE CO. + 602 Atlantic Avenue » Boston 10, Mass. 


BUYERS KNOW: “BELLEVILLE SHOES ARE HONEST SHOES” 


December 15, 1948 
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THE COMPLETE 


ADVERTISEMENT 


Far right: Effective use 
of white space can be an 
important factor in get- 
ting the reader to see 
the ad. Right: Unusual 
borders can change the 
complete appearance of 
a small ad and attract 
the reader’s attention. 


by 
IRVING SETTEL 
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Sixth in a Series of Ad-Viser Articles, Offering 
Shoe Retailers the Means of Producing Sales- 


Compelling Advertisements. 


The Elements Composing the Ad Must Combine to Make an Integrated 
Unit Which Will Attract the Reader's Eye and Hold His Interest 


In previous articles we discussed 
the various elements which go into 
the making of an advertisement. It 
was pointed out that these elements 
(layout, copy and illustration) indi- 
vidually contribute to the effective- 
ness of the sales idea. Together, 
they become an integrated unit. 
working toward the same common 
goal—getting the reader’s attention. 
Each depends upon the other as do 
the links of a chain. An effective 
job must be achieved with the com- 
bined efforts of each part—and ef- 
fectiveness means the following as 
far as the potential customer is con- 
cerned: 

1. Attracting Attention 

2. Maintaining Attention 

3. Arousing Desire 

4. Promoting Action 
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Scientific studies have shown that 
the average life span of a newspaper 
is 15 minutes. This means that the 
reader buys a paper, rushes through 
the pages, reading only items of in- 
terest. Further, analysis maintains 
that the average reader scans a little 
more than 3 per cent of the ads ex- 
posed to him. These figures may be 
somewhat startling but they are 
based upon fact. 

Intelligent advertisers recognize 
the resulting problems and adjust 
themselves to these conditions. For 
an advertisement to be read, it must 
be attention getting, attention hold- 
ing, and action promoting! It must 
compete, not only with other adver- 
tisements, but also with significant 
and living news stories offered by 
the newspaper. [t continually fights 


for the attention of the reader. 

In addition to the rules for effec- 
tive elements of the ad, another 
problem arises. How large should 
an advertisement be to gain effec- 
tiveness? How often should an ad 
be run? How shall we spend a lim- 
ited budget? Shall we run a large 
ad once a week or a small ad three 
or four times a week? Which gains 
more attention? Which brings in 
more business? 

Studies have also been made as to 
the relative value of different sizes 
of ads. One investigator found that 
it takes four times the area to attract 
three times the attention. Another 
study concluded that in most cases 
advertisements bring in customers 
in direct proportion to their size, 

[TURN TO PAGE 96, PLEASE ] 
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‘constant wear and tear. 


White Colonial Velka r pfitable because it is uniform in weight, saves 


you cutting expense and is easy to work. Write today for samples. 


COLONIAL TANNING COMPANY, INC., BOSTON 11, MASSACHUSETTS 


December 15, 1948 








Sell her once, 


but can you sell her again and again.. 
First sales are expensive. 
Real profits are made from the repeat sales. 


Every woman is price-particular, style-wary . . . she 
wants a shoe that keeps its “new look” longer 
...that keeps its style-lines, that’s worth its price 


in wear. 


| Darex Insoles help a shoe to do just that. For every 


Darex Insole is made on the basis that only a good 


foundation means a good shoe. 


Sell her such a shoe — and she will 


come back— again and again and again. 


Darex Insoles 


A propuct o— DEWEY anp ALMY CHEMICAL COMPANY camaripce 40, MASS. * MONTREAL 32, CANADA 
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Buying Brisk at West Coast 


Buyers and travelers attend- 
ing the show. In this group 
are: Dick Fisher and Bill 
Barr, Bullock’s; A. Rice, 
Toni Drake; Ray Tranner, 
Valley Shoe Co.; Irving 
Schneir, Robin Shoe Co.; 
Frederick Kayser and O. H. 
Falkenstein, Wetherby-Kay- 
ser; John Alsup, Buffum’s; 
M. Mandel, Leonard Mandel, 
George Feigenbaum and J. 
Rappart of Mandel’s; John 
Flautt and his model. 


Show 


Substantial Number of Buyers from Many States, as Well as 


Those from Out of the Country, Attend Los Angeles Event 


SOME 1500 shoe buyers came to the Los Angeles show 
in the mood to buy. These buyers, satisfied that prices 
and stytes are stabilized for the early Spring season, 
placed orders for approximately three million dollars’ 
worth of shoes and accessories at the fifth shoe show 
of the West Coast Shoe Travelers Associates which was 
held in Los Angeles from November 21st to the 24th. 

Noteworthy trends voiced by buyers and manufac- 
turers seemed to indicate a continued preference for cas- 
ual, comfortable, moderately priced flats for women. The 
relatively small percentage of sales of dressy shoes for 
women led to predictions of a trend toward open shoes, 
clever use of narrow straps, sandals, extensive use of 
pastels and bright hues for Spring, and a preference 
for smooth finishes. 

William S. Allen of Porterville, president of the Cali- 
fornia Shoe Retailers Association, and Henry Hutter of 
Marysville, substantiated each other’s opinion on the 
radical swing to flats and all-round casuals in the Cen- 
tral California area. Comfort, utility, and the price 
afforded the customer were cited as reasons for their 
selection. 

Popularity of the higher wedge, 13/8 to 21/8, was 
seen by many including Julius Simon of Douglas, Ari- 
zona. He maintains that the higher wedge is being 
worn for dress and casual wear, and is outselling flats 
in his territory because the popular priced stores are 
going in too much for extreme flats. Ted Saval of Saval 
Shoe Company recommends wedges in all heights from 
34-inch to 4-inch with much use of narrow straps. 
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Another gold season is seen by Morris Saltz of Sun 
Cal Footwear and Lou Barnet of Long Beach, because 
this material is dressy and harmonizes with any Spring 
and Summer outfit. Even children are going for gold in 
a big way because of its brightness, neutrality, and 
grown-up look, maintains H. R. Bassin of the Bird Shoe 
Company. 

In the high fashion bracket, acceptance of jeweled 
trimmed ankle straps, and extensive use of linen in a 
variety of pastels for Spring were noted. One manu- 
facturer predicted, based on orders placed, the predom- - 
inance of black, with balenciaga and gray suede close 
runners-up in open toe and heel styles. As a novelty 
in his dress shoe line. this manufacturer highlights 
genuine South American ostrich with matching bags. 

Sun Copper, an expected big selling color, seems to 
have been eclipsed by balenciaga, with navy blue, kelly 
green, gray, and some red following as the best colors. 
Summer white and some of the spectator business may 
be pushed out a bit by pastels for Spring; however, all 
three will share as big sellers. 

Dale Hutto of Bakersfield and Andy Smith from San 
Diego agree with George Schwab of Westwood Village 
in his expressed intent to feature tailored shoes to 
coordinate with the trend toward tailored clothes for 
Spring. Mr. Schwab predicted a calfskin season with 
60 per cent of his sales in low heeled casuals and the 
remaining 40 per cent in tailored shoes with very little 


emphasis on high fashion dressy types. 
[TURN TO PAGE 103, PLEASE] 
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STRUTTER 


Smart moccasin-type 
step-in, hand laced 
vamp, genuine Good- 
year welt. Comes in 
smooth and ruffy. In 
smooth: brown, red and 
navy blve. In ruffy: 
black, green, navy blue, 
brown with green trim, 
black with red trim. 
AAA to C widths, sizes 
4 to 9. Retails for $6.95 
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Golo blossoms out this Spring 
with a new line of welt casuals 
that is destined to ring up all- 
time high volume sales for 
YOU! Dealers and consumers 
alike, from coast to coast, are 
hailing the smart styling, the 
rugged construction and the low, 
low price of Golo’s. With styles 
like Tugboat, a record breaking 
seller — and Strutter, a new 
style leader, your success is as- 
sured when you feature Golo of 
Dunmore creations. 





Now is the time to display the 
Golo of Dunmore line and let 
the sweetest profits you've ever 
enjoyed bloom for you this 
Spring! 






Famous bwilt-in quality fea- 
tured in 20 fast-selling styles, 
all superb Goodyear welts 
with channelled flexible 
leather insoles. 


FACTORY: Golo Park, Dunmore, Pa. SALES OFFICE 


December 15, 1948 


























TUGBOAT 


Lightweight, flexible casval 
with springy virgin crepe 
soles, genuine Goodyear 
welt. Available in black, 
brown, green, bive, red, 
grey, yellow, copper, ox- 
blood, white, AAA to C 
widths, sizes 34% to 10. 
Retails for .................. $7.95 


Golo OF DUNMORE -« Division of Golo Footwear Corp. 
v > Di 1é 


t., N.Y. 13, N.Y. 
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SHOE COMPANY 
1126 JACKSON PLACE 
sT. LOUIS 


Wins Window Display Contest 


Co._umsus, O.—Edwin D. Bihr, display manager for the 
C. B. Miller Shoe Company of Columbia, Missouri, a town 
of only 22.000 population, was first prize winner in the 
recent Foot Saver Shoe Window Display Contest conducted 
by the Julian & Kokenge Company. manufacturers of Foot 
Saver Shoes, here. The second prize winner was Hans 
Carstens, display manager for Younker-Davidson’s, Sioux 


Prize winning window was this one created by Edwin D. 
Bihr, display manager of C. B. Miller Shoe Company, 
Columbia, Mo. The contest was conducted by the Julian 
& Kokenge Company. 


City, Iowa. The third prize winner in the contest was John 
Haans, display manager of Paul Steketee & Sons, Grand 
Rapids, Mich. Prizes of United States Bonds in $75, $50. 
and $25 denominations were awarded the winners. Dupli- 
cates of these prizes were also awarded the Foot Saver Shoe 
buyers in these stores: Arthur L. Hulen at Miller’s, Hobart 
F. Smith at Younker-Davidson’s. and Hunter Noble at 
Steketee’s. 

The formula for judging as used by Miss Lois Barnes, 
feature writer of Women’s Wear Daily, Chicago; Ray 
Metzinger, Western advertising manager of Department 
Store Economist, and Melvin Groneberg, of W. L. Stens- 
gaard & Associates. Inc., also of Chicago, was based on a 
point system as follows: Stopping Power—25 points; Sell- 
ing Points in the Display—25 points; Foot Saver Identifi- 
cation—20 points; Vogue Tie-in Identification—5 points. 
and Artistic Composition of the Display—25 points. It was 
the opinion of the judges that by using this formula the 
small store in a small or medium size city was not penalized 
in competing with the largest store. 

The Julian & Kokenge Company has made the announce- 
ment that another Foot Saver Shoe Window Display Con- 
test will be conducted next Spring as the number of entries 
received indicates a definite interest by both display man- 
ager and shoe buyer. 
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nad dale buying the Jonger wearing 


AVONITE SOLESI 


e Longer wearing 
Protect foot and body health 
Water-proof 
Flexible—need no breaking in 
Firm 
Non-slipping 
Non-marking 
Light weight 















| fa LAN NOW to profit next Spring on | — 


the consistent consumer advertising of .. 


the longer wearing | 











TRADE MARK 





PER CAPITA PRODUCTION OF SHOES BY MAJOR TYPES 








PRODUCTION OF SHOES BY MAJOR TYPES 






a - 


Specify AVONITE SGLES . | 
when ordering Spring lines... «)-AVON SOLE i | 

AVON - MASSACHUSETTS 
not on all shoes, just the best ones! = 
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further growth in potential demand rather than the 
flattening curve which pessimists foresaw. Furthermore, 
instead of the average age level shifting into the middle 
years with a disproportionately large number of elderly 
people, the population has remained comparatively 
youthful. The current st.mulus for infants’ and chil- 
dren’s shoes is a wave that will reach the boys and 
misses’ markets, and subsequently affect style influences 
and demands in women’s and men’s shoes. 

Fast moving events of the past eight years seem to 
make 1940 a very recent yesterday. Since then, how- 
ever, the U. S. has expanded far more than is generally 
realized; it has grown by almost 15 million people. 


POPC LATION GROWTH 
Per Cent Inc. 


Mid-Y ear From 1930 
Population* Population 
1s 123,077,000 
1940 131,970,000 7.29% 
1947 See 144,000,000 17.0% 
1948 146,100,000 18.7% 


*U. S. Bureau of Census Data. 


Production Trends—Two elements are particularly in- 
teresting in the 1948 trend of shoe production. First is 
the clear-cut evidence that seasonal fluctuations in their 
extreme prewar shape have returned to the industry. 
Second, the variation in output of the different classes 
of shoes, and especially the climb in manufacture of 
casuals, deserves more than passing study. 


The Shoe Industry: A Review and Preview 


[CONTINUED FROM PAGE 63} 






Before 1940 seasonal changes swept output up to a 
relative peak of 120.1 in the most active months and 
down to a valley of 83.9 in the poorest months. Last 
year the hope that such violent changes might be modi- 
fied began to shrink and suffered another shock in 
1948. Close buying and reluctance to undertake long- 
term commitments account for some of the seasonality 
evident in production. Whatever the causes, the results 
are patent in production statistics. 


MONTHLY PER CENT OF ANNUAL OUTPUT 


Prewar 1948 Prewar 1948 
January 789 875 July . 828 6.87 
February 8.38 8.66 August 10.01 8.88 
March . 9.65 9.64 September 9.09 9.02 
April 8.63 8.47 October 8.75 8.49 
May 7.90 7.30 November 6.99 7.73 
June 7.42 8.25 December 7.01 7.94 


Since consumer buying is highly seasonal, any solu- 
tion to the problems of achieving more stable produc- 
tion must either involve alteration in consumer buying 
habits and stimuli or call for substantial changes in the 
economics of production and distribution. Both possi- 
bilities call for more careful and analytical thought than 
they have heretofore received. Retail distribution, for 
example, has been much too ready to accept as inevitable 
the seasonal surges and declines in consumer buying 
which center about holidays, weather. school schedules 

[TURN TO PAGE 92. PLEASE] 
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She buys move Tumyoot 
Soft-sole Shuts thease any vihte 
nalionally aweddised beamed 


You reach the profitable Mother Market more __.. 
easily—when you feature best-selling Trimfoot Shoes. 
Month after month, advertisements in 20 publications 

are helping to create a buying habit that continues to 
build sales for you as youngsters start with Trimfoot 
Baby Deer Shoes right at birth and graduate into Trimfoot 
Pre-School and School Shoes. There’s a Trimfoot Shoe 

to fit every child’s need, from birth to teens. And that 
means extra profits from year-after-year sales for you. 


° TRIMFOOT COMPANY 
TRIMFOOT TERRACE 
FARMINGTON, MISSOURI 
Zasres amo) 


BABY DEER SHOES > PRE-SCHOOL SHOES +» SCHOOL SHOES 
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CHRISTMAS BUSINESS GOOD 
IN CHICAGO 


Wirt all indications pointing to 
Christmas business equal to that of 
last year, Chicago shoe departments 
and shoe stores have come in for their 
share of total sales. Slippers and 
novelty types of shoes are proving 
popular gift choices and are helping 
to add year end volume to depart- 
mental sales totals. Most department 
store advertising lineage is being de- 
voted to promotion of boudoir slip- 
pers, and a number of shoe depart- 
ments have increased floor space for 
their special display. Marshall Field 
& Company has given over most of the 
floor space in the shoe department in 
the downstairs store to slippers, which 
are organized into display by types. 
Cowboy boots are also showing in- 
creased sales at this time in all stores 
giving them special promotion or dis- 
play. 

As the end of the year approaches. 
most retailers expect to be able to re- 
port total 1948 sales equal or nearly 
equal to 1947. Although unit sales 
will be down somewhat, volume, in 
most cases, should be up slightly. The 
year has seen a growing trend to mod- 
erate priced shoes, with one chain 
opening two new stores in this cate- 
gory and basement department sales 
showing a steady rise. Men’s sales 
have picked up in the past two months 
as have children’s. Children’s business 
is expected to continue good, although 
here, too, there is a steady switch to 
lower priced. January clearance sales 
of prewar proportions are expected, 
because, although business has been 
good, inventories are still high. Some 
of the larger department stores have 
already begun preliminary sales on 
higher style shoes. 

Galoshes, stadium boots. rubbers 
and other storm wear began to be pro- 
moted late in November, but mild 
weather has retarded sales in this 
category. Resort shoes are beginninz 
to move, with heaviest early buying 
concentrated in the casual range. 
Dressier shoes, thus far, are moving 
slowly. Sales of evening slippers have 
been good in all price ranges. 

The question of the future of the 
open toe still remains unanswered in 
the Chicago market. Reports are spot- 
tv, with some stores reporting as much 
as 80 per cent of demand for open 
toes, while others believe the trend is 
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definitely to the closed shoe. In the 
very high style salons, however, there 
is a general feeling that resistance to 
closed shoes is developing and that 


this resistance will increase. 
* * * 


CLASSIC OPERA LEADS 
IN ST. LOUIS 


NUMBER one shoe interest of St. 
Louis women appears to be the classic 
opera pump. The demand for this 
shoe is leading all others from the 
higher priced salons down to the pop- 
ular priced departments, buyers re- 
port, and there is no indication of a 
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Superlatives 


Finest suedes and calj shins take on new 2 
beauty um the masterful hands of Palizzio, z 
master shoe designer. Note the greceful 3 
lines of the V-throated pump, the alluring 
ankle strap. And, we've others, 
16.95 to 19.95 


EASTWOODS | 


Eastwood's in Buffalo, New York, used 
this attractive way to present three 
of their style shoes. 
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shift in any other direction. “If we 
could just get the response to other 
types of shoes that we are getting to 
the opera pump,” a buyer in a medium 
priced department told Boot aNp 
SHoe Recorper recently, “we could 
look forward to a December volume 
of business that would break all pre- 
vious records from the standpoint of 
units as well as of dollars.” 

Interest in the classic suede pump, 
however, is not confined to a single 
pattern. There are a number of modi- 
fications which are making a hit with 
the feminine consumer. Those types 
with rounded toes are very popular. 
And both medium heels and high 
heels are considered good as are pat- 
terns which feature a V-throat or 
round throat. In the more expensive 
shoe departments black suede classics 
with curved heels have taken the lead 
in customer demand. 

Walking-type shoes with arch sup- 
ports likewise are considered good 
sellers among St. Louis women. Their 
movement, however, is centered mostly 
in medium and popular priced de- 
partments and stores. Demand for the 
instep strap “has picked up notice- 
ably” in the past few weeks, the buyer 
in an upper income-bracket shoe de- 
partment said recently. The same ob- 
servation also was noted by the buyer 
in a medium priced department, who 
added .that “platforms with ankle 
straps are among our best sellers.” 

Newest upsurge in demand in lower 
priced shoe outlets is for the sandal 
with a platform. Buyers in this clas- 
sification also speak of a continued 
interest in the open silhouette. 


Se RQ >.< 
NEW HAVEN DEMAND 
FOR PLAINER SHOES 


A PRE-ELECTION sales dip that be- 
came a post-election dull period 
helped to pull shoe sales down an 
average 10 per cent in New Haven 
during the month of November. 

Both men’s and women’s retailers 
in all price lines reported that the 
light buying of the early part of the 
month robbed them of a chance to 
push ahead of last year’s figures, for 
the latter half of the month was good, 
with some exceptional days reported 
after Thanksgiving. 

Women’s shops reported a definite 
trend toward the plainer type of shoe, 
with low, medium and high priced 
shops showing pumps well out in 





front. In lower priced lines buyers 
reported that plain pumps, closed heel 
and toe, on all heel heights from 
wedges to higli,.led the demand, and 
operas in black suedes and smooth 
leathers were leaders in the other 
ranges. The difference in preference, 
however, wasn’t as noticeable, dealers 
declared, in the medium and higher 
priced lines, between sales of pumps 
and straps. 

In men’s shops the sales records are 
still on the downward side. Stores 
playing for the town trade report that 
there is no change in demanded items, 
thick soled bluchers in mahogany 
stains. College stores report the front 
items to be cordovans and bluchers, 





with a small but increasing call for 
patent leather shoes and pumps, now 
that the Winter formal season is un- 
der way. The call for blacks hasn’t 
extended to the stores catering to the 
city trade, and with the invitations to 
many of the city’s social functions al- 
ready printed and calling for informal 
attire, shoe men do not look for any 
call for black. 

New Haven’s buyers are looking for 
a good Christmas to help pull figures 
up nearer “47 levels, and are banking 
heavily on accessory sales to bring in 
added dollars this year. Taking ad- 
vantage of more available newsprint 
they have boosted budgets for Christ- 
tias promotions from 20 to 50 per 
cent. They started before Thanks- 
giving to promote slippers, handbags, 
hose, etc.. and were staggered when 
record crowds surged downtown on 
the Friday after Thanksgiving and 
started heavy Christmas buying. Ex- 
panded Christmas budgets reflect two 
thoughts among retailers: first there 
are those who believe it will take more 
money and effort to sell merchandise 
this year; second are the optimists 
who have boosted inventories bankinz 
on a big year, and whose budgets have 
been increased in proportion to their 


increased inventorie§. 
* * ¥* 


SALES DOWN IN 

SAN FRANCISCO 
RETAIL sales were down a little for 
the month of November in the San 
Francisco area. Following the elec- 
tions there was a definite letdown in 
consumer buying in most stores. 
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Unusual and striking ad offering an 
unusual and striking shoe—as pre- 
sented by A. Harris & Co., Dallas, Tex. 





With the buying demand not com- 
ing up to expectations many of the 
shoe merchants held pre-Thanksgiving 
and pre-holiday sales during the last 
two weeks of the month. Price cuts 
ranged from 20 to 50 per cent in al- 
most all types of women’s shoes. These 
sales helped to boost the month’s total 
sales volume, but many leading stores 
were still below sales records of a 
year ago. 

Consumers seem to be more con- 
servative in their buying, with the 
greatest demand for medium priced 
models. This is true of both men’s 
and women’s shoes. Children’s shoes 
are moving steadily with the emphasis 
on sturdiness rather than price. 

Black suede models with closed toes 
are most in demand in women’s shoes. 
Jeweled and nailhead models are be- 
ing featured by some merchants spe- 
cializing in higher priced merchan- 
dise. 

In the bid for the Christmas trade. 
practically all the leading stores 
started advertising and displaying 
slippers of all types immediately after 
Thanksgiving. Some of the stores are 
making a strong bid for the mail 
order trade by including handy order- 
coupons in their newspaper advertise- 


ments. 
* # 


BUSINESS OFF IN 
NEW YORK 


“S POTTY” does not describe the 
kind of business that has been done 
in New York shoe stores and depart- 
ments the past few weeks. A few mer- 
chants have reported business as “not 
too bad.” but the great majority have 
frankly admitted to a marked falling 
oft. A good many reasons have been 
offered, with warm weather the most 
frequent and the competition of out- 
ef-town stores and increasing parking 
difficulties also mentioned. 

In women’s shoes, the same trends 
continue. Opera pumps in black suede 
are still number one, but ot*er colors 
are coming up. Green, the dark Con- 






tinental green, seems to be coming up 
strongly with a number of retailers. It 
is being bought in smooth leathers. 
Grey is also reported as popular 
among novelty colors by several stores. 
Here suede is in demand. Brown is 
doing better in some stores than in 
others. In some cases it is wanted 
chiefly in spectator types. Navy blue 
continues to hold its own in a number 
of stores, and the demand is for both 
smooth and sueded surfaces. 

There continues to be a strong in- 
terest in flats, under an inch in height. 
This demand is not confined to youth- 
ful customers, but all ages are calling 
for them, with the older woman fre- 
quently asking for this height in a 
wedge heel. Higher heels up to 21/8 
and 23/8 are also selling, and the de- 
mand for the 16/8 to 18/8 also con- 
tnues. 

In children’s shoes the same situa- 
tion exists, a falling off from a year 
ago. One such store reports that navy 
klue suede has been popular in dressy 
shoes for little children up to growing 
girls. Growing girls want casuals in 
strap and other patterns rather than 
oxfords. For the Junior Miss, pumps 
and ankle straps are in demand. 

The Christmas slipper business is 
jast beginning in some stores. It 
shows an interest in both the warm 
shearling-lined types with fur collars 
and the dressy styles. Petit point is 





selling a little in one store and a 
beaded moccasin is a promotional item 


with them. 
= * * 


DOLLAR VOLUME UP 
IN PROVIDENCE 


WHILE unit sales in Providence are 
down, dollar volume has increased for 
most retailers. Consumer resistance to 
prices continues to be felt at practi- 
cally all price levels. Several mer- 
chants selling shoes in the higher 
priced brackets report a decrease in 
the number of repeat customers. while 
merchants in the lower brackets re- 
port an increase in the number of new 
customers. The conclusion of some is 
that the customers are lowering their 
price levels and are switching to stores 
selling lines under what they have 
been paying. 
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Shoe Backing Woven with 


““LASTEX” 


is the Inside Story of the 
popular, high-style 


Srretchabl Ses 


featured by 
famous shoe makers 
for 


COMFORT: FIT- BEAUTY 


. . . The Miracle Yarn that Makes Things Fit 


An elastic yarn manufactured exclusively by 
UNITED STATES RUBBER COMPANY 


1230 Ave. of the Americas, Rockefeller Center, New York 20,N.Y. 


For models, samples and types of shoe materials made 
with Lastex yarn, which are now available, apply to 
ALFRED VAMOS, 406 Marbridge Building, New 
York City. Alfred Vamos is the inventor and patentee* 
of Vamos Stretchable shoes and is the selected con- 
sultant for shoe manufacturers using materials made 
with Lastex yarn. 

* Patents assigned to Lnited States Rubber Company 
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Black suede pumps are the big sell- 


ers. Black leathers, with brown sec- 
ond, are next in line. Dressy styles 
are in demand. High and medium 
heels are good, open shanks, anklets, 
criss-cross straps, V-throats are all 
very good. 

Pumps in the more conventional 
manner are in good demand. These 
are either on high or medium heels. 
many with platforms, many completely 
closed and many with open backs. and 
most having either perforated vamps 
or large bows. Moccasin types and 
casuals are good. Oxfords are in bet- 
ter demand with the approach of 
colder weather. 

In the words of one retailer, every- 
thing sells. This merchant finds prac- 
tically every number in his stock mev- 





ing along well but without any 
outstandingly good sellers. Merchants 
report that it takes longer in many in- 
stances to make a sale, with price re- 
sistance as it exists currently. They 
say women are trying on more shoes. 
thinking longer about the purchase 
and postponing the purchase in an in- 
creasing number of cases. 

One merchant reports the large-t 
percentage of sales in years where 
shoes plus an accessory are being 
sold. These additional sales may be 
handbags, gloves, hosiery or leather 
goods. They are sold with the theme 
of smartly matched accessories. 

Reptiles are fairly good, and in this 
particular field a large proportion of 
accessory sales is being made to 
carry out the reptile theme througli- 
out the ensemble. Colored leathers are 
in some demand. With the approach 
of the holidays, the sale of evening 
slippers has picked up somewhat an: 
is expected to increase from now on 
through the Winter months. 

se 


BUSINESS HOLDS UP 
IN WEST 


SHOE merchants in Casper and 
Douglas, Wyoming, are satisfied with 
the way business has continued to 
hold up this season. People have al- 
most ceased to complain about high 
prices in shoes, but they are more par- 
ticular in their final choices—demand- 
ing finer quality, better fit and the 
promise of a shoe that can “take it.” 
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There has been a big sale of chil- 
dren’s and youth’s footwear for wear 
to school. These include casuals and 
saddle oxfords in many two-color com- 
binations. The staple browns and 
blacks hold first place, however. 

In women’s shoes, suede continues 
to be the high favorite, with black 
heading the list. There are, however, 
styles selling in calf, crushed kid, and 
even metallic finishes. For general 
wear low heels predominate. 

Men’s styles have swung back to 
the very staple—wing tips, perforated 
caps and plain toes in good leathers 


being the top-notch sellers. 
* * * 


TWIN CITY STORES 
PUSH HOLIDAY ITEMS 


Minneapolis. 


Wirth Christmas promotions begin- 
ning in early November, given added 
impetus through city street decoration 
marking the season, shoe merchants 
have been blossoming out with Christ- 
mas windows and in-store spot dis- 
plays, suggesting footwear both for 
gifts and for use at festive occasions. 
Slipper bars are prominent with a 
large variety in colors and styles mak- 
ing a bright note in departments and 
shoe stores. These are usually broug!it 
te the front of the selling floor. Slip- 
pers are given strong display in win- 
dows also. Department stores are ty- 
ing them in with accessories displays 
to good advantage, particularly in lin- 
gerie and house coat showings. 
Noteworthy is the large number of 
slippers for children that are featured. 
While rubbers and storm shoe 
stocks were on display early this sea- 
son, sales were slow due to prevailing 
good weather, but the first snowstorm 
of the year made demand high, with 
most stores reporting good sales. 
Campus boots are selling well. 
High style shoes are moving well. 
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British brogues, featuring double soles 

were shown successfully on the sports 

page of the lecal paper by Armi- 
shaw's, Portiand, Ore. 








Young-Quinlan has been stressing 
bronze kid as an accessory color of 
the year, good with navy and gray as 
well as many other shades. Two styles 
especially effective were a single strap 
sandal with Louis heel and closed toe. 
classic in line, and a sling pump with 
bow-knot vamp ornament and open 
toe. 
> * * 


St. Paul. 


Heavy advertisement of storm foot- 
wear was a feature here, and inclement 
weather gave the impetus to sales. Re- 
sponse has been excellent, stores 
report generally. 

The Emporium opened a new slip- 
per bar with a full-page advertisement 
featuring famous brands.  Schiff’s 
opened one of the largest family shve 
stores in the Northwest in a complete- 
ly new building with sectionalized lay- 
out in modern attractive settings. 

Some stores are featuring medium 
and low heel shoes in oxford styles as 
an accompaniment to Christmas shop- 
ping and greater foot comfort. 

Field-Schlick had an early Christ- 
mas shopping suggestion in satin 
opera pumps to be dyed to match 





party costumes. They were shown in 
V-throat or d’Orsay styles with high, 
medium or Louis heels. Schuneman’s 
offered a variety of styles of genuine 
alligator in pumps and sandals for 
“holiday gadding,” all with open toe 
and heel. 

November was marked by clearance 
sales. The Emporium carried a six- 
page advertisement with storewide 
markdowns. The shoe salon had a 
special clearance of famous makes in 
women’s, men’s and children’s shoes. 
The Golden Rule had a clearance sale 
of Fall shoes all taken from regular 
stock in pumps, straps, ties with me- 
dium heels. Newman’s was another 
with good values in clearance themed 
to a pre-Thanksgiving sale. Husch 
Bros. also had a_pre-Thanksgiving 
sale. 

In Winter styles, closed toes are 
growing in demand. Classic, dainty 
styles appear as favorites. There is a 
steady demand for casual shoes which 
is causing merchants to give good at- 
tention to this style on a year-round 
basis. 
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MERRY CHRISTMAS 


AND A HAPPY, rnosrnnovs (Wow lYear 


FAMILY OF... 





JOHN RR. EVANS & COMPANY «¢ Camden, New Jersey . . . Est. 1857 
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New York 


CAUTION and a definite amount of price consciousness by 
the consumer is chain-reacting through the retailer to the 
manufacturer. This is truer at this time of high style 
women’s shoe manufacturers than of medium price manu- 
facturers. Several medium price manufacturers indicated 
that production was “pretty good,” and at abeut 80 to 90 
per cent level of capacity. High style production was re- 
ported te be rather low. One manufacturer pointed out 
that this was not necessarily due to price resistance, but to 
more cautious buying. 


Stress was put on the importance of keeping the proper 
balance between price and quality. It was believed that the 
sacrifice of quality for lower prices would not be wise in 
the long run. Lowering of prices, however, was rather dith- 
cult due to the high costs of labor and materials. Another 
reason for caution was that stores are trying to reduce mer- 
chandise and are putting their houses in order. 


Production for Spring continues to be on open shoes. 
with closed shoe production confined to opera pumps with 
the so-called open effects, and in a softer construction. 


The basic colors are complemented with blues in light 
and navy. The light brown family is being used, and more 
green calf is making an appearance. Combinations of suede 
and smooth leathers, fabrics with leathers are also being 
offered. 


Chicago 


ALTHOUGH there have been frequent threats of minor 
recessions, prewar-type seasonal lulls, and decreased sales. 
the shoe manufacturers and wholesalers in the Chicago 
area are ending up the year with total sales about equal to 
those of a year ago. Sales are expected to continue good 
at least through the first six months of 1949, although it is 
generally recognized that business will continue at a highly 
cempetitive basis and will be harder to get than it has been 
at any time since the war. Retailers and department store 
buyers are expected to continue buying on a short term 
commitment basis. Orders will be placed for smaller quan- 
tities at the outset, followed by smaller but more frequent 
orders. As basement sales and those in volume shoe grades 
continue to rise, moderate priced shoes are seen as increas- 
ingly important. It is expected that sales in higher priced 
categories will show a marked drop into a lower bracket 
and that this trend will continue through the coming year. 
Production of moderately priced shoes will probably in- 
crease, and some upper grade manufacturers may bring 
out new lines in a new price category. At this stage there 
is no prospect of any drop in existing shoe prices. New 
wage increase demands are not unlikely. and if hide prices 
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continue to rise. side leather prices will probably go along 
with them. 

General business prospects for the Chicago area are 
favorable for the period immediately ahead, according to 
a recent Federal Reserve Bank study of employment, pro- 
duction, and income in this industrial area. 

The report further states, “With the center of population 
moving westward, an industrial area which combines skilled 
labor in practically every industry, industrial know how, 
proximity to market, and unexcelled facilities for shipping 
goods and assembling raw material seems certain of future 
development in a growing national economy. Add cen- 
tralized research facilities and specialized industrial ser- 
vices to this list of advantages, and the reasons why a 
greater volume of industrial facilities has been built in the 
Chicago area since 1940 than in any other industrial area 
of the nation become evident. 

“Because of favorable conditions regarding raw materials 
and markets, local business firms probably face less disrup- 
tions than those in other areas from legal decisions, such as 
basing point ruling and freight policy, affecting the struc- 
tural framework of industrial pricing and marketing in the 
years ahead.” 


St. Louis 


THE caution exhibited by retailers at various regional shoe 
shows has resulted in production cutbacks among a number 
of St. Louis manufacturers. In some instances the produc- 
tion curtailments have been drastic, in others not so drastic. 
while still other producers. notably those making casuals. 
have been unaffected, as apparently the demand for casuals 
has remained fairly strong across the country. One infor- 
mant said that makers of casual shoes had a heavy backlog 
of orders. But in late November some specialty houses 
were producing at less than 50 per cent of capacity, accord- 
ing to sources near the scene. while a few were said to be 
operating temporarily near the shutdown level. 

In contrast to the production of specialty houses, how- 
ever, general line manufacturers appeared to be less af- 
fected. International Shoe Co.. for instance. restored the 
40-hour week production schedule to 13 of its 14 factories 
producing men’s shoes on November 29, following a nine 
weeks’ operation at only 32 hours a week. 

Manufacturers in the St. Louis market came away from 
the Chicago Shoe Fair somewhat let down over the lack of 
sales. They were hopeful that they would get a good por- 
tion of their Spring business at regional shows. The lack 
of sales at these events. of course, likewise has become 
history. In spite of this series of disappointments, how- 
ever, manufacturers still look for a good business in Spring 
shoes. They point to a high national income and a con- 
tinuation of peak employment as grounds for this belief. 
Yet the best indication of their confidence in the future is 
that they are not reducing prices. 
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= sets the stage for smoother-looking, more elegant footwear to 
complement the slimmer, softer silhouette. Restraint in pattern design and treatment 
focuses interest on fashion-right Surpass Kidskin, in black and in the season’s 
accepted colors. Consistently Uniform, always Dependable, with the new season, 
Surpass will play an increasingly important role in your high fashion shoe selling. 
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and similar calendar periods or intervals. Research may 
disclose unfilled wants and potential needs which might 
be employed to develop and strengthen slack periods. 
Individual promotion tends to be hit or miss. featuring 
price and the appeal of markdowns. Industry research 
and promotion may uncover more fundamental and con- 
sistent appeals, vitally needed in a period of high costs 
and break-even points for both manufacturers and re- 
tailers. 

The outstanding fact in the record of 1948 production 
by types of shoes is the striking rebirth of the so-called 
“casual” shoe. The term has been used a bit too casual- 
ly for clear appraisal of what it means to the women’s 
shoes business. A casual shoe cannot be defined nega- 
tively as something which is not staple because innova- 
tions can also become staples. The casual is a type ot 
shoe reflecting new approaches in manufacture, style 
and pattern and, most important, filling consumer needs 
in terms of price and comfort. It provides a combina- 
tion of comfort’and style which was often not achieved 
by staple shoes in the past and for that reason has made 
inroads on those sections of the shoe market which made 
comfort conspicuous. In addition, economies possible 
in the production of most casual shoes provide a con- 
sumer appeal which has proved extremely important 
in 1948. 
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When the first boom in casuals landed with such a 
thud in 1946 prophets were quick to point out that this 
kind of shoe could be interred. The epitaphs were writ- 
ten too soon because the production of casuals was vir- 
tually doubled in 1948 from the preceding year. Refine- 
ments in methods of production, more careful designing 
and greater attention to sound patterns have not only 
brought the casual back on the scene, but have given it 
greater long range importance than ever before. Pro- 
duction figures for the closing months of the year indi- 
cate that the casual is far from being a seasonal factor; 
it is an all-year shoe in active style competition with 
other types and constructions. What the casual can 
mean to the women’s shoe industry still remains to be 
seen; it is neither the unmixed blessing seen in some 
quarters or the catastrophe pictured in others. The 
answer will be given in part by the average value of 
women’s shoes, in relation to the general price level, 
during the next year or two in comparison with the past. 

From what has been stated about the growth of casual 
shoes in 1948, it must be obvious that production of the 
regular or staple types of women’s shoes fell off! Fewer 
shoes of this class were made than in any year since 
1944. Per capita production dropped by almost one- 
third of a pair, which is an unusually large year-to-year 
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Note: Cements made from natural latex are com- 
Be Be Bond patible with natural solvent cements — Synthetic 

latex cements are compatible with synthetic 
solvent cements. 


Be Be lex Cements 


° Want information about MORE shoemaking 
Products of BBChemical Co. cements? ... you'll find it in a concise 8-page 


guide titled “U/C ADHESIVES.” Ask your 
United sales representative for the latest copy. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 


December 15, 1948 


_ FOUR 
‘Tailored-to-the Job 


CEMENTS 


for Slip Lasting 


), 


These cements are designed to help you in slip lasting 


operations . . . first, by providing the cement characteristics 
necessary to do a specific job . . . second, by fitting into your 
work schedule. 


Be Be Bond 542 (SOLVENT type). A popular general use cement for 
covers, platforms and sock linings. Applied by hand. Crude rubber base. 


Be Be Tex 888H (LATEX type). Cover cementing. A fast drying cement 
with exceptionally strong bond, long week-end tack and good layout. May 
be applied by hand, machine or spray. Natural latex base. 


Be Be Bond S-759 (SOLVENT type). Provides a week-end tack and a 
strong bond .. . for covers, platforms and sock linings. Hand or machine 
application. Synthetic rubber base. 


Be Be Tex 7788 (LATEX type). This cement with overnight tack is a 
fast drying cement with a good bond. Use it on sock linings, platform covers 
and inner or outer platform surfaces. Spray, hand or machine application. 
Synthetic latex base. 
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decline. Of the several responsible factors the growth of 
casuals is most important, inventories and price con- 
siderations are second, but hardly negligible. The 
severity of changes in women’s shoe production may be 
gauged by comparison of output of other types as well 
as the total with previous years. Total production in 
1948 was slightly higher than in 1947 and the third 
greatest production year on record. Excluding any war 
years. production in 1948 would be the largest achieved 
by the shoe industry. 
SHOE PRODUCTION TRENDS 
All All 


; Total Women’s Casuals Men’s Juvenile Other** 
(1,000 Pairs) 
Prewar Average* 

409.245 170,112 n.a. 102,215 79,287 57,631 

1947 468.069 207.067 41,509 106.689 109402 44.911 

1948 468.500 203.500 62.000 105.500 111,000 48.590 

1948 Per Cent 

Change from 

prewar +145 +19. +32 4400 —158 

* 1936-1940. ** Includes slippers. n. a.—not available. 


The degree of production stability in 1948 compare. 
with 1947 in all types except women’s shoes is striking. 
The total of women’s shoes, which includes casuals. fell 
off only slightly in 1948, but with the casuals subtracted 
the drop is extreme. Production of men’s shoes was 
practically unchanged, while misses’, children’s and in- 
fants shoes recorded gains. An increase in the output 
of all other types in 1948 is primarily due to the revival 
witnessed in the slipper branch of the shoe business. 

From the table shown above it is apparent that the 
pairage gains in 1948 over the prewar average are al- 
most entirely concentrated in women’s and juvenile 
shoes. The composition of the population by age groups 
is a partial explanat:on: style in women’s shoes is an- 
other. For a better perspective on changes in produc- 
tion, per capita data are necessary and the following 
table summarizes figures provided more extensively in 
the basic production statistics presented annually in 
these reviews. 

PER CAPITA SHOE PRODUCTION 


All Ju- = All 
Total Women’s Casuals Men’s venile Other** 


(1,000 Pairs) 
Prewar Average* 3.14 3.57 n. a. 2.12 230 0.44 
. am 60 lCo8SGC TCC 22H 
1948 _.. 3.20 3.87 1.13 2.02 2.68 0.35 
1948 Per Cent 
Change from 
prewar ...... +19 +84 —44.7 +165 —205 
* 1936-1940. ** Includes slippers. n.a—not available. 


The facts of outstanding interest in the analysis of per 
capita production are the gain in women’s shoes and 
the comparative lack of change in juvenile footwear. 
Output of men’s shoes in per capita terms was a shade 
lower than in 1947 but significantly below the prewar 
average when 2.12 pairs per capita had been produced. 
The gain in production of women’s shoes on a per capita 
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basis continued to run almost 10 per cent over the 
previous decade. Juvenile shoes, taken in the aggregate, 
were well above the prewar level in per capita ratio. 
Many reasons have been adduced over the years for 
the lack of progress in men’s shoes. In spite of all the 
attention given to this subject and the periodic efforts 
to introduce elements of style and diversification into 
male shoe wardrobes, per capita production has shown 
ne basic change. The male of the species appears to be 
fixed and inflexible in shoe buying habits, 
period of high level income such as the past two years. 
When new trends or types of shoes have been introduced 
for men wih the hope of increasing the level of demand, 
such new types have apparently taken the place of other 
classes of shoes with no increase in the over-all rate of 
demand. It has even been argued that greater durability 
of footwear may have mil-tated against a rise in the out- 


even in a 


put of men’s shoes. 

A more accurate explanation probably 
habits of use and wear, standards of appearance as well 
as sufficient style appeal to budge the conservatism of 


concerns 


the average male. 

Military Requirements—A troubled international situa- 
ition and the launching of a preparedness program in 
1948 led to greater procurements of military footwear. 
However, the scale of such buying rema‘ned small in 
contrast with military needs during the war ‘years. 
Appraisals of possible demand by the military establish- 
raent must begin with a determination of the number 
of men in the Armed Forces and make allowance for a 
reasonable issue per man. In view of the projected size 
of the Army, Navy and Air Corps, it is doubtful whether 
total procurement, short of intensified rearmament or 
an actual emergency, would exceed a maximum of five 
or six million pairs annually. Although such a level of 
requirements would be considerably more than the 
peacetime pairage taken by the Armed Forces in pre- 
war years, it would still represent a comparatively small 
and minor volume for the industry as a whole. 

While military needs on the scope contemplated 
should not have any great importance for the entire 
industry, there may be supply items and production 
areas where service requirements may be significant. 
That might be the case, for example. in the manufacture 
ef Navy shoes and the grades of leather needed for 
such shoes. 

Consumption at Retail—Pairs of shoes sold at retail 
are the final measure of the industry’s progress and pros- 
perity. In 1948 consumption continued to lag behind 
output, not by any tremendous quantity but by an 
amount sufficient to warrant serious thought. Before 
examining the trend of consumption and the failure of 
consumer demand to keep pace with factory produc- 
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Paris Stresses Fantasy 
In New Shoes 
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Enamel designs that have the effect 
of lace are being used on satin and 
suede evening pumps. A fine, delicate 
design in sapphire enamel appears on 
pink satin and a black design on black 
suede. Georgette uses a black enamel 
pattern on gold kid in such a way as 
to outline gold kid leaves. She has some 
very exquisite materials for evening 
pumps. One is a fine lamé brocade of 
oriental design and origin; another is 
a rich, closely woven plain gold bro- 
cade forming a smooth rich surface for 
hand-painting. 

Whatever reaction America may feel 
concerning the open toe, it is confident- 
ly expected in Paris to enjoy full favor 
again once the Winter breaks and 
Spring begins. This goes for open heels, 
too, although not one has been shown 
us in our search for croquis. All au- 
thorities agree that the wedge heel is 
finished, and most are definitely against 
the platform. The platform, however, 
is favored by several bottiers for san- 
dals, but in height it is kept down to 
1% or % of an inch. 

Heels are high for all but typical 
sports and walking shoes. The high, 
slender Cuban heel is most in use, with 
the Louis heel occasionally desired for 
an evening model. Heel heights range 
from 7 to 8 centimétres. 

Thanks to M. Gresy, the bottier of 
the rue St. Florentin, and his practical 
and mathematical approach to shoe 
weights, the weight of the average 
French walking shoe has been reduced 
from 450 grammes to less than 200 
grammes, or from 16 ounces to 7 ounces. 
He figures that a woman walks, even 
indoors, about four miles a day. These 
shoes are his feather-weight or Poids- 
Plume models. 





New Acrobat Store Opened 


WINSTON-SALEM, N. C.—Jack Stat- 
ham recently opened his own store here, 
the Acrobat Shoe Store, at 213 West 
4th Street. He is carrying women’s 
low-heeled casuals and dress shoes, and 
children’s shoes. The store is under 
the management of Tom Isaacs. 

Mr. Statham is also a partner with 
R. H. Barbee in the Acrobat Shoe Store 
at 119 West Market Street, Greensboro, 
N. C. He has had 14 years of experi- 
ence in retailing shoes. 





Store Plans New Front 


ENDIcoTT, N. Y.—Vogue Shoe Store, 
61 Washington Avenue, is remodeling 
its front and enlarging its display win- 
dows. Double doors which have out- 
lived their usefulness are being re- 
placed by a single entrance, making 
available more space for display. 
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Los Angeles, Chesney Shoe Co. 
— Van Voorhies-Phinney 


Colorado 
Denver, Kemp Shoe Co. 
Florida 
Jacksonville, J. H. Churchwell Co. 
Georgia 
Atlanta, Gramling ty Collinsworth 
Illinois \ 
Chicago, Keehn Bros. 
Peoria, John Moser & Son 
Indiana 
en E. P. a Shoe 
°. 





lowa 
Cedar Rapids, Otis Leather Co. 
Dubuque, Merchants Supply Co. 


Louisiana 
Shreveport, Lee Dry Goods Co. 


Maine 
Bangor, W. S. Emerson Co., Inc. 


aaa ag om 
Springfield, M. T. Shaw Shoe Co. 
of N. E., Ry 


Michigan 

Detroit, American Shoe Co. 

Grand Rapids, Hoekstra Shoe Co. 

Saginaw, Michigan Shoe Co. 
Minnesota 

Duluth, Kremen-Duluth Co.. 

Minneapolis, Dodson-Fisher Co. 
Nebraska 

Lincoln, Branch Bros., Inc. 

Omaha, Driscoll Leather Co. 
New York 

Buffalo, Reliable Wholesalers, Inc. 

New York City, Powell & Campbell 

Ohio 
Cincinnati, Robert Graefe Leather 


0. 
Cleveland, Bibow & Srail Shoe Co. 
Toledo, Ainsworth Shoe Co. 


Pennsyivania 
Philadelphia, Bell, Walt & Co., Inc. 
ee Newell & Schneider Co. 

York, D. S. Peterman & Co. 


‘Senne 
Bristol, King Bros. Shoe Co. 
Knoxville, McCallie Shoe Co. 
Memphis, Wm. R. Moore Dry Goods 
Co. 
































Utah 
Salt Lake City, Zion’s Co-Operative 
Merc. Inst. 

Washington 
Seattle, Washington Shoe Co. 
Spokane, Adams Leather Co. 

West Virginia 
Huntington, Jeff Newberry Co. 

Wisconsin 

Eau Claire, Schwahn-Seyberth 
Milwaukee, Gaenslen Bros. Leather 


Co. 
Oshkosh, H. C. Roenitz Co. 


— 


DISTRIBUTING POINTS 


TRADE BUILDERS ... recognized everywhere for their unsurpassed fitting 
qualities, superb craftsmanship and unbeatable values . . . carried IN STOCK 
by forty TRADE BUILDER wholesale distributors, strategically located 
throughout the United States . . . to serve you conveniently, quickly, eco- 
nomically and with short distance shipping costs. 

Take advantage of this unique TRADE BUILDER program to BUILD MORE 
SALES WITH LESS STOCK INVENTORY. 8 


TIE UP WITH TRADE BUILDERS 




















































The HANS 
Armour’s 

Brown Kip Upper 
Leather with Rock 













Sizes 13, 14 pe 15 at 
slightly higher prices. 








Forty TRADE BUILDER stock 
departments serve you — con- 
veniently, quickly. economi- 
cally. SEND YOUR ORDERS 
TO YOUR NEAREST TRADE 
BUILDER WHOLESALE DIS- 
TRIBUTOR. 











































The Complete Advertisement 


with the smallest sizes having a slight 
advantage. One survey indicates that 
greater areas of advertised space have 
lesser impact upon the reader. All 
these merely add to the confusion. The 
progressive shoe merchant will ask, 
“Well, what is the answer?” 

The answer to this vital question 
lies not in the results and statements 
of these various analysts but within 
the experiences of the _ individual 
retailer. 

The intelligent businessman tries to 
determine the most effective size for 
his advertisements by studying his 
own problems. Only experience will 
indicate the size and frequency required. 
The highest return per dollar spent is 
sought—and individual experience is 
the best teacher. A series of well plan- 
ned tests will give you your answer. 

One shoe retailer advertised a new 
rain boot for women. He ran a full- 
page ad in the local paper to stimulate 
sales. The percentage of resulting 
business was poor compared with a 
single column ad run by a competitor, 
selling a similar item at a similar 
price. He discovered that full-page 
ads were unprofitable and switched to 
more frequent small ads. They paid 
off immediately. 

Do not be discouraged if your budget 
allows for small ads only. They can 
be extremely effective. Many sound 
businesses have been built with ads 
under 3-columns by ten inches. For 
one, greater frequency is made possible 
by lower space and production costs. 
Successful small space advertisers have 
recognized the importance of repeti- 
tion, even to the extent of using the 
same message over and over again. 

You may rightly ask the question, 
“With competition as it is today, how 
can small ads attract attention?” The 
answer is not only frequency but also 
the quality of the elements within the 
ad itself. Difference or emphasis must 
be achieved. The method of attaining 
this can be broken down into the fol- 
lowing rules: 


1. UNUSUAL HEADLINE—Let the 
headline play an important role. Hand- 
lettering or distinctive typography 
will help. A clever catchword, a strik- 
ing idea, an interesting thought, any 
one of these will gain attention you 
want. Make the headline simple, con- 
cise and effective. Keep a “morgue 
file” of interesting headlines and always 
refer to the file for ideas. 

2. UNUSUAL BORDERS—A hand 
drawn border is always an attention 
getter. Heavy black dotted lines, large 
dots, curved frames, etc. can be used. 
You can actually change the complete 
appearance of the ad with a distinctive 
border. 

3. WHITE SPACE—FEffective use 


Se 
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of white space can be an important 
factor in getting the reader to see your 
ad. Don’t waste the space. Instead, 
distribute it carefully and your message 
will stand out. 

4. BLACK SPACE—Reverse cuts 
or white figures and lettering on a black 
background are important attention- 
getting factors. This technique must 
be used carefully. It is necessary to 
determine whether reverses are being 
used too extensively within the local 
paper. If so, avoid them since black 
ads will blend with black and the differ- 
ence is lost. 


5. UNUSUAL SHAPES-—-Space in 
newspapers is always rectangular. You 
can be different by using any shape but 
rectangular. Emphasis is achieved 
with the use of circles, ovals, odd geo- 
metric forms, as the shape of your ad. 

6. USE OF CARTOONS—Cartoons 
have won increasing popularity in the 
retail field. A newspaper reader thor- 
oughly enjoys comics, cartoons and 
humor of any type. Advertisers havé 
taken advantage of this by using humor 
in their ads and the results have been 
excellent. 

So, we repeat, do not fret if your 
budget restricts you to small ads. If 
correctly used, you will find that amaz- 
ing results can be obtained. Plan 
regular campaigns for your small ads. 
Work out ideas in the form of both 
institutional and promotional appeals. 
Be consistent. Use some of the above 
ideas and you cannot go wrong. 

Next time, we'll talk about adver- 
tising production and how to save 
money in the creation of promotional 
material. 


The Ad-Viser Clinic 


The author solicits readers’ adver- 
tising problems which will be treated 
in the Ad-Viser Clinic. Send your 
problems and your ads to Mr. Settel, 
care of BOOT AND SHOE RECORDER. There 
is no charge for this service. 


Dear Mr. Settel: 

Have just been reading the RECORDER 
for August 15th received today, and 
particularly noted your article, Taking 
the Guesswork out of Ad Layouts. 

Found this very good, but wonder 
why I have never found any article 
about radio in your publication. 
Should think that the average size shoe 
retailer would be especially interested 
in this problem. Let me explain why, 
and particularly, our problem. 

The city of Norwalk is about 45,000 
today. Has one newspaper which 
covers the city fairly well. Our local 
radio station WNLK started here in 


town about five months ago and we have 
been sponscring a five-minute news 
broadcast at 6 P.M.—mostly local news. 
We also have been using local news- 
paper advertising for many years. For 
your further information, we are a 
family shoe store doing about $60,000 
a year. Now, here are a few questions: 
How much should we spend for radio 
advertising? When is the best time for 
our store to broadcast? Is there any 
way of checking up (without too much 
expense) on whether we are getting 
proper results from the radio? What 
percentage of our advertising dollar 
should we spend for radio? Would 
you happen te know what results other 
stores of our type have had with radio 
in these size towns? 

Would appreciate whatever you can 
do for us and would be glad to give 
you any further information that you 
might require to help us with this 
problem. 

Yours very truly, 
Benjamin A. Keeler 
Keeler’s Shoe Store 
South Norwalk, Conn. 
P. S. We now spend about 4 or 4% 
per cent for all advertising. Business 
is good, and our sales are keeping up. 


Dear Mr. Keeler: 

Thank you for your letter of August 
26th relative to your advertising prob- 
lems. 

I plan to cover the subject of radio 
advertising quite thoroughly in the Ad- 
Viser of Boor AND SHOE RECORDER with- 
in a few months. I am sure that many 
of your questions will be answered at 
that time. In the meantime, however. 
I should like to offer some specific sug- 
gestions to answer your current prob- 
lems. . 

Retail shoe stores of your type have 
been extremely successful with radio. 
Extensive tests have proved that the 
air waves can be a volume producer 
if effectively handled. You can feel 
well assured that you are exploiting a 
very good vehicle of promotion. Never- 
theless, it is difficult to set a figure on 
the percentage of radio advertising re- 
quired to do the job right. Too many 
factors can hamper a haphazard an- 
swer. Too many questions must be 
answered. 

It is necessary, for example, to know 
the rates of both your newspaper and 
your radio. You must also consider 
circulation and listening audience. 
Then, of course, results must be deter- 
mined as accurately as possible. In 
other words, we must know the 
“strength” of each. 


To find out “strength or pulling 
power” of radio, it is required that 
[TURN TO PAGE 109, PLEASE] 
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tion, attention must be called again to the relationship 
between national income and dollar shoe volume. 

In essence, the record demonstrates that a relatively 
constant proportion of national income is expended for 
footwear. The resulting dollar volume is equal to more 
or less shoes, depending on the average price of shoes. 
Statistically, at least, it can be shown that a variation of | 
10 per cent in average pricé with the same level of | 
national income would mean a substantial difference in 
pairage. In describing this relationship, it is not implied 
that an inexorable law confines the shoe industry to a 
prescribed orbit. However, the relationship of national 
income and shoe volume is likely to remain virtually 
unchanged unless consumer thinking, behavior and de- 
mand is changed. To put it positively and bluntly, only 
a change in the position of shoes on the consumer scale 
of values can assure that a greater ratio of income will 
be expended for footwear. 





Patterns of Consumer Demand—Tracing developments 
in retail demand during 1948 leads to several pertinent 
conclusions. In the first place a gradual shift was ap- 
parent back to the prewar distribution of demand in the 
various price brackets. Volume grades experienced 
greater attention from consumers, a condition typical of 
almost all consumer goods industries in 1948. It is idle 
to speculate on whether or to what extent price resistance 
was responsible because the facts demonstrate that con- 
sumers were price and value conscious. Higher living 
costs, the diversion of income to durable and the dis- 
comfort of fixed income groups began to make them- 
selves felt. 


7 
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Retail business was lacking in the buoyancy which 
might be expected from record employment, high farm 
prices and wages. Some types of shoes were exceptions 
to the general rule, although the exceptions may be 
said to confirm the general condition. For example. 
casual shoes moved briskly and the principal reason 
might well be the price advantage of such shoes in com- 
parison with other types. In several areas, it is probable 
that more casuals could have been sold had they been 
available. 





A poor white season in 1948 contributed to a loss of 
the additional pairage which can give a lift and an edge 
to the shoe business. Style and economic reasons have 
been cited for lackadaisical white shoe sales, and a com- 
bination of both is probably the correct answer. Dark | 
colors and suedes held their popularity through Spring 
and Summer in women’s shoes, while ventilated and 
loafer types took the play away from whites in the men’s 
field. Such other shoes are not substitutes for the extra m. 8. a] p R I fe] n & SON 
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pairs represented by whites because they are almost all- 
year-round shoes rather than hot-weather attire. 
[TURN TO PAGE 98, PLEASE] | 
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nationally known! 
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One “see” carries more convincing sell than a 
bookful of ads . . . because: 


@ Cat-Tex is light in weight, yet tough and sturdy! 
@ Cat-Tex outwears leather! 

@ Cat-Tex positively won't mar or mark floors! 

@ Cat-Tex soles are non-slip! 

@ Cat-Tex is easily, securely sewn or cemented! 

@ Cat-Tex is flexible, moulds readily to the shoe! 


@ Cat-Tex is waterproof, nrotects feet 
from heat and coid! 






Write for 
_ samples 
& details 


now ! 






Made by the makers of famous Cat's Paw products 







The Shoe Industry: A 


Review and Preview 
| CONTINUED FROM PAGE 97] 


Monotony of style and color unquestionably cut down 
the consumption of women’s shoes by reducing the stim- 
ulus and incentives for acquiring new footwear. Most 
women refurbished their basic wardrobes in 1948 with 
new silhouettes and longer skirts, while shoes received 
even less than usual attention as an accessory. Far too 
often the opera pump in a dark color was heralded and 
promoted as the basic shoe—thereby tending to obviate 
the need for replacement. During the final months of 
1948 there were signs that the ferment of design and 
promotion were at work. producing variety to gain 
attention and demand for shoes. Color was given 
greater emphasis, new vamps and heels entered the style 
field, but the added pairage which might have been 
gained in 1948 could hardly be recovered. 

A glance at the estimated breakdown of consumption 

and the per capita record of demand in 1948 raises ques- 
tions that are certain to be disturbing to manufacturers 
as well as retailers. Estimated per capita consumption of 
all shoes fell below three pairs for the first time since 
1935. The ratio for men’s shoes, eliminating three war 
years, was the lowest for any year since 1933. In 
general, juvenile footwear continued to hold its gain in 
per capita consumption, while women’s shoes remained 
comparable with the prewar average. 
Costs and Prices—The trend of demand in 1948 in- 
evitably focussed greater attention on price develop- 
ments as a salient factor influencing consumer response. 
During the year as a whole, there were no fundamental 
changes in the level of shoe prices notwithstanding the 
apparent indications of greater stress on the volume 
grades. Perhaps the most useful measure of aggregate 
shoe prices is the average monthly factory value as re- 
ported by the Bureau of the Census. At the beginning 
of this year the average factory price of all shoes was 
$3.91 and, after declining to $3.59 by May, the average 
recovered to $3.76 in September. 

In spite of fairly wide fluctuations in several raw 
materials, the underlying structure of cost did not 
change for the better during 1948. On the contrary, the 
cost of wages, freight and miscellaneous operating sup- 
plies pushed higher during the course of the year so 
that all sections of the industry were confronted with 
incessant and unrelieved pressure. The significance of 
the high cost structure is two-fold: First, to the shoe 
manufacturer and retailer it has left progressively nar- 
row margins for adjustments in price, if that were at all 
possible. Second, consumers are not aware that the price 
at which goods must be sold is determined by costs that 
cannot be materially pared. Shoes cannot be an excep- 
tion to the general level of commodity prices which in 
turn is set by wage standards throughout industry. It is 
vital that shoe prices should not be equated in the con- 
sumer mind with the prices which were possible during 
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a depression period but with present costs and prices of 
all other products and services. From that point of view 
shoes would be seen as relatively moderate in price and 
containing extraordinary value. 

Preview—When the curtains are parted on 1949 the 
shoe industry will be entering its fourth postwar year. 
For two and possibly three years the shoe business has 
seen a varying gap between output and consumption, a 
gap which has meant increased stocks of shoes in the 
pipelines of supply. A good part of this increase was 
essential and unavoidable because to service 146 million 
consumers requires minimum and adequate working 
inventories. Nevertheless, it is a truism that production 
cannot exceed consumption indefinitely without potential 
dislocations being developed. Hence among the ques- 
tions which confront the shoe industry at the beginning 
of 1949 is one which involves both output and retail 
demand. Which of the two divergent figures will first 
show the change that must sooner or later be expected? 

Before considering several of the factors upon which 
an answer to the foregoing question may be based, it 
is relevant to point out that total shoe inventories in the 
country at the end of 1948 are not huge or excessive 
by prewar standards. Stocks in retailers’ hands and in 
manufacturers’ in-stock departments are certainly larger 
than in recent years when shortages of materials and 
manpower were draining available inventory. The in- 
creases cannot be characterized as alarming or as re- 
flecting a condition under which retail needs could be 
met for any considerable period if output were con- 
currently reduced by a substantial percentage. Wide- 
spread caution and conservative operating policies have 
prevented the appearance of maladjustment. 

Assuming no change in the level of costs, there are 
several reasons which give ground for the opinion that 
shoe consumption could be potentially larger in 1949 
provided that income and employment remain favorable. 
Food prices have been sliding off so that it appears like- 
ly that in 1949 the average family unit will have more 
funds available for other goods and services including 
shoes. In addition, the backlog of demand for various 
durables has gradually been filled. and more consumer 
income should therefore become available to purchase 
clothing and footwear. It must be recognized, on the 
cther hand, that production cannot continue at the rate 
witnessed in the past two years unless an upward trend 
in consumption develops. With working stocks largely 
restored, it is probable that output of shoes will tend to 
approximate more closely the level of consumer demand. 

Regardless of economic considerations the major part 
of the answer to the question before the shoe industry 
will be written by producers and distributors themselves. 
All of the evidence of recent years dramatically em- 
phasizes the greater scope of potential demand for foot- 
wear. That potentiality cannot be translated into manu- 
facturing and sales pairage without constant promotion 
of shoes and the stimulation of consumer demand. Shoes 
have not enjoyed in 1948 the prestige and the status 
they deserve; will that continue to be the case in 1949? 
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a brand that mothers 
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a((<) perfect fit 
for every foot 
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stimulate your children's shoe busi- 
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prove it! 


A. §. KREIDER SHOE CO. ANNVILLE, PA. 
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Five Generations of “"™® P 


Rubber Footwear Retailers 
Served by GOLD SEAL 


For over a century, retailers of rubber footwear, have confidently turned 


to GOLD SEAL to fill their requirements. 


Here at Gold Seal we have concentrated all our efforts, all our re- 
sources . . . to be able to supply them with all their rubber footwear 
needs... year in, year out . . seven days a week. . 24 hoursa day... 
come rain or snow. 

We are old-fashioned enough to believe that SERVICE is the keynote to 
a successful business. 


Visit the GOLD SEAL Display at the New England Village 
Grand Central Station, N. Y. C. . . . December 7, thru January 6. 


GOLD SEAL RUBBER COMPANY 


174 LINCOLN STREET, BOSTON 11, MASS. 
Sole Distributors for 


GOODYEAR RUBBER COMPANY, MIDDLETOWN, CONN. 
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Y ou can be confident that a properly 
finished shoe will retain its eye-appeal . . . as 
it begins its journey to the shoe store... aS it 
helps make sales for the retailer. 

Finishing materials must first provide the 
desired degree of lustre and character. In 
addition, they must produce and maintain a 
uniform finish on a variety of tannages. 

A suitable combination of materials and 
methods for your shoes can be demonstrated 
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BOSTON, MASSACHUSETTS 























by a United Finishing Specialist. And, to insure 
the continuation of uniform results, you can 
count on him to check back regularly. 

There’s a United Finishing Specialist in your 
locality who can bring you this worthwhile 
assistance. He’s available on short notice. 
Call or write the nearest United branch office. 


UNITED 


rl Niles 


PRODUCTS 


SUPERFIL HEEL BLACKING OF 


BB CHEMICAL CO. 


FINISHES FOR UPPERS 
BOTTOMS * HEELS ¢ EDGES 


A New Forinula for Heels and the Return of 3 Old 
and Edges Favorites 
It's NEW BOSTON HEEL SUPERFIL NATURAL EDGE STAINS 
& EDGE STAIN SUPERFIL EDGE BLACKINGS 

e Better Fill 
e Easier Working e The preferred pre-war edge finishes. 
* Uniform Color Coverage ¢ More wax — more fill than other edge 
° High Wax Content finishes. 
¢ Rich Mellow Lustre ¢ We've never sold finer black and nat- 
e One or Two Set ural edge and heel finishes. 
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49 Sales and Profit Prospects 


Labor will take advantage of this to 
press for another round of wage in- 
creases; farm price supports will un- 
doubtedly be continued at high levels, 
although farm pressure would have 
been strong in any event. It is too early 
to hazard a guess as to how these com- 
plicated influences will operate to influ- 
ence the sales of specific commodities 
like shoes through 1949. 

It is also generally assumed that re- 
tail shoe sales would be increased if 
shoe prices could be reduced. This is 
the usual sequence of cause and effect 
in the case of most commodities. Can 
shoe prices be reduced at retail in 1949? 
The obvious answer would seem to be 
negative. Hide prices are increasing at 
the present time. Leather prices are 
firm or rising as this is written. Shoe 
prices at the factory level appear to be 
more or less stabilized, with possibili- 
ties pointing to increases here and there 
rather than to any substantial lower- 
ing of wholesale prices. The retailer’s 
costs of doing business are not likely 
to be any less; they are rising rather 
than diminishing. So the sheer logic of 
the situation would seem to point to a 
retail price level about the same as now 
for the next season. 

Nevertheless, there are indications 
that prices American consumers will 
actually pay for shoes may be some- 
what lower next year. The reductions, 
if they come, will result partly from 
the increasingly competitive situation 
that seems to be developing in the shoe 
trade and partly as the result of cer- 
tain invisible influences that are affect- 
ing the broad level of retail shoe prices. 
Manufacturers and retailers are, in 
many cases, readjusting their price 
ranges so as to offer more styles in the 


[CONTINUED FROM PAGE 63] 


lower and medium price brackets. 

There is normally a distinction be- 
tween the real level of shoe prices paid 
by consumers and the price ticket prices 
the customer sees as he strolls down 
Main Street and gazes into the shop 
windows. The distinction disappeared 
to a large extent in wartime and just 
afterward. There were mighty few if 
any clearance sales; retailers could find 
few job lots in the hands of whole- 
salers. But clearance sales showed an 
increase in 1948 and there will probably 
be many more of them in 1949. Re- 
tailers may be able to pick up more 
job lots because scarcities have disap- 
peared and the pipelines have been 
pretty well filled. We haven’t been giv- 
ing much attention to markdowns and 
their influence on profits and price 
levels in recent years, but with clear- 
ance sales back again, it won’t be pos- 
sible to dodge the fact any longer that 
the retail price of a pair of shoes is 
the price the shoes actually sell for 
and not always the figure the merchant 
indicated on the price ticket at the start 
of the season. 

All of which has a distinct bearing 
on shoe profits and the profit outlook 
for shoe stores and shoe manufacturers 
in 1949. Even if shoe business is good 
next year and volume holds up to some- 
thing like the 1948 level, it seems almost 
certain that a good many retailers and 
some manufacturers will earn less 
profit from their operations. 

Many retail shoe merchants are find- 
ing themselves in a profit squeeze, with 
pressure from consumers looking for 
lower priced footwear on the one hand, 
while the merchandise market holds 
firm or shows a rising tendency on the 
other. Shoe manufacturers are more or 


less in a similar situation. Under these 
circumstances, some competitors are 
likely to yield to pressure, even at the 
expense of some of the profit to which 
they feel they are legitimately entitled. 
The shoe business has always been a 
highly competitive busine€s and, all 
things considered, profits have been 
relatively close. How much a retailer 
or a manufacturer can yield on price 
and profit to increase or hold his vol- 
ume of sales is always an individual 
problem, but it tends to influence the 
entire industry because competition as 
well as the cost of merchandise is a 
factor in determining both selling prices 
and the profits. 

Increasing acceptance of casual foot- 
wear is another development that tends 
to affect prices and profit margins, not 
percentagewise of course, but in the 
overall gross and net profit that many 
retailers will be able to show as a 
result of their operations for the year 
1949. On the average, casual types tend 
to sell at lower prices than conven- 
tional types which they frequently re- 
place. It seems generally agreed that 
many women are buying casual foot- 
wear, in part at least, out of motives 
of economy. To the extent that this is 
true it means a little less profit for 
the merchant on each pair that replaces 
a pair of higher priced shoes. It all 
adds up. 

Despite all of these various factors 
that threaten to curtail, in greater or 
less degree, the profits of the shoe trade 
in 1949, the broad picture is by no 
means discouraging, and there is abun- 
dant evidence to support the view that 
reasonably satisfactory profits will re- 
ward the efforts of the diligent and the 
intelligent in the year that lies ahead. 





Has Industry Passed 
The Postwar Peak? 


[CONTINUED FROM PAGE 55] 


a limited number of price lines are 
now considering the addition of another 
line in the lower priced field. Therefore, 
it can be readily seen that readjustment 
will probably predominate in the shoe 
industry next year as is expected in 
industry generally. 

While the outlook for continuing high 
levels of trade in the shoe industry is 
good, it is not likely that the industry 
will again reach the abnormally high 
peaks of the early postwar period and 
with more competition for consumer 
dollars, the shoe trade will have to be 
on its toes if it is not to lose ground. 

Economists in Washington do not 
foresee at this time any sharp drop in 
shoe prices. Occasional cuts of five to 
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ten cents, yes, largely because of retail 
resistance, but with the strengthening 
of raw materials markets and marked 
advances in labor cost during the past 
several years, manufacturers have little 
leeway to cut prices much as they 
might like to. As to consumer price 
resistance, Washington experts say that 
reports from the field indicate that 
such price resistance is responsible for 
the increase in sales of footwear by 
bargain basements in department stores 
and chain outlets. It is for this reason 
that many retailers have added one or 
two lower price lines. They hope that 
with the addition of new lines they 
might regain some of their lost trade. 
While some segments of the shoe in- 
dustry deny the importance and even 
the existence of price resistance they 
appear to be continually trying to offset 
resulting trade losses by producing 
types that will fit in with actual con- 


sumer demand. This is not to say, 
these economists point out, that high 
prices actually stop consumers from 
buying shoes when they are actually 
needed. But it is fact that high prices 
inhibit the consumer from purchasing 
that extra pair which could send per 
capita consumption above three pairs 
annually. 

The industry’s answer to high prices 
in 1949 appears to be increased produc- 
ticn of lower priced lines and other 
readjusting factors referred to above. 
This readjustment is expected to re- 
verse the trend toward increased sales 
by downstairs departments and bargain 
basements. However, chain stores are 
expected to increase their gains in 1949 
and the upward trend in the production 
of footwear with non-leather substitutes 
will also continue. So, along with in- 
dustry as a whole, the outlook for the 
shoe industry is generally favorable. 
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Buying Brisk 
At West Coast Show 
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E. S. Horrick, buyer of Buffum’s, 
Long Beach, emphasized the belief that 
open shoes and %-inch platforms will 
be good; they were outselling sling 
pumps at a ratio of 7 to 3. A definite 
interest in new flattering quarter treat- 
ments was seen, as well as in cobras in 
all colors for Spring. 

In men’s styles, plain toes and con- 
ventional styles took first honors: Ray 
Johnson, proprietor of a family store 
in Pasadena, stated that woven shoes 
were well accepted, while crepe and 
rubber soles are replacing two-tone 
shoes for sports wear. Mr. Johnson 
also found that heavy shoes were going 
over well, and he was buying more 
plain oxfords in suede for Spring in 
brown, blue, and gray. Wide acceptance 
was indicated for shoes with %4-inch 
and 1-inch soles for teen-age boys. 

In the boot business, there was a defi- 
nite swing away from the laced type 
to the slipon, with high laced boots 
slated exclusively for specialized work. 
Women seem to prefer the low heel 
engineer boots in light elk to heeled 
cowboy boots for riding and hiking. 

At this show, a surprising amount of 
business came from retailers in the 
smaller communities. Representative 
dealers came from the West Coast and 
Mountain States, while there were also 
sales managers from major cities all 
cver the country. Retailers journeyed to 
Los Angeles from such points as the 
Virgin Islands and the Hawaiian 
Islands, but honors to the visitor com- 
ing the longest distance went to Samuel 
Kleinschmidt from Tel Aviv, Israel. 

The five-day show was _ launched 
Saturday with a luncheon meeting at 
which Fred J. Spittle, connected with 
the Research Department of the Secur- 
ity-First National Bank of Los Angeles, 
spoke on The Business Outlook—South- 
ern California Exposure. Mr. Spittle 
said in part, “All businesses are under- 
going a downward readjustment, but 
neither the local or national situation 
indicates a depression or even a reces- 
sion. The entire business structure is too 
strong for a downward spiral. Indica- 
tions strongly point that we are not 
going into an inflationary swing. Gov- 
erment expenditnres will not determine 
either inflation or deflation. Consumer 
demand and consumer requirements are 
at a high level, so if the present down- 
werd trend continues, there will be no 
marked recession. Los Angeles is now 
the third largest business area in the 
country being exceeded only by New 
York and Chicago. Business failures in 
Southern California are very low. The 
present decline in retail sales is traced 
to the uncertainty of all businesses 
since the election. All seem to be wait- 
ing to see what will happen before 
spending money. 
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ALLIGATOR-LIZARD 
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Dave Klinesmith, secretary of the 
West Coast Shoe Travelers Associates, 
was also business manager of the show. 
Jack May was general chairman. 

A dinner-dance held in the Biltmore 
Bowl on the evening of the 23rd 
attracted approximately 1100 people. 
At this event, Lester Baymer of the 
Hollywood Bootery, was presented with 
a television set. 





New Firm Opens Stores 


ONTARIO, CALIF.—Harold Berk, 
Nathan Levich and Arnold Lovick have 


purchased the “Bootery,” family shoe 
store in Ontario, formerly owned by 
Taylor M. Peterson and in operation 
for 50 years. 

The new owners opened their second 
unit in Redlands, Calif., on Oct. 1. 

Buying and merchandising for the 
new firm is being done by Mr. Berk who 
is well known in shoe circles, having 
been shoe buyer at the Emporium in St. 
Paul, Minn., for the last several years. 

The three owners plan to open more 
stores in Southern California during 
the next several years, carrying na- 
tionally advertised lines. 
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knobs. For best results, use with M-61 fore- 
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Color Can Help to Sell Shoes 


Ir you walk into a perfectly appointed shoe department. 
what color carpet should you see on the floor? Light tur- 
quoise, with no pattern, is the opinion of Faber Birren. 
noted color consultant of New York. In a recent interview. 
Mr. Birren explained some of the important points to be 
considered when color is used in business or industry. 
Among many things mentioned was the importance of the 
color of the floor covering in a shoe department. 

Said Mr. Birren, “While the problem of business may be 
to sell merchandise, or to influence markets and customers. 
it still more seeks to satisfy people. 

“Through the years there have been many trends in the 
types of merchandise required, as well as in decorating 
schemes. All aspects of selling merchandije have come 
threugh these changes and alert merchants and manufac- 
turers know that they must follow these trends in a large 
measure to be assured of a successful business. Color has 
found its place in all trends. 

“Among the mass, color preferences are usually for a 
restricted number of hue ranges. It has been found that 
good selling colors change little over the years. There may 
be a shift in these color preferences, possibly influenced by 
economic or social conditions; rich colors may give way to 
pastel tints, to grayish tones or to deeper shades, but the 
main colors—red, green and blue—will still hold universal 
appeal. 

“There are two distinct markets for color, one for high 
fashion, the other for the mass. In the former we see 
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people who are discriminating. with excellent taste and an 
individuality which makes them demand new colors, new 
styles and rather rapid changes of all trends and merchan- 
dise. This market is small but profitable, but is also one 
of speculation and risk. 

“The really big market is that which caters to the mass. 
Here budgets are more limited, price must be considered 
first, quality second, and then emotional feeling, which may 
mean a consideration of color. Mass buyers are followers, 
not leaders. They demand simple, rich, compelling colors 
that they can understand and love. Yet color is not the 
enigma it seems. Since the 15th century it has taken its 
place among the various peoples of the world, in social and 
religious activities, in medicines and in many other ways, 
until today it touches our lives from every angle. 

“Merchants know that original colors must appeal to the 
mass to be accepted. Color trends in these markets change 
slowly; there is no promise that an exclusive ‘high fashion’ 
color will ever get beyond New York’s Fifth Avenue. Know- 
ing the love of the mass for a few colors, it has been found 
to be good merchandising to offer many styles or patterns 
in few colors, rather than few patterns in many colors. 

“For the high fashion market merchants may decorate 
with off-color shades or use unusual color coordinations. 
These must be changed often to meet the changing demands 
of these patrons. For the mass, however, the appeal is for 
variations of the primary hues, red, green and blue, and it 

[TURN TO PAGE 127, PLEASE} 
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Editorial Outlook 
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subject of foreign relations never received so much atten- 
tion from our government as now and never before in 
peacetime formed such a common subject of public dis- 
cussion. Business is concerned with public relations. 
labor relations and trade relations. It should also be 
concerned with government relations, for from now on 
business men will need to take a more direct interest in 
the problems of government. Whether for better or for 
worse, the trend in America, as in practically every other 
nation in the world, is for government to concern itself 
more and more with the economic life of the country 
and with the operations of business and industry. 


Along with its problems of high production costs. 
consumer sales resistance, the steady rise of the break- 
even point and narrowing profit margins, business will 
also face these problems of government relations in 
1949. It may not have, on the part of government, the 
degree of sympathy, understanding and cooperation that 
business men, prior to the election, had hoped for and 
anticipated. For this reason if for no other business 
men should seek to have a better understanding of gov- 
ernment and its problems and methods of operation. 
Only the business man who knows something of govern- 
ment and politics and takes an interest in their practical 
cperations will be equipped to cope with the new busi- 
ness problems that are likely to arise from government 
relations. Only the informed business man will be able 
to defend his business when government threatens to 
encroach too far on his private business rights. Recent 
excitement about the Supreme Court’s decision on 
basing points and its implications provides a striking 
example of the necessity for business men to be in- 
formed and alert. 

Statesmanship in business calls not only for more in- 
formation and understanding, but also for a broader 
outlook and perhaps a little more tolerance toward the 
other groups that must cooperate with business in 1949 
and in the years ahead. Regardless of which party hap- 
pens to be in power taxes will be high and the trend 
toward government controls, restraints and regulations 
is likely to continue. It won't be quite fair or accurate 
to assuine that these things exist because a bunch of 
radicals have gotten into power. They exist in large part 
because of the sorry state in which the world finds itself 
as 1948 draws to an end, and they reflect the efforts 
of men of various shades of opinion to deal democrati- 
cally with existing conditions. Their viewpoints may 
often be unwise or their efforts inefficient; perhaps busi- 
ness men can sometimes help to set them straight. 
Neither business nor government nor any of the other 
groups will find all of the solutions in 1949. But a calm, 
thoughtful and carefully considered approach, with an 
attitude of statesmanship on all sides, might help a lot 
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Thousands Pay Final Tribute to “George PF.” . 





GEORGE F. JOHNSON 


ENpIcoTT, N. Y.—George F. Johnson, 
Endicott Johnson Corporation’s chair- 
man and co-founder, who died Nov. 
28 at the age of 91 (Dec. 1 RECORDER, 
page 86) was given the biggest funeral 
the triple cities of Binghamton, John- 
son City and Endicott ever witnessed. 
Crowds, variously estimated at from 
10,000 to 40,000 persons, attended the 
final rites in En-Joie Park, lined the 
streets or saw the service from other 
vantage points. Four local radio sta- 
tions broadcast the service. 

Almost all factories and stores as 
well as schools and theaters in the three 
cities closed at 12:30 P.M. Dec. 1. The 
public funeral services at 2:30 P.M. 
were preceded by a private service at 
the Johnson home. Both were con- 
ducted by the Rev. Francis Freeman. 
pastor of Sarah Jane Johnson Me- 
morial Methodist Church, Johnson City. 
The church was built by Mr. Johnson 
in memory of his mother. 

A large wooden stand draped in 
black and white was erected in front 
of the park grandstand for the public 
funeral. Back of the bier, the officiat- 
ing clergyman and the soloists, sat 
clergymen representing almost every 
church in the Triple Cities. 

Honor guards of three American 
Legion posts lined the way to the 
funeral pavilion. Ten members of the 
Endicott Johnson fire prevention de- 
partment bore the massive bronze 
easket which weighed about 1000 
pounds. There were no honorary pall- 
bearers as such, but the following di- 
rectors and officers of Endicott John- 
son Corporation were designated as 
bearers: Frank A. Johnson, Harry L. 
Johnson, Leonard Steed, Ralph B. 
Clark, Howard A. Swartwood, Bruce L. 
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Industry Leaders Join with State, City and County Officials 
and Vast Outpouring of Fellow Citizens to Honor Deceased 


Industrialist and Humanitarian in Funeral Service at Endicott 


Babcock, Raymond Mills, Leo L. Mills, 
Jewett F. Neiley and Lawrence J. 
Merle. Seven trucks and a score of 
men were needed to move the huge 
number of floral pieces. Burial was in 
Riverhurst Cemetery. 

On the preceding day nearly 10,000 
mourners filed through the Johnson 
home where the body of Mr. Johnson 
lay in state. Messages of sympathy 
were received from hundreds of shoe 
and leather executives. It is estimated 
that 50 shoe industry figures attended 
the services. A reserved section in the 
grandstand was provided for these, also 
a group of similar size from Interna- 
tional Business Machine Corporation, 
headed by President Thomas J. Wat- 
son. Eben H. Ellison, Sr., 82-year-old 
head of Proctor, Ellison Co., Boston, 
and a close friend of Mr. Johnson for 
60 years, attended the rites. He was 
accompanied by E. H. Ellison, Jr., and 
William P. Ellison. 

The vast throngs of people that at- 
tended the funeral, the distinguished 
public officials from state, county, city 
and local communities where Endicott 
Johnson factories are located, the 
prominent shoe men representing manu- 
facturing, wholesale, retail and allied 
branches of the industry as well as the 
hundreds of beautiful floral tributes, 
attested the universal esteem in which 
this .extraordinary industrial leader 
was held. Important as was his work 


in the founding and building of a great 
industry, it was clear that his char- 
acter, personality and unique contribu- 
tion to American life as a humani- 
tarian and practical exponent of social 
justice contributed even more toward 
making him beloved by men and women 
of all classes and creeds. 

The broad and generous attitude that 
has characterized the relations of Endi- 
cott Johnson Corporation with its em- 
ployes attracted national attention as 
early as 1916 when Mr. Johnson an- 
nounced an eight-hour day for his 
workers without wage reduction, and 
three years later he began a profit- 
sharing system. At his own expense 
he paved the streets of Endicott and 
Johnson City, where most of his em- 
ployes lived. Company benefits for em- 
ployes included the building of three 
hospitals, the employment of a staff of 
physicians to give free medical care in 
workers’ homes, the maintenance of 
three maternity hospitals—to every 
newborn baby was sent a bank book 
with a $10 deposit and a pair of shoes 
from Mr. Johnson—public markets 
where food was sold without profit. 
thousands of homes sold at cost, free 
libraries, bathing pavilions, parks and 
amusements of various kinds. Em- 
ployes often received bonuses. 

Many municipal and charitable en- 
terprises were aided by Mr. Johnson. 
To Binghamton he gave a $150,000 park 


Part of the vast throng that attended outdoor funeral services for George F. Johnson at 
En-Joie Park, Endicott. N. Y. Honor guard of American Legion stands at attention as 
bronze casket is borne from the field. 
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site and the money for complete equip- 
ment. He was also a generous con- 
tributor to churches. 

Among the honors conferred upon 
Mr. Johnson during his lifetime was 
the Forbes award for which he was 
selected from among all the employers 
in the United States in April, 1939, as 
the “man who has done the most to 
humanize business.” 

He was chosen by a committee of 
outstanding national figures in all lines 
of endeavor in recognition of his “busi- 
ness statesmanship” in creating better 
understanding between capital and 
labor. He was the first person ever 
given the award, which consisted of a 
gold medal and illuminated scroll pre- 
sented by Forbes Magazine. 

Bruce L. Babcock, Endicott Johnson 
treasurer, accepted the award in be- 


half of Mr. Johnson, who was in 
Florida. 
Dr. B. C. Forbes, editor and pub- 


lisher of the magazine, paid a stirring 
tribute to Mr. Johnson in making the 
presentation address. 

Explaining the action of the commit- 
tee in naming Mr. Johnson for the first 
award, Mr. Forbes said: 

“Their overwhelming, practically 
unanimous, decision was that the first 
recipient of the Forbes humanizer of 
business award must be the veteran and 
venerable George F. Johnson, creator 
and upbuilder of not only the towering 
Endicott Johnson shoemaking enter- 
prise, but of ideal factories and ideal 
communities, where many thousands of 
families enjoy better wages, better 
homes, better environment, better rec- 
reational and cultural and amusement 
facilities and, above all, better bond 
with their leader, the greatly beloved 
‘George F?” 

Mr. Johnson’s response was charac- 
teristic of his simple modesty: 

“I thoroughly appreciate the fact 
that I have been selected as deemed 
worthy and fit to receive the Forbes 
humanizer of business award. 

“T do not claim any worthiness. I 
have always thought that the differ- 
ences between labor and capital were 
quite unnecessary. All industry could 
get along the same as we—with peace, 
harmony and good will.” 

Mr. Johnson’s philanthropies of more 
than $10,000.000 included almost every 
charitable. community and church ac- 
tivity in the Triple Cities. 

Surviving are two sons, George W. 
Johnson, president of Endicott Johnson 
Corp.. and Walter L. Johnson, shoe 
welting manufacturer; two daughters, 
Mrs. Lloyd E. Sweet of Binghamton 
and Mrs. Zada Robertson of Boston, 
and an older brother, C. Fred Johnson 
of Johnson City. 





To Open Store in New 
Shopping Center 


BuFFALO, N. Y.—A new family shoe 
store, the Delaware Bootery, will be 
opened soon by Harold Fink at 2149 
Delaware Ave. The new store is locate‘ 
15, 
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in the new Delaware Shopping Center 
which has parking space for 600 auto- 
mobiles. 

Mr. Fink recently resigned as buyer 
of women’s and children’s shoes at Sat- 
tler’s. He had been associated with the 
department store for the last 17 years. 

The new store, which measures 20 by 
120 feet, has an attractive color scheme, 
including chartreuse ceiling and green 
walls. Chairs are covered in chartreuse. 
Fluorescent lighting is used. 

The store will have a concealed stock 
arrangements and shadow boxes will be 


THIS REPORT MAY SE REPRODUCED 8Y WRITTEN PERMISSION OF PROCTER & GAMBLE COMPANY 
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shoes. 
women’s department will be located on 


used to display featured 


ene side of the store, a children’s de- 
partment on the other side and a men’s 
department in the rear. 





Shoe Store Plans New Front 


Apany, N. Y. — The Albany Build- 
ing Department has granted the Miles 
Shoe Store, 161 Central Avenue, a per- 
mit for the construction of a new store 
front and an addition to the rear, at an 
estimated cost of $29,000. 
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Opens New Store 


DETROIT, MICH.—A new northwestern 
section shoe store has been opened at 
13507 W. Seven Mile Road by Peter 
Diamond and John Hrenko, under the 
name of the Royal Footwear. Store is 
not connected with the Royal Shoe 
Store, being opened about three miles 
away by other parties. 

Mr. Diamond, formerly in the real 
estate business, will be relatively in- 
active, while the store will be under the 
management of John Hrenko, who has 
been employed by the city of Detroit as 
a civil engineer. 
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Department Store 
Adds Men’s Shoes 


ScRANTON, Pa.—The shoe depart- 
ment of the Globe Store’s new $100,000 
men’s shop carries medium and high 
grade shoes. Formal opening of the 
new men’s section, 40 by 150 feet, de- 
signed by Amos Parrish & Co., depart- 
ment store consultants, was held in 
October. 

The store is air conditioned. 

Al Berger is merchandise manager 
and DeWitt Neeley sales manager. 


Michigan Store Wins 
Window Display Award 


DOowAGIAC, MicH.—The brand theme 
window display of a Dowagiac shoe 
store—Hoover’s Shoe Store—was selec- 
ted by a committee of judges to receive 
Brand Names Foundation’s “Certificate 
of Merit” in the window display contest 
held in conjunction with the city’s 
“Parade of Progress.” The store won 
first place in Classification A. More 
than seventy-five leading merchants 
participated. 

Dowagiac’s “Parade of Progress” 
was the eleventh of a series of commun- 
ity-wide educational programs on the 
brand theme which have been staged 
by towns in states from Massachusetts 
to Iowa during the past year. Patterned 
along the lines of the “experiment” held 
in Greenfield, Mass., last year, all have 
been sponsored by local leadership in 
cooperation with Brand Names Founda- 
tion, Incorporated, of New York City. 

The window display contest was built 
around the theme, “The Best in the 
Land When You Buy by Brand.” The 
“Certificates of Merit” were presented 
to representatives from the winning 
stores by Henry E. Abt, president of 
Brand Names Foundation, at a recent 
awards banquet concluding the “Parade 
of Progress” program. Mr. Abt also 
delivered the keynote address. 





Speier Opens Shoe Store 
In New York 


New YorK—A total of 63 years of 
experience in the retail shoe business 
is tied up with the new “Speier” shoe 
store at 343 East 86th Street, which 
opened recently. Toys, imported from 
Frankfurt am Main, Germany, were 
given away with every pair of chil- 
dren’s shoes .on opening day. 

The new store will specialize in nov- 
elties and orthopedic shoes for children 
and teen-agers. “Some styles will be 
carried also in men’s and women’s sizes. 
The present goal, according to J. M. 
Speier, store owner, is a total of 1000 
different styles, to provide well-fitting 
shoes for everybody, both here and 
abroad. 

The shoe sizes of 12,000 needy school 
children in Europe have been recorded, 
to make possible a special Christmas 
surprise. 


Chain Adds Unit 


CHIcaGo. — Chandler’s, nation-wide 
shoe chain, a division of Edison Broth- 
ers Stores, Inc., recently opened its 
second Chicago store. The new store 
is located on north Michigan Avenue 
and is featuring French Room foot- 
wear with most styles at $9.98. The 
first store in this area was opened 
earlier this year in suburban Oak Park 
and another is under construction at 
133 South State Street. 
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The Ad-Viser Clinic 


[CONTINUED FROM PAGE 96] 

you conduct a series of intensive tests. 
It can be done inexpensively but care 
must be the keynote. There are num- 
bers of ways to do this. You might 
for example, conduct a sale and use 
radio alone to promote it. Then conduct 
a similar sale with the use of the news- 
paper alone. Tabulations of results may 
show you what you are looking for. 
Another possibility would be to offer 
a free inexpensive gift to the kiddies— 
only over the radio. Or you mighi 
make a survey, asking every customer 
for the next three months if they hear 
your program, if they see your news- 
paper ad. The pulling power of the 
medium will determine your percentage 
for next year’s budget. 

In my opinion, your present five 
minute news program at 6 P. M. should 
be excellent. However, you can effec- 
tively supplement this with frequent 
one minute and 22 second spots con- 
centrated during the evening hours 
between 5 P. M. and 10 P. M., all day 
Saturday and Sunday. 

I hope that this letter answers your 
questions. If I can be of any further 
assistance, please do not hesitate to 
call upon me. 

Sincerely, 
Irving Settel 


English Shoe Men Protest 
Hide Import Restrictions 


LONDON, ENGLAND—British footwear 
manufacturers, alarmed at the fact that 
export trade in footwear is not reaching 
the anticipated level, are pressing the 
Board of Trade to give them some en- 
couragement to export. At present, they 
say, there is no particular reason why a 
firm should fight for export business, 
and they argue that if more leather 
were made available, the picture would 
be different. 

But the Treasury is sitting tightly on 
hide imports and will not grant the nec- 
essary cash to finance the purchase of 
the extra leather required. 

Now the National Federation of Boot 
and Shoe Manufacturers has taken a 
hand in the situation and has informed 
the Board of Trade that the scheme of 
export expansion, as it stands, is not 
workable. The trade and production 
committee of the federation has taken 
up the matter. The committee states, 
in a letter to member firms, that it is 
“anxious that the present scheme should 
be simplified and should afford manu- 
facturers some impetus for doing export 
trade. The present XR license recently 
sent out by the Board of Trade is not in 
accord with the views put forward by 
the federation negotiators and in our 
view is not acceptable to the trade, and 
affords the trade no relief whatsoever.” 
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We can show you how to 


STOP THAT VIBRATION! 





e If the machines in your plant vibrate, shaking the floors, reducing employee 

and machine efficiency, and weakening the building, get in touch with American 

Felt Company. We have developed several types of felt mountings, with which 

an efficiency of 80% in vibration control is not unusual. They are inexpensive, 
| long-lived, and require no maintenance. Such felt mountings can be cefhented, 

bolted, or simply inserted between machine and floor, depending on the conditions. 
Write on your letterhead for American Felt Company Data Sheet No. 10, “Vibration 
Isolation with Felt and Vibra-Mounts.” 


Americanfeit 


Research Laboratories: Glenville, Conn 

, Mich.; Westerly, R. |. SALES OFFICES: New York, 

Philedelohio, St. Lovis, Atlanta, Dallas, San Francisco, 
, Seattle, Montreal. 


GENERAL OFFICES: GLENVILLE, CONN. — “<4 and 
Glenville, Conn.; Franklin, Mass.; Newburgh, N. Y.; 
Boston, Chicago, Detroit, Cleveland, 

los Angeles, Portland 





gram. This will give international 
publicity to Scottish goods, encourage 
irter-trading between Scottish firms, 
demonstrate to Scottish workers their 
finished products (which many work- 
ers never see), and increase efficiency 


Scotland Planning 
Trade Fair 


GLascow, SCOTLAND.—This country, 
long famous for its high grade foot- 
wear production, plans to run a Scot- 


tish Trade Fair. This will be a full 
international event along British In- 
dustries Fair lines, with space avail- 
able to all firms anxious to show. Date 
fixed tentatively is September, 1949, 
and the place, the Kelvin Hall, in 
Glasgow. 

This move has been sponsored by the 
Scottish Council (Development and In- 
dustry) which aims at a five-point pro- 


and quality of design by making avail- 
able obvious comparisons. 

The response from potential ex- 
hibitors has already been sufficiently 
strong to predict a major trade fair. 
Invitations are being sent to buyers in 
every part of the world and hopes are 
entertained that the fair will lead to 
a definite increase in Scottish export 
trade. 
























One is the harmless King Snake... the other, 
the deadly poisonous Coral Snake. Meeting 
either unexpectedly, you'd want to know the 
difference . . . but you'd have to be an expert! 


Similarly, only experts like England Walton 
craftsmen can tell at a glance the minute dif- 
ferences in sole leather fibre structures. Such 
skilled knowledge is vital to the accurate 
matching of soles for paired flexibility and 
longer, more even wear . . . as in England 
Walton FIBRE-SORTING. 


Put this plus feature to work for you... 


building good-will, increasing sales and 


\\ | l 1 c| l 1 S \\ . / l 1 cl ] ? | profits. Give your customers the extra value of 


When You Can Tell /nstantly, England Walton FIBRE-SORTED SOLES. 


You're An Expert! 
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’ , England Watton 


FIBRE-SORTED 
SOLES 


Cut soles and sole leather - Pure oak bark tanned 
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England Walton Division 
A.C. LAWRENCE LEATHER COMPANY 


Boston « Camden « Peabody + New York « St. Lovis « Columbys 
Milwaukee « Los Angeles + San Francisco « Ashland, Ky. « Newport, 
Tenn. * Hazelwood, N. C. 






Three greatly magnified cross-sections of sole 
leather. A and B are similar in fibre structure; C 
is noticeably different. England Walton experts 
will pair A and B, and find a matching fibre- 
structure for C. 
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hoe News 


RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Leather Prices Firm; Rawstock Declines 





Tanners, Nevertheless, Are Buying Cautiously Since Demand for 
Leather Other Than Kid Suede Continues Light 


CHicaGO — The advance in leather 
prices, which has approximately par- 
alleled advancing hide costs, appears 
to have stopped for the time being at 
least, and now that rawstock costs 
have started to go the other way, there 
is indication that lower leather prices 
will eventually be in order. With a 
few exceptions, leather quotations right 
now are steady and are likely to con- 
tinue so for the balance of the month, 
while some shoe firms are strength- 
ening their LIFO position and waiting 
for the hide market to level off. 

Side leather prices are holding the 
line very well; sole leather quotations 
are firm; calf leather tanners find them- 
selves in a position where, with Spring 
shoe orders already slow, rawstock 
costs have risen too high to be con- 
ductive to good business. 

Tanners and shoe men alike are still 
producing cautiously in order to avoid 
the unpredictable. They are keeping in 
mind the fact that the higher the preci- 
pice, the farther the possible fall. It 
has been said before that it might be 
better for business if the price struc- 
ture is lowered in easy stages, rather 
than permitted to topple and crash. 

Tanners are not being pressed in any 
sense of the word, as far as orders for 
leather are concerned, with the excep- 
tion of kid tanners, who report a good 
business in kid suede. This has reached 
such proportions that one commission 
house in Chicago found it difficult to 
guarantee delivery inside of six weeks. 
Bright colors are getting the call. 
Prices paid range from 45 cents to 80 
cents per foot, and inquiry is for such 
popular shades as the high-toned blues, 
reds, greens, etc. The inability to fill 
orders has sometimes discouraged buy- 
ers to the extent that it has had a 
tendency to cost some companies some 
business. 

Sales of calf Jeather have been 
spotty. In fact, sales of most leathers 
for Spring have been slow. 

The high level of inventories at the 
retail level offers very little induce- 
ment for shoe manufacturers to step 
into the market and purchase calf 
leather in volume. The majority are 
only buying as replacement warrants 
it, and even then they are cautious. 
The very best calf leather, both men’s 


and women’s weights, brings up to- 


$1.10, although most sales are at a few 
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pennies less. The low grades are lag- 
ging, and the intermediate grades are 
not easy to move. There is fair inter- 
est in men’s HM calf leather, but qual- 
ity is a big factor. The grade must be 
good. Demand is for bright colors in 
women’s weights. These are bringing 
a premium. Again, it is red, green and 
blue that sell the best. The men’s 
weights are a few cents lower than 
the top for the C, D and X grades. 

Patent leather prices on extremes 
and large leather have been pared, and 
patent leather extremes are now of- 
fered from 39 to 52 cents, and large 
leather from 39 to 45 cents. Patent 
kips continue to bring from 39 to 65; 
copper patent from 88 to 95. 

What will happen to sole leather 
prices, now that hide costs are offered 
a little lower than they have been, is 


(TURN TO PAGE 115, PLEASE] 





Emphasizing Period Style 
And Period Quality 
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A logical and hard-to-resist association 
of ideas is presented in this newspaper 
advertisement used by Halgas Bros., of 
Syracuse, N. Y. The copy emphasizes 
nct only the rightness of the Victorian 
style pictured but also the quality stand- 
ards which prevailed in that era. 


Wide Range of Prices 
Bid on Army Shoes 


New YorK—The General Shoe Cor- 
poration was low bidder at the recent 
opening of bids here on 24,000 pairs of 
low quarter, tan shoes for the United 
States Army. Total offerings were 240,- 


000 pairs. Bids, in the order of price, 
were: 

General Shoe Corporation, $4.87; 
Endicott-Johnson Corporation, $4.88; 


Craddock-Terry Shoe Corporation, 
$5.05; Doyle Shoe Company, $5.24; 
Belleville Shoe Manufacturing Co., 
$5.245; E. J. Givren Shoe Co., $5.50; 
A. R. Hyde & Sons Co., $5.50; J. M. 
Connell Shoe Co., $5.64; Hubbard Shoe 
Co., $5.85; and The John Foote Shoe 
Co., $6.00. 

At another opening, to procure for 
the Army 24,000 pairs of women’s ath- 
letic shoes, Bata Shoe Co. was low bid- 
der with a price of $1.45 per pair. Other 
bidders and their bids were Singleton & 
Yutzler Co., $1.94; Converse Rubber 
Co., $2.52; Hood Rubber Co., $2.52; and 
Bristol] Manufacturing Corporation, 
$2.57. 

Hood Rubber Co. and United States 
Rubber Co. both bid $7.29 per pair on 
a lot of 3920 pairs of fireman’s rubber 
boots for the Army; and the former 
also was low bidder, at $4.28, on a lot of 
75 pairs of synthetic rubber boots. The 
Mine Safety Appliances Co. bid for the 
same item was $5.60 per pair. 





Chicago Stores Expect 
Big Christmas Business 


Cuicaco—The largest Christmas sea- 
son in its history is expected by the 
Chicago stores of Marshall Field & Co., 
according to a recent report by Harold 
J. Nutting, vice-president and general 
manager. Merchandise already on hand 
and on order exceeds in total any 
previous mark since the start of World 
War II, the report stated, and revealed 
that the firm had hired 8000 additional 
full and part-time workers, bringing 
the total employees of the Chicago re- 
tail outlet to 18,000. Mr. Nutting esti- 
mated that nearly 5,000,000 cusomers 
would enter Field’s Chicago store be- 
fore Christmas. 

At the end of the first nine months, 
Field’s earnings were running slightly 
ahead of a year ago. For this period, 
the firm reported total net sales of $150 
million and a net profit of $7,257,336, 
equal to $3.49 a common share after 
preferred dividends. In the comparable 
1947 period the company had sales of 
$142 million and a net profit of $7,011,- 
026. 
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Balanced Shadow Boxes Attract Attention 


balanced but their backgrounds are kept purposely plain so as not to detract 
from the shoes. 


MILWAUKEE—James Zingale of the 
Better Shoe Salon at Gimbels, in down- 
town Milwaukee, believes in simplicity 
in his decorating displays. He has 
shadow boxes in sets of threes built 
into the walls of his department, and 
the most obvious thing about them is 
their fine balance. 

He shows only a few pairs at a time, 
mostly very high-fashion shoes, and he 
generally adds a fine bag of the same 
shade as one of the pairs. These purses 
he borrows from the handbag depart- 
ment on the main floor of Gimbels as 
he knows most women like to buy a new 
handbag to match new shoes. 

“T keep my shadow box backgrounds 
simple,” he continues, “for I don’t 
want a backdrop taking away interest 
from the shoes themselves. After all, 
they are what I want to push. And I 


keep my other decorations down to a 
minimum—just a simple touch to tie 
in the merchandise with the season. 
Thus in Summer I feature a few 
branches with blooming flowers. In Fall 
I may use gaily colored leaves to add 
an Autumn touch; and in Winter some 
bare twigs with artificial snow will do 
the trick. 

“The idea, as I see it, is to highlight 
the shoes by good position and balance 
in our shadow boxes. That alone gets 
lots of attention. Add to that the fact 
that the top borders of these wall cases 
are of mirrors that catch all passing 
lights, and it is easy to see why we 
get a lot of comments on this. We’re 
tucked in at the foot of the escalators, 
so everybody going up or down sees 
our layout; and this helps boost our 
shoe sales!” 





New Conformal Store 
Opened in New York Area 


Passaic, N. J.—The opening of the 
Burt Lee Conformal Shoe Store at No. 
1 Henry Street recently brought to a 
total of 20, the number of Conformal 
stores in the New York area. 

The store is up-to-date and attrac- 
tively designed. Two display windows 
flank the entrance, and a large name 
sign hangs overhead. Inside, the color 
scheme of the wallpaper and floor have 
been tastefully harmonized. Gray wall 
paper with a red flower pattern 
matches a red, flower-patterned rug. 
Ceiling is white with inset spotlights, 
and it has two large, circular fluores- 
cent domes which furnish additional 
light when needed. Chairs and fitting 
stools are constructed of light oak with 
red leather trimming. At the rear of 
the store, an unusually large mirror 
has been placed, with hidden fluorescent 
lighting, for the convenience of cus- 
tomers. An unique feature of the store 
is the one-piece, gray twill base in each 
of thé display windows which can be 
lifted up out of the way when windows 
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need to be cleaned inside. 

Walter G. Searles, with a life time 
of experience in the shoe business, is 
the manager of the store. Prior to this 
position he was manager of the shoe 
department in the Robert H. Weunsch 
Co., a surgical firm, in East Orange, 
N. J., for 7 years; and manager of the 
Physical Culture Shoe in Newark, N. J., 
for 11 years. 


Retail Sales Off in 
Southern California 


Los ANGELES, CALIF.—Business in 
Southern California for October was 
marked by a decline, according to the 
findings of the Research Department of 
the Security-First National Bank. This 
is the first time a minus sign has ap- 
peared in the year-to-year comparisons 
since the months immediately following 
the end of the war. 

Department store sales in the Los An- 
geles area, which rose in August to the 
highest point on record, have subse- 
quently declined to the lowest point 
since mid-1947, seasonal factors con- 
sidered. 








Dates to Remember 


Annual Dinner-Dance, New England 
Shoe Foremen and Superintendents’ 
Association, Hotel Statler, Boston. 

January 8, 

Warm Weather Opening, The Guild of 
Better Shoe Manufacturers, New York 
City. Week of January 10, 

Shoe Show, Shoe Travelers' Association 

of Chicago, Hotel Morrison, Chicago, 

il. January 18, 19, 20, 

35th Annual Convention and Shoe Mart, 
Middle Atlantic Shoe Retailers’ Asso- 
ciation, Benjamin Franklin Hotel, Phila- 
delphia, Pa. 

January 22, 23, 24, 25, 26, 

Shoe Show, Tri-State Shoe Travelers’ As- 
sociation, Hotel Statler, Buffalo, N. Y. 

January 23, 24, 

Mid-Season Shoe Show, Pennsylvania 
Shoe Travelers’ Association, William 
Penn Hotel, Pittsburgh. 

January 29, 30, 31, February |, 

Opening of American Leathers for Fall, 
Tanners’ Council of America, Waldorf 
Astoria Hotel, New York. 

March 8 and 9, 

Shoe Manufacturers’ Fa!l Opening, Man- 
agement Eugene A. Richardson Asso- 
ciates, Hotel New Yorker, New York. 

April 3, 4, 5, 6, 7, 

Shoe Show, Northwestern National Shoe 
Travelers’ Association, Hotel St. Paul, 
St. Paul, Minnesota. 

April 30, May |, 2, 3, 

Fall Shoe Show, Central States Shoe 
Travelers, Hotel Muehlebach and Phil- 
lips Hotel, Kansas City, Mo. 

May |, 2, 3, 1949 

Fall Shoe Show, Southeastern Shoe Trav- 
elers' Association, Sheraton Bon Air 
Hotel, Augusta, Ga. May 2, 3, 4, 1949 

Shoe Show, Ohio Shoe Travelers’ Club, 
Hotels Gibson and Netherlands Plaza, 


1949 


1949 


1949 


1949 


1949 


1949 


1949 


1949 


Cincinnati, O. May 15, 16, 17, 18, 1949 
Foot Health Week May 21-28, 1949 
Fall Shoe Show, Indiana Shoe Travelers’ 

Association, Hotel Severin, Indianap- 

olis, Ind. June 5, 6, 7, 1949 


Annual Shoe Show, Baltimore Shoe Club, 
Baltimore, Md. July 23-27, 1949 
National Shoe Fair, Chicago, Ill. 
October 31, November |, 2, 3, 1949 





Says Family’s Shoes Cost 
$103 Annually 


OTTAWA, ONTARIO—The average Ca- 
nadian family with three children 
spends $103 a year on shoes, a prices 
commission witness estimated recently. 

Under the questioning by Mrs. T. W. 
Sutherland, one of the commissioners, 
O. C. Kealey, an Ottawa shoe retailer, 
said the father buys one pair of shoes 
a year, probably paying $13.50. His 
wife likely buys three pairs, average 
$10 each. A school child requires four 
pairs at an average cost of $5 a pair. 
A pre-school-aged child’s needs would 
run to three pairs at an average price 
of $3.50. A year-old baby, the fifth 
member of the family, needs three pairs 
and they would cost $3 a pair. In addi- 
tion, the family spends $20 on rubbers 
and overshoes. That brings the total 
to $103. 
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The Standard! 


. smartly styled in the modern 
manner. More compact with law, wide 
step... plus the new Simplex oper- 
ating features. ° 


e®*eeeses 
Ask the Simplex X-Ray Representa- 
tive about the handsome new models; 
prices, terms and deliveries. If you 
can’t wait, write! 


X-RAY SHOE FITTER, INC. 
3533 N. Palmer St. *« Milwaukee 1, Wis. 





Long ago, the Original X-RAY Shoe 
Fitter established the values by which 
fluoroscopic X-Ray shoe fitting de- 


vices are judged. These values are 
measured in terms of appearance, 
construction, convenience, safety, 
shoemanship. Today these values are 
at their highest level in the beautiful 
new Simplex X-Ray Shoe Fitters... 
both Standard and De Luxe. 








Slight Gain in September Production 





Kind of Footwear 


Production 
(thousand pairs) 


| Per cent of Change, — 
September 1948 
compared with— 








Sept. 1948 
(preliminary) 








Shoes and slippers, Total. . . 41.990 
Shoes, sandals, and playshoes.... 36.442 
BRM he eae ls. Be. 9,268 
Youths’ and boys’........... 1,853 
Cs iets Ai SRE Bene 17,939 

_ EE eS eee eae 2.369 
CIID, ios .6.6 Kceina ed cesad cs 1,978 
Infants’... . : i eg 1,673 
Babies’ . . 1.362 
Slippers for housewear..... . 4,854 
MN Be fag sie siphon bs 6 | 385 
og SS eee eee 309 


= | 
August 1948 


September | August | September 
(revised) 194 | 1948 | 1947 
| — ———— — | —— | —_ 
41,357 | 40, 826 1.5 | 2.9 
36,406 | 36,035 | 0.1 2 
' 

8.838 | 8,812 4.9 5.2 
1,711 1,587 8.3 16.8 
18,367 18,053 —2.3 —0.6 
2,403 2.360 —1.4 0.4 
2,051 2,151 —3.6 —-8.0 
1,788 1,692 —6.5 ta 
1,247 1.380 9.2 1.3 
4.273 4.186 13.6 16.0 
379 395 1.6 -2. 
299 210 3.3 47.1 





Minus sign ( —) denotes decrease. 


WASHINGTON, D. C.—Footwear pro- 
duction in September approximated 42 
million pairs, according to the Bureau 
of the Census, Department of Com- 
merce. This output was slightly higher 
than that in August 1948 and Septem- 
ber 1947, when production in each 
month was 41 million pairs. 

Shipments of 43 million pairs of 
shoes and slippers in September were 
valued at $163 million, an average 
value per pair shipped of $3.76. This 
compared with an average price of 
$3.78 in August and $3.72 in September 
1947. 
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Shoes, sandal, and playshoe output 
for women, comprising approximately 
50 percent of the production of these 
types of footwear, totaled 18 million 
pairs in September, a drop of 2 per cent 
in comparison with the August produc- 
tion. Men’s shoe production in Sep- 
tember totaled 9,268,000 pairs, an in- 
crease of 4.9 per cent in comparison 
with the output in August; youth’s and 
boys’ increased 8.3 per cent. 

Comparative production figures for 
September and August, 1948 and Sep- 
tember, 1947 and the per cent of change 
are shown in the above summary. 


Lots of 





with 
MP7 EO WES 


Infant’s and Children’s Shoes 


EXTRA PROFITS because the 
Happy Go Lucky In-Stock Service 
Plan allows you to reduce your in- 
ventory while increasing your selec- 
tion of styles and sizes — this means 
more sales because you can please 
more customers. 


Immediate shipment on all orders 
assures fast fill-ins to keep your stock 
complete at all times. 


Add to these advantages the high- 

led, medically correct, nationally 
cvendand line of Happy Go Lucky 
Infants’ and Children’s Shoes and 


you have a winning combination for 
more business and extra profits. 
Three of our many beautiful styles 
are shown below. 








Our beautifal Baby 
Doll. All leather, 
Nylon French Cord 
Bound. Sizes 2-12, in 


Ne. 401 — Washable 
Elk Intermediate. 
Chubby last, uplift 
counter, moccasin 
vamp 

tongue. Sizes 1-4. 


ED WHITE JUNIOR SHOE CO. 
PARAGOULD ARKANSAS 
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> When you use Oxide Kid, every customer gets a better appreciation 
>, of good leather and of the quality your brand name represents. 
= WHITE, BLACK and COLORS 








" Glazed and Suede 
Also Slipper and Lining Stock 











Kinney Store Remodeled 


ABILENE, TEX.—Following 2 complete 
remodeling, the local outlet for the 
G. R. Kinney Co. reopened here recently 
under the managership of W. A. Mason 
who has been manager of the store for 
the last three years. 

Utilization of new space made avail- 
able through remodeling has enabled 
the store to increase by 50 per cent its 
stock and personnel. The new store, 
the “open vision” type, has a complete 
new lighting system inside as well as 
a new heating system. Modern chrome- 
trimmed chairs, covered in red leather, 
form a double aisle down the center of 


4 


the store with displays throughout mak- 
ing it convenient for customers to make 
their selections. 


——— 


Information Requested 


New YorkK.—New York Section of 
the National Council of Jewish Women 
is desirous of locating Mrs. Karola or 
Krajudla Silberfeld, wife of S. Silber- 
feld, who is said to have formerly 
operated a shoe factory in Brooklyn. 
They will appreciate any information 
as to her present whereabouts and the 
same should be forwarded to the Loca- 
tion Department of the New York Sec- 
tion at 15 Park Row, New York 7, N. Y. 


{ 


Sheppard Honored 
By Shoe Group 


New YorkK—The thirteenth annual 
banquet and entertainment of the 210 
Associates, the national philanthropic 
foundation of the shoe and leather in- 
dustry, was held here in the main ball- 
room of the Hotel Commodore, on the 
evening of November 30. 


Bronze plaque awarded Lawrence 8B. 
Sheppard at meeting in New York. 


More than fifteen hundred members 
and their guests attended the affair 
which featured the presentation of the 
first annual award of the T. Ken- 
yon Holly Memorial Fund plaque to 
Lawrence B. Sheppard, president of the 
National Shoe Manufacturers’ Associa- 
tion and president also of the Hanover 
Shoe, Ine., Hanover, Pa. In awarding 
the bronze plaque, James J. Molloy, 
president of the association, said: 

“It is a great honor for me to be able 
to announce the recipient of this first 
bronze tablet of the T. Kenyon Holly 
Fund. Mr. Holly, the late past-presi- 
dent of The 210 Associates, was known 
and admired for his untiring efforts in 
behalf of charitable work, and indeed, 
the very fact that this large group is 
assembled here is in no small way 
attributable to his complete devotion 
to this philanthropic organization. It 
gives me deep pleasure to recognize 
Lawrence B. Sheppard as the man 
chosen unanimously for this honor, and 
to present him with this plaque for his 
distinguished service to the shoe and 
leather industry.” 

Guests at the head-table of the 210 
banquet and entertainment included: 
L. E. Langston, executive vice-president 
of the National Shoe Retailers’ Asso- 
ciation; W. W. Stephenson, executive 
vice-president, National Shoe Manufac- 
turers’ Association; Mark Edisca, Edi- 
son Shoe Stores, St. Louis; Edward 

[TURN TO PAGE 124, PLEASE] 
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Light Buying at 
Columbus Show 


CoLumMBus, O.—It was business as 
usual at the Columbus Shoe Fair, held 
here recently at the Deshler-Wallick 
Hotel. While the actual retailer attend- 
ance and volume of buying were below 
expectations, due presumably to high 
inventories and poor retail sales, the 
buyers enjoyed meeting old friends 
and making new ones and were kept 
busy visiting the many outstanding 
exhibits. The four-day stand, a semi- 
annual trade event, was sponsored by 
The Ohio Shoe Travelers’ Club. 

At a general membership meeting of 
the club preceding the show, the fol- 
lowing officers and directors were elect- 
ed for 1949: 

President, Bob Newcomb, Toledo, O.; 
first vice-president, Ray Randall, New 
Philadelphia, O.; second vice-president, 
Saul Abrams, Youngstown, O.; secre- 
tary and treasurer, Walter Skinner, 
Columbus, O. 

Retiring president, Dick . Barnes, 
Granville, O., was elected to the chair- 
manship of the board. Other new 
board members elected are Burt Jack- 
son, Cincinnati; Lester Abrams, Cleve- 
land; John Neff, Columbus; Ben Tolpen, 
Columbus. Remaining on the board for 
1949 are M. C. Swan, Columbus; Harry 
Minor, Columbus; Elroy Beil, Cleve- 
land; and Sammy Grossman, Columbus. 

The shoe fair was highlighted by a 
sumptuous banquet on Tuesday evening 
November 16 in the grand ball-room of 
the Deshler-Wallick Hotel. The even- 
ing was topped off with a shoe men’s 
dance, with two of the club’s members, 
Saul Abrams and Cris Miller, rendering 
an impromptu bit of novel entertain- 
ment. 

Plans were announced for the club’s 
next showing to be held in Cincinnati, 
at the Gibson Hotel and Netherland 
Plaza, May 15, 16, 17, and 18, 1949. 


Leather Prices Firm; 
Rawstock Declines 


[CONTINUED FROM PAGE 111] 


hard to say, but there is firmness to 
the sole leather market at this writing. 
However, it cannot be said that tanners 
always get their asking prices. On the 
contrary, there is resistance. At any 
rate, they offer heavy bends up to 75 
cents, and medium and light bends are 
available for a penny less. Buyers are 
not inclined to pay these prices unless 
they have to, preferring to wait out 
the market and see what it brings. 
Some express the opinion that it may 
be worth waiting for, since slightly 
lower prices may be in the offing with 
the turn of the new year. That is 
strictly speculation. 


Tanners are asking 85 cents for 
women’s finders’ bends and are get- 
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Be a “sooner” rather than a “later” to find out that BURK’S 
kip und elk lines have all the values buyers shop for, in 2 








NEED to KNOW 


» 

MEN'S, WOMEN’S and CHILDREN’S is 
lined and unlined weights v 
WHITE, BLACK and COLORS 5 








ting close to it when there are sales. 
They offer finders’ bends (9 to 11 iron) 
from 71 to 87 cents, and 11 iron and 
up from 75 to 91. Sole bellies bring 
their price today, with steer bellies 
selling up to 40 cents, and once in 
awhile at 41. Cow bellies are hard to 
get under 38, and most tanners won’t 
shave prices very much. Double rough 
shoulders are available around 62 and 
63, and single shoulders, heads on, sell 
for 48 and 49, with the headless va- 
riety commanding a penny or two 
premium. 


Side leathers are generally offered 
at steady quotations, with here and 
there a tanner announcing leather at a 
cent less than his competitors, but not 
often. There has been some improve- 
ment in business, but a leading side 
leather tanner warns that this is not 
to be misconstrued to mean that busi- 
ness is what it ought to be. On the 
contrary, it is far from it, he says. 

Another tanner warns that at least 
part of the reduction in hide prices of 
late is due to poorer quality hides dur- 
ing the Winter take-off. 





acldle- marlbie 


TRADE MARK REG 


IN STOCK 
and wanted by golfers the year around 












an original 
Fam creation F 
Concentrate 
This unusual wedge welt holds the Your Buy® 
orch in position no matter how AT THE 
many holes of golf the MARBRIDGE BUILDING 
wearer plays. It's a Here you have the 
must in a good greatest continuous 
~ shoe store. display of Men's, ss 
Women's and Chil- (eS 4 
dren's Shoes, Play [\gudemedeme 
h d Slippers a “a 
All models have ~ nd saatiine. ‘i —F 
“Turf - Hugger” 
Removable 


Spikes. 










G18 Brown Apache calf, AAA to C, sizes up to 10 $8.50 less 5% 
G19 White Elk, AAA to C, sizes up to 10 $8.50 less 5% 
G20 Genuine White Buckskin, AAA to C, sizes up to 10 $9.25 less 5% 






Soddie-masters are nationally known and are advertised in Mademoiselle 
MADE ONLY BY yam OF WORCESTER, MASS. 


RASMUSSEN SHOE COMPANY (Subsidiary of A. E. Nettleton Shoe Co.) 
69 Hammond Street, Worcester, Mass. (Formerly at Westboro, Mass.) 











a moved into it from his old corner sec- 

Children Buy Shoes on Horseback ee cee cee an ae 

bergs finished remodeling the Third 

4 and North Avenue store in Milwaukee, 

they assigned to Mr. Gruepner a floor 

space that was three times as large as 
he had before. 

The first thing he did was to install 
new pint-sized fixtures. Along the rear 
wall he stood a row of little chairs on a 
platform. Gay Walt Disney characters 
frolic along the walls. 

Two hobby horses, though, are the 
most popular fixtures here. The young- 
sters can sit side-saddle or astride these 
padded horses and have their shoes 
fitted. Mr. Gruepner and two salesmen 
on his staff do the fitting. Occasionally 
he passes out free balloons and color- 
ing books to his little customers. An 
X-ray fitting machine completes the 
furniture. 


New Shoe Department 
Has Curved Walls 


SAN FRANCISCO—A new shoe depart- 

ment was opened at Joseph Magnin’s in 

Spool-designed chairs, Walt Disney murals and hobby-horses attract the kids in San Francisco on Nov. 20. The com- 

Rosenberg's children's shoe department. pletely modern shop on the first floor 

has curved walls, with drapes of taupe, 

MILWAUKEE — Here’s one children’s are all built with an eye to appealing to dusty rose and aqua. The same scheme 

shoe department where youngsters love the young fry. is carried out in the upholstered chairs 

to have their footwear fitted, for the This department is new, for a few and divans. A complete collection of 
surroundings and the seating fixtures weeks ago, Manager Ted Gruepner the latest styles is carried. 





- ard 
“ ett 


116 Boot and Shoe Recorder 











New Co-Op Has 
Shoe Department 


PROVIDENCE, R. I.—Rhode Island Co- | 
Op, Inc., wholly financed by the Ed- 
ward A. Filene Good Will Fund opened 


for business recently with three floors | 


devoted to a wide array of merchandise. 
Included are wearing apparel, electric 
and household appliances, toilet goods, 


foods, domestic merchandise of all 


kinds and the usual retail lines of mer- 
chandise. 


Located on the street floor is a large | 
shoe department featuring shoes and | 
rubber footwear for men, women and | 
children. The department has a front- | 
age of about 70 feet and is located in | 
the middle of the floor against a side | 


wall. The department is under the 


guidance of D. E. Wetzel, merchandise | 


manager for the entire floor. 


The department now carries a basic 
stock of women’s shoes retailing at | 


$6.95 and $7.95. This is to be expanded 


in the early Spring to include a much | 
larger stock and for this purpose the | 


department will be given a much larger 
floor area. 


Men’s shoes now stocked retail at | 
$7.95 and $8.95 and this line will be | 





MEET George I: Williams 





expanded in the early Spring to in- | 


clude shoes up to $12. The management 
has found considerable demand for 
work shoes, since it is located in an area 
having a number of factories. As a re- 
sult, a complete line of work shoes will 
be added in the near future. 

The Rhode Island Co-Op is the second 
such outlet to be established under the 
Filene foundation, the first being now 
in operation in Virginia. The Filene 
funds owns the Consumer Distributing 
Corporation, which provided the funds 
to build and equip the store and which 
holds a long term lease. To date, more 


to your store, soon. 


than 700 Rhode Island persons are re- | 


ported to have purchased stock in the 
co-operative venture and its backers 
hope that eventually the project will 


be financed entirely from public sub- 
GRINNELL, 


scription to its stock. 


The building was erected at a cost | 


of $600,000. It has modern lighting, | 


heating and ventilation, is equipped 


with modern rest rooms and a 75-car | 
parking lot. It is located about a mile | 
from the city center and is on one of the | 


heaviest traveled highways leading out 
of the city. 


Shoe Sales Promoted 
By Music in Store 

MILWAUKEE, Wis.—The S. J. Brouwer 
Shoe Co., 178 W. Wisconsin Avenue, 
entertained their customers during the 
three-day Wisconsin State Teachers 
convention at Milwaukee with contin- 
uous organ music. A well-known Mil- 
waukee musican, Dennis Maynard, 
played classics and semi-classics on the 
Hammond electric organ. A _ special 
platform with spotlights was erected in 
the second floor ladies’ salon for Mr. 
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Grinnell representative for the 
North - Central United States. 


HIS JOB IS TO BUILD YOUR SHOE PROFITS 


@ Is your store in George Williams’ territory? Probably you 
know him already. Like all Grinnell shoe men, he believes that 
his first duty is to the shoe dealer... 
dealer select the proper stock of fast moving, honest merchan- 
dise is he helping himself and his company. 


and only by helping the 


@ The Grinnell man will help you buy to satisfy your customers 

. . bring you news of the ever-changing retail market. Hear 
the story of Grinnell’s fast, in-stock order service that protects 
you from overstocking and costly clearance sales. Use our rep- 
resentative to build better profits. A letter today will bring him 


(Srinneld SHOE COMPANY 


IOWA 


Manufacturer of women’s sport welts 








Maynard and the mvsic was trans- 
mitted to Brouwer’s other two sales 
floors. The many complimentary com- 
ments from customers during this 
period were sufficient to convince Brou- 
wer’s that everyone enjoys buying shoes 
in a musical background. Needless to 
say, “waiting” was made much more 
enjoyable as well. 

Prior to the convention the teachers 
throughout Wisconsin received cards 
telling them of Brouwer’s new shoe 
lines and new fashions in footwear, 
while principals and superintendents 
in the state were sent special letters of 
invitation, inviting them to the store. 


To Open New Store 


BAKERSFIELD, CALIF. — Gallenkamp’s, 
one of the largest retail shoe chains on 
the West Coast, went temporarily out 
of business here when its lease expired 
on the Nineteenth Street store early 
this year. The company now has leased 
the store formerly occupied by the 
Lucky Auto Supply Co., on Chester 
Avenue, between Twentieth and Twenty- 
first Streets, and as soon as alterations 
can be completed, will open a completely 
modern shoe store, with all the latest 
equipment. 
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Thoroughly Tested Special Or- 
thopedic Lasts with Matched 
Left and Right Quarter Pot- 
terns Coordinated Size for 
Size, Width for Width. 


Outstanding Construction Fea- 


Smartly Styled, Made of Un- 
usually Fine Leathers and 
Materials and Possessing Out- 
standing Custom-like Shoe- 
making Refinements. 


AMERICA'S GREAT ORTHOPEDIC LINE 
orthopedically de- 


FOR CHILDREN .. . 
signed and constructed in 


every de- 
ae 





tail . . . with an outstanding 
ation of special features . . 





. giving 
the fitter everything he needs for 
properly fitting young growing feet 
. .. thoroughly backing up its nation- 
al slogan “A DAILY TREAT FOR 
GROWING FEET" . . . servicing its 
merchants with a complete stock de- 
partment . . . giving them unlimited 
merchandising possibilities. Send for 


our NEW 1948 Catalog. 


SHOE MANUFACTURING CO. 
‘MILWAUKEE 10 WISCONSIN 


GOODYEAR WELTS EXCLUSIVELY 


S. CALIFORNIA 
E. E. Kappel 
315 McHenry Rd. 
Glendale 6, California 








NEW YORK OFFICE 
550 Marbridge Bidg 


NATIONALLY VA) 
ADVERTISED 


COMMENDED § : a | 
PARENTS 


MAGAIONE 


No. 864 . . . IN STOCK 
Tan Elk Orthopedic 
Moccasin Oxford 

wae: FR 
ay 2A CD 


| 

Child Life Shoes [= | 

»Really¢ faa | 
Worth Selling 


NO. CALIF., WASH. & ORE. 
C. F. rce 

2260 Sherwood Rd., 

Sen Morino, California 














Shoe Firm Names Officers 


CasPEeR, Wyo.—Casper Commissary, 
Inc., one of Casper’s largest retailers of 
shoes for the entire family, has elected 
W. A. Rader, president; P. R. Riley, 
vice-president, and S. M. McReynolds, 
secretary-treasurer. These men, with 
F. W. Brown and W. C. Currier, make 
up the board of directors. 


Two New Stores Planned 


PoRTSMOUTH, O.— Charles Taggart, 
H. Glenn Duis and Allen H. Yeary, all 





of Portsmouth, are incorporators of 
Taggart Shoes of Charleston, West, 
Va., and Taggart Shoes of Huntington, 
West, Va., each incorporated with 
$100,000 capital. The firms will en- 
gage in shoe retailing. 


Store Changes Location 


MiamI, Fia.—Baker’s Shoe Store has 
moved from 76 E. Flagler Street, where 
it has been located for a number of 
years, into a much larger and more 
modern store on the corner of E. Flag- 
ler and S. E. First Avenue. 


Says Shoe Prices 
Include 502 Taxes 


New YorkK—The American consumer 
pays at least 502 taxes on a pair of 
shoes, which puts footwear in the very 
highest bracket of commodities bur- 
dened by hidden taxes the purchaser 
never hears about. 

Everyone from the cattle rancher to 
the retailer who sells the shoes pays 
from six to 35 taxes to federal, state 
and local authorities and these taxes 
are reflected in the price of the shoes, 
it was disclosed recently in the Decem- 
ber issue of American Magazine. 

Not only shoes, but everything the 
consumer buys, bears a price which has 
been inflated by hidden taxes to a de- 
gree the average person does not sus- 
pect and even tax experts are unable 
to fathom because of the complexity of 
the tax structure, according to the ar- 
ticle. When an American earns a dollar, 
taxes take 31 cents, of which only 11 
cents is covered by open taxes—income, 
luxury, sales and the like—while 20 
cents is in hidden taxes. His next high- 
est item of expense is food, which takes 
18.3 cents of his dollar. 

In the case of shoes, the cattle 
rancher pays 65 different taxes—fed- 
eral, state and local—the feed lot opera- 
tor 70, the slaughterhouse 63, the raw 
stock dealer 64, the tannery 64, the 
manufacturer 69, the wholesaler 57, and 
the retailer 50, a total of 502. The list, 
however, does not include taxes on such 
other materials in shoes as nails, thread, 
laces, rubber and finishing materials. 

Taxes levied last year by the 155,116 
authorities empowered to impose taxes 
in the United States—everything from 
the federal government to school dis- 
tricts — amounted to $55,200,000,000, 
most of which the article asserts, “are 
absorbed by the consumer when he 
makes a purchase in a retail store.” 

“These authorities,” according to the 
magazine, “and the taxes they collect 
from raw-material suppliers, proces- 
sers, transporters, component makers, 
manufacturers, distributors, wholesal- 
ers and retailers, contribute just as 
much to the current high cost of living 
as recurrent wage increases for labor, 
gray marketeering in essential raw ma- 
terials, and the uncontrolled urge of 
the American public to spend every 
dollar it earns.” 





Swedish Manufacturer 
Visiting United States 


St. Louis—J. E. Leander, of the 
Malmé Ldaderfabriks, A. B., Malmo, 
Sweden, one of the largest shoe manu- 
facturers and tanners of that nation, 
has been visiting a number of shoe 
manufacturers in the St. Louis area 
as a part of his study of the American 
shoe industry. While in the United 
States, Mr. Leander also visited shoe 
manufacturers in the New England 
area. 
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Travels 318 Miles for 
One Pair of Shoees 


SCRANTON, Pa.—Mrs. Robert Sayre, 
of Erie, Pa., recently brought her son, 
Bobby, to Scranton, a distance of 318 
miles, merely to buy him one pair of 





Bobby Sayre is more than satisfied with 
his new shoes. 


shoes at the Youth-O-Pedic Shoe Center, 
a store managed by Abe L. Plotkin. 

The story is that both Mrs. Sayre and 
Bobby lived here at one time and that 
Bobby, born with a heart condition 
which affected the growth of his legs 
and feet, was taken to Mr. Plotkin for 
his first pair of walking shoes. They 
moved to Erie last July and, when it 
came time for Bobby to have another 
pair of specially fitted shoes of the type 
recommended by his doctor, Mrs. Sayre 
did the sensible thing and had them 
fitted in the same store. 





Warm Weather Opening of 
Shoe Guild January 10 


New YorK—The 1949 Warm Weather 
Opening of The Guild of Better Shoe 
Manufacturers will be held the week 
of Jan. 10, it has been announced by 
Louis Sachar, president of the guild, 
who pointed out the fact that the late 
Easter will lengthen the time of the 
Spring selling season. “Therefore, shoe 
retailers must make additional pur- 
chases in January in order to get shoes 
for March and April selling which are 
the delivery months of the shoes to be 
bought at the January opening.” 

“Vision in shoe merchandising has 
never been more important since this is 
a period when new fashions are vital 
in order to create buying desire on the 
part of the consumer. The better shoe 
business has held up quite well by com- 
parison with other fields. It can con- 
tinue to hold up if stores keep offering 
the newest in shoe fashions that coordi- 
nate with the newest in fashion ap- 
parel,”’ stated Mr. Sachar. 


The shoes to be purchased at this 
Warm Weather buying period are (1) 
size-ups of early Spring best sellers, 


December 15, 1948 





*BEST 
IN BALLET 











THE STEADY PROFITS tne © 


@ Deluxe pleated soft tee bailet 
in black or white kid, unlined. 
Style 10 ececceses cc cceseocce tee 
Same, lined, style 12. eeeeece 2.10 


Full sole student ballet (not illus- 
trated) in black or white kid, 

Unlined, style 11...........$1.85 
Same, lined, style 13. eeeeere 2.10 


@ New, improved light-weight 
construction, Prima over the toe 
“Master Taps” included, in black 
patent or white leather, style 17. 
Child’s, 814/12, one width. . .$2.50 
Misses’, 1214/3, A & C widths. $2.75 
Girls’, 3144/9, AA & B widths. .$3.00 








* ACROBATIC 
SANDAL 








@ Acrobatic sandal in fawn, black, 
white or red suede,|style 1...$0.65 


There is a service charge of 10¢ per pair 
©n orders for less than 12 pairs of a style. 
Terms «= net 30 days, 


* HANDMADE + HAND-LASTED 


| PRIMA, Ine. 
| 705 Ann Street +. Columbus 6, Ohio 








(2) balancing of inventory for the 
peak Spring buying period, (3) pur- 
chase of additional promotional shces 
particularly color promotions, and (4) 
warm weather styles for town, after- 
noon, and after-five wear. 

The member firms of the guild par- 
ticipating in this guild week are Bele- 
ganti, Inc., Fox Shoe Mfg. Corp., Jerro 
Brothers, Mackey-Starr, Inc., John 
Marino, Inc., I. Miller & Sons, Inc., 
Newton Elkin Shoe Co., Palter DeLiso, 
Inc., Schwartz & Benjamin, Inc., Setroy, 
Inc., M. Wolf Sons, Inc., Morris Wolock, 
Zuckerman & Fox. . 


Partners Open New Store 


MONTEREY, CALIF.—Martin O’Donnell 
and Paul Weiser have opened a new 
shoe store with a Wohl Shoe Company 
franchise at 432 Alverado Street, Mon- 
terey, under the name of Martin’s Boot 
Shop. 

Mr. O’Donnell has been with Edison 
Bros. for the last 10 years, and was re- 
cently in charge of that company’s new 
Burlingame, Calif., Chandler store. Mr. 
Weiser has been connected with Wohl 
Shoe Company as field supervisor and 
department store manager for the last 
25 years. 
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W:. Shoe Ketel — 


HERE’S YOUR LUCKY NUMBER! 
IT’S CARPENTER’S SELF-STARTER No. 80 









arters 


ENTER 


We say lucky for two reasons. First because this 
particular “first walker” is now IN STOCK FOR 
IMMEDIATE DELIVERY. Secondly because 
you need stock only this ome style in sizes | 
1 to 6 including half-sizes, widths C and E in 
order to fit any normal baby foot perfectly. 


This popular Self-Starter No. 80 is far-famed 
for fit, flexibility, protective foot 
freedom . . . plus top quality that is 


THE CARPENTER SHOE CO., INC, 


161 CLARISSA STREET * ROCHESTER 8,N. Y. 





backed by thirty years ex- 
perience in the infants’ and 
children’s shoe field. 


BE SURE YOU HAVE COMPLETE 
SELECTIONS ... ORDER NOW! 

















MASRA Expects Big Attendance 





Committees Appointed to Care for Exhibitors and Buyers at Annual 
Convention and Shoe Mart in Philadelphia 


PHILADELPHIA—Arrangements de- 
signed to care for the largely increased 
number of exhibitors who have applied 
for sample rooms in which to display 
their merchandise during the 35th an- 
nual convention and shoe mart of the 
Middle Atlantic Shoe Retailers’ Asso- 
ciation were made at a recent meeting 
of the board of directors held in this 
city. This annual affair, always one of 
the largest of its kind in the country, is 
to be held Jan. 22, 23, 24 and 25 at the 
Benjamin Franklin Hotel. The meeting 
was presided over by the association 
president, John D. Dunn, Hagerstown, 
Md., assisted by Secretary Cal J. 
Mensch, of Pittsburgh. 

This early 1949 convention, they pre- 
dict, will be the largest, not only in 
point of attendance, but also in number 
of exhibitors, in the history of these 
annual affairs. One reason for this, they 
say, is that merchants, intent on keep- 
ing their inventories at a low level, have 
not yet placed orders for Spring and 
Summer to the full extent of their an- 
ticipated needs and this show, to be held 
12 weeks before Easter Sunday, will 
give them an opportunity to complete 


120 


their stocks not too far in advance of 
the day when they must be placed on 
sale in their stores. 

At this convention and shoe show 
there will be no noon-day speakers’ 
lunch as in the past. Taking its place 
will be a banquet to be held on the eve- 
ning of Monday, Jan. 23, and at which 
one of the entertainment features will 
be provided by the well-known hypno- 
tist, Howard Kline. 

In keeping with the custom of organ- 
izing committees to manage the conven- 
tion, the following have been named: 

Executive—John D. Dunn, chairman; 
William E. Morgan, Arthur L. Herrick, 
Durell S. Pollock, I. C. Smashey, Stan- 
ley C. Berger and Cal J. Mensch. 

Representing manufacturers—D. H. 
Kreider, chairman; Reuben Gordon and 
H. E. Snayberger. 

Representing wholesalers — Jerome 
Lutzky, chairman; Elkan Ries, Dave 
Hunn, Morris Freedman, M. J. Saks, 
Lester Pincus and Milton Volk. 

Representing retailers—Roy Walter, 
chairman; Robert Hemhauser, John A. 
Storch, Jacob Reineberg, I. Sable and 
the MASRA executive committee. 


Exhibitors’ committee — Gordon 
Evans, chairman; Harry Hahn, J. Fred- 
erick Schmidt, John G. Smith, Nathan 
Neiman, Philip Selzer and E. R. Hunts- 
berry. 

Speakers and entertainment—Mur- 
ray Rolfe, chairman; Maurice Yoskin 
and W. H. Hartzell. 

Legislative committee representing 
manufacturers and wholesalers—Reu- 
ben Gordon, chairman; Jerome Lutzky, 
Britton Abbey, Herman Johnson, Her- 
man Fischer, Howard Alexander. 

Legislative committee representing 
retailers—Owen W. Metzger, chair- 
man; Joseph DeYoung, John B. Allen, 
H. Nachman, Bernard W. Ettenger, 
H. C. Newswanger and Morris Bern- 
stein. 

Nominating—Harvey D. Farr, chair- 
man; Franklin E. Zusi, J. H. Geiger, 
Ben W. Shaub, Alfred H. Cohen, Morris 
Goldstein, Solomon Dantzic. 

Membership—Sam Levine, chairman; 
R. C. Gerheim, Arthur T. McCanner, 
Frank Montagna, Myer Goldman, G. I. 
Everhart, Jr., and S. C. Harrison. 

Finance (Budget)—I. C. Smashey, 
chairman; Jerome Lutzky, Murray S. 
Rolfe, W. H. Hartzell and Mose Leibo- 
witz. 

Auditing—J. B. Morrison, chairman; 
J. Fred Schmidt and D. S. Pollock. 





Women’s Shoe Group 
Announces Objectives 


New YorK—Following its organiza- 
tion here about three weeks ago, as re- 
ported in BooT AND SHOE RECORDER, 
issue of Dec. 1, Shoe Women’s Execu- 
tives has incorporated and announces 
its purposes to be: (1) to interest and 
assist more young women in selecting 
and developing shoe or allied careers; 
(2) to collect and disseminate pertinent 
fashion and industry information for 
distribution to its members and to ex- 
change ideas for the mutual benefit of 
the industry as a whole and of its own 
members; (3) toinferm and educate the 
public as to the functions of women in 
the shoe and related industries. It is 
further announced that the new asso- 
ciation is to be a non-profit, non-politi- 
cal group. 

The 10 women who worked on the for- 
mation of the new organization are: 
Margery Bregman, fashion editor, Foot- 
wear News; Dorothy Davies, fashion di- 
rector, Hermann Loewenstein, Inc.; 
Grace Hill, fashion coordinator, I. Miller 
& Sons, Inc.; Senta V. Illing, Illing of 
California; Kate G. Kamen, executive 
secretary, Guild of Better Shoe Manu- 
facturers; Florine Maher, fashion di- 
rector, National Shoe Manufacturers’ 
Association; Rhea Nichols, promotional 
director, Allied Kid Co.; Marion Palmer, 
executive vice-president, Shoes Associ- 
ated; Harriett Couplin Porteous, Por- 
teous Associates; Eleanor M. Rutty, 
fashion editor, Boot AND SHOE RE- 
CORDER. 
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Genuine Kid 
CHILDREN’S SIDE-GORE 


with flexible retan leather soles 
with special soilproof finish. 





IN RED, BLUE, BROWN 
Full and half- sizes 
6- 10%, 11-3 





She MONDL MFG. CO. Yue. 


38-42 


OTTER STREET: 


S Stote St 


Proven slipper lasts—plenty of toe room. 4% 
counters — three-sole stitchdown construction. 
Plaid lining hand lasted under insole. 





OSHKOSH - 






Moulded 







Gn Hock 


WISCONSIN 











“OUR WINDOW TRIMMERS 
ARE CLAMORING FOR 


THEM” 


says 


J. E. HIRSHFELD 


Display Manager of 


A. S. BECK 


"Our window trimmers 
say your display forms 
shape the shoes beau- 
titully, hold their color, 
are sturdy enough to 
stand up for years. For 
my part, the price is 
right.” 


Leaders in shoe retailing agree: Frankel’s new 
plastic shoe display forms are exceptional in styl- 
ing, fitting, durability. Amazing values. $1.25 pair. 


High, medium and low heels. 
painted toes at no extra cost. 


FRANKEL PLASTIC CORP. 
493 Seventh Ave., New York 18 


Jack D. Shenker, Soles Mgr. Shoe Display Form Div. 


Closed tops and 








About Shoe People 


Herbert N. Lape, chairman of the 
board of the Julian & Kokenge Co., 
Columbus, O., shoe manufacturers, and 
past president of the Columbus Cham- 
ber of Commerce, is currently serving 
as a member of the Department of 
Manufacture Committee of the Cham- 
ber of Commerce of the United States. 


x * Sa 


William A. Olson and William R. 
Briggs, owners of Olson’s Bootery, have 
started a new shoe store, Charl-Mar 
Shoe Store, in Providence, R. I., featur- 
ing shoes for women and children. 

~ a ~ 


Paul Hart is now assistant shoe 
buyer for the J. W. Robinson Co., Los 
Angeles, third floor shoe salon under 
Frank Plummer. 

« * ~ 


Thirty years’ service was completed 
recently by E. M. Hacker, shoe products 
representative for Goodyear Tire & 
Rubber Company at Cincinnati. Born 
at Hebron, Neb., he was educated in 
Indiana public schools and attended 
Franklin college in that state. He joined 
Goodyear in 1918 as salesman, in the 
same city where he is now stationed. He 
has been continuously associated with 
sales work. 
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New manager for Cardens Shoe 
Salon, 403 West Main, Oklahoma City, is 
Martin Weitsen, formerly of Alexandria, 
La. 


7 * 8 


The Blue Ribbon Shoe Shop has been 
opened by J. C. McKibben, owner, in 
a new location at 512 Main Street in 
Cedartown, Ga. 

* + = 

James Shaka, who operated a shoe 
store in Manchester, N. H., for a num- 
ber of years, has become a partner in 
Peter’s Shoe Store at 180 Chestnut 
Street, that city. 


* ¢ # 


Russell A. Green, formerly advertis- 
ing manager for the United Shoe Stores 
in Detroit is establishing his own adver- 
tising agency in the Motor City as 
Mullane-Green, Inc. 

~ = aa 


Joe La Fleur is now the acting man- 
ager of the shoe department in the 
basement of the W. T. Grant Store, 
161-167 W. Wisconsin Avenue, in Mil- 
waukee, Wis. He replaces.the former 
manager, Claude Russell, who went 
back on active duty with the U. S. 
Army Recruiting Forces. 


B. H. Modest, who for 29 years has 
operated a family shoe store at 596 Co- 
lumbia Road, in the Dorchester section 
of Boston, has sold his business and 
plans to retire. The new owner is 
Aaron Bornstein. 

x - *« 


Fred J. Coffin, proprietor of Coffin’s 
Shoe Store on Main Street, Somers- 
worth, N. H., has been named a member 
of the executive committee of the Asso- 
ciation of New Hampshire Assessors. 
For a number of years, he was city 
assessor in Somersworth. 

~ ~ 7” 


E. E. Wiley, for the past 15 years 
manager of the J. C. Penney store in 
Abilene, Kansas, is now the new mana- 
ger of the Kiesel Store, Junction City, 
Kansas. Mark Kiesel, who has been 
manager, plans to devote his time to 
other interests. 

7 = x 

Lee Nydigger, formerly with Geo. 
Innes & Co. of Wichita, Kansas, has 
opened up his own family shoe store at 
Oceanside, California, under the name 
of David Neil Botery, named for his two 
sons. The fixtures were built and de- 
signed by the owner and he is carrying 
nationally advertised brands. 
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For Dance Footwear 


DEPEND ON 


AN OLD ESTABLISHED 
BALLET MAKER 








SOFT TOE BALLET 


Fully lined, short soles, 
pleated toes. Hand 
made . ..A to D 
width. Full and half 
sizes, 8 small to ? 
large. White or Black. 


$2.15 


PATENT LEATHER 
TAP SHOES 


Genuine biack patent 
leather with wood heel. 
A and C width. Sizes, 
in case 


$2.75 
NATURE SANDALS 


Meliow chrome split, 
heavy soles. In Black 
or Fawn. Full and half 
sizes. 9 small to ? 


large. Thc 









Look to Leo for Nationally 
Advertised Dance Footwear 


ADVANCE Theatrical Shoe Co. 


32 W. Randolph Chicago 1, Il. 

















Fur Shoes Presented 
At Fashion Show 


New YorK—Shoes of Russian broad- 
tail by John Marino were presented at 
a fur fashion show recently at the 
Pierre Hotel in New York city, with 
the fur costume designs from the House 
of Aronowicz. The fur shoes were ere- 
ated by Marino to go with the light- 
weight furs for all occasions highlight- 
ed at the luncheon fashion show. 

‘Spat shoes and a bootie were fur shoe 
fashions featured for dressy afternoon 
and cocktail-into-dinner wear. A three- 
button spat model showed a broadtail 
quarter with a black satin vamp. The 
combination was also reversed. The 
bootie introduced was a two-strap style 
of broadtail with black satin collar and 
straps. The shoes were created espe- 
cially for this Aronowicz fashion show 
by John Marino, a member of the Guild 
of Better Shoe Manufacturers. 


Presents Given 
Child Customers 


ToLepo, O.—Lasalle & Koch Co., To- 
ledo department store, in 2 basement 
expansion program, has opened its new 
basement shoe department for boys and 
girls. Free story books, crayons and 
balloons are offered to youngsters visit- 
ing the department. 
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Three Little Pigs—How They Sell Shoes 





Business has been developed to the point at which most sales are made to 
customers in The Children's Shoe Shop — “Home of the Three Little Pigs", in 
Toronto, Canada 


TORONTO, CAN.—“Whether you’re 
painting a picture, modelling a bit of 
clay or fitting a pair of shoes, it’s all 
the same. You are trying to reach the 
same objective—striving to translate 
the mental image of harmony into the 
tangible form of perfection.” 

This is the highly idealistic business 
approach which guides Murray Smith, 
proprietor of The Children’s Shoe Shop 
—“The Home of the Three Little Pigs,” 
14 St. Clair Avenue West, Toronto. 
And since art is his avocation this mer- 
chant speaks with some authority on 
the subject. 

Getting down to earth, however, Mr. 
Smith claims that it is fitting, service, 
honesty and kindness—taking a per- 
sonal interest in people, plus good pro- 
motion which has built his present thriv- 
ing business. Opening 12 years ago, 
The Home of the Three Little Pigs was 
the first children’s shoe shop established 
in Canada. Last year a branch was 
opened serving the West end of the 
city. = 

But this store does more than just 
sell shoes. Actually, “shoe specialists” 
more accurately describes this estab- 
lishment and its personnel. Corrective 
shoes and appliances for adjustment of 
foot deformities are stocked to fill the 
pediatricians’ prescriptions. This shop 
works closely with the doctor, who in 
turn relies on their skilled services to 
further the cure of patients’ foot ills. 


At this shop there is an atmosphere 
of warm friendliness and sympathy 
above what is regarded good ethics in 
business. Christian names are encour- 
aged and clerks display a free and easy 
manner as they joke and play with the 
little ones during fittings. 

The Three Little Pigs is a place where 
parents enjoy bringing their children 
for a shoe fitting, confident of a sym- 
pathetic and helpful interpretation of 
their needs. Shoes at this store must 
fit properly or the sale is not made. 


Satisfaction on all sales is guaranteed. 
But should complaints occur, the policy 
is “cheerfully refunded.” 

Most sales represent repeat business. 
People who have moved out of town 
still patronize The Three Little Pigs 
and customers as far away as China, 
India and South America are included. 
A wide mail order business is done, as 
many as fifteen parcels going out in a 
single day. In a busy season, 150 pairs 
of shoes are often shipped out in a 
single day. Names and addresses of 
all customers are filed and an efficient 
follow-up system is engaged in for both 
in and out of town’ers. 

This out of town business is encour- 
aged by a smart promotion idea. On 
frequent out of town trips, Mr. Smith 
drives a station wagon which bears the 
firm name. This practice has been 
found to be most effective advertising. 
On many an occasion he is stopped with 
inquiries about shoes, thus sales result. 
Also, attention is given seasonal pro- 
motion in the form of direct mail. 

There are plenty of “come hither” fea- 
tures at the Home of The Three Little 
Pigs which has been specially designed 
to capture the fancy of children. The 
20 x 40 store has been divided in half, 
with fitting room at the front and con- 
cealed stockroom at the rear. The rear 
wall facing the entrance door simulates 
the red and white cottage front of the 
home of the three little pigs. Shingled 
roof, white stucco front with two win- 
dows and a central door bearing the 
name of the famous trio, creates a real- 
istic atmosphere. Life-size, cut-out fig- 
ures of the pigs designed from plywood 
and in full color, pose near the “family 
residence.” While the big bad wolf is 
absent, he is replaced by two elephants 
and a toy monkey suspended on a spring 
from the ceiling, which delights small 
visitors with his antics. These were 
installed after the accompanying photo- 
graph was taken. 
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BRIGHT CHRISTMAS WINDOWS ws 
with colorful cards and price tickets Our BREAKAGE AND FADING 


IN-STOCK NOW for early delivery Losses GREATLY DECREASED” 


WINDOW CARDS says 


in red, green &- gold, 4 R KESNER 
e . J 


As Illustrated 
Display Manager of 


MILES SHOES 


five other texts 
to choose from 
$1 ea. 3 for $2.25 

"Your plastic shoe dis- 

play forms are both 

durable and flexible 
and above all our 
losses due to breakage 
and fading have been 
greatly decreased. 
Your product is a key- 
note of good business.” 








PRICE TICKETS 


In matching colors and 
other Xmas designs 


30¢ doz. $3.00 gross 
102 prices in-stock 


CARD HOLDERS 
Natural wood finish 
$2.10 ea. 
while they last 


WRITE TODAY GZ 








Leaders in shoe retailing agree: Frankel’s new 
plastic shoe display forms are exceptional in styl- 
ing, fitting, durability. Amazing values. $1.25 pair. 


High, medium and low heels. Closed tops and 
painted toes at no extra cost. 




















for Xmas circular and sample tickets 


seat Seether _ FRANKEL PLASTIC CORP. 
MERCHANT'S SERVICE DEPT. X. 493 Seventh Ave., New York 18 


209 S. STATE ST. CHICAGO 4, ILL. Jock D. Shenker, Sales Mgr. Shoe Display Form Div. 














“B d Fl 9 H bd CHICcAGO.—Shoes played an impor- 
u get oor as Anniversary tant part in the recent first anniversary 

celebration of the introduction of 
“Fieldbilt,” a new line of merchandise, 
by Marshall Field & Company on its 
budget floor. Television, newspaper ads, 
direct mail, and window displays were 
used in the program. 

When the “Fieldbilt” line was 
launched a year ago it was part of a 
new type of merchandising operation 
for Field’s downstairs store. The line 
started with nine items of merchandise, 
manufactured to specific quality stand- 
ards. Twenty more were added during 
the year. It now includes men’s, wo- 
men’s and children’s apparel and acces- 
sories and household articles, with all 
prices geared to the average consumer’s 
income. Shoes include a selection of 
styles for men, women and children. 

Women’s shoes, which sell for $7.70 
a pair, are offered in two styles, a 
dressy, open toe oxford tie for all-occa- 
sion wear in black suede or black 
crushed kid, and a bow pump in all 
black suede or black kid with crushed 
kid side panels. Specifications of man- 
ufacture for these shoes included sturdy 
leather soles and leather insoles, meta- 
tarsal pads, arch pillows, and cushion 
heel seats. Specifications for each of 
the Fieldbilt slippers at $4.40 each 
(d’Orsay and bridge) included pastel 

Shoes for women and children are prominent in this window display of Fieldbilt pink leather lining with a glazed finish, 
merchandise at Marshall Field & Co., Chicago. [TURN TO PAGE 126, PLEASE] 
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yy, No “blood and thunder"... Parents, churches and 
school groups revolt against it . .. our comics are the 
kind you would not mind your own children reading. 


Write for information concerning our monthly delivery schedule 

which will enable you to get a series of new subjects each month in 

minimum quantities. This means you will always have a fresh stock of 
new subjects for the kids. 





HEADQUARTERS Since !901 for Good-will Creating Toys 















Novelties, Souvenirs, Birthday Gift Specialties, 
Premiums and Give-Aways. 


Cal! or 


Write for 





THE Lederer INDUSTRIES, Inc. 39 West [9th St., N.Y. 11 


Catalogue 


and prices 
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Get the full 
details on this 
complete line of newest sport 
sensations by Flite-Step! (Shown) Kiltie 
Oxford in black or pine green Norzon 
with natural crepe sole. Also in brown 
Norzon with green crepe sole. Kiltie is 
removable. All styles M4 to 9. 2.40 


IDEAL SHOE CO.* 4th & Arch Sts., Phila. 6, Pa. 


“The Right Step is Flite-Step” 








Sheppard Honored by 
Shoe Group 
[CONTINUED FROM PAGE 114] 


Atkins, executive secretary, National 
Association of Shoe Chain Stores; Dan- 
iel J. Danahy, president, and Maxwell 
Field, executive vice-president, New 
England Shoe and Leather Association; 
I. M. Kay, Berland Shoe Stores, St. 
Louis; James J. Molloy, Merrimack 
Shoe Co., Lowell, Mass.; William Lu- 
bell, Lubell Shoe Co., Boston; A. W. 
Berkowitz, Bourque Shoe Co., Raymond, 


124 


N. H.; A. A. Bloom, Saco-Moc Shoe 
Corporation, Portland, Me.; Albert E. 
Gordon, Todd Shoes, Inc., Lowell, 
Mass.; Kivie Kaplan, Colonial Tanning 
Co., Boston; Francis B. Masterson, 
Hub Shoe Co., Boston; Walter Rein- 
stein, John E. Daniels Leather Co., Bos- 
ten; William Burger, president, Boot 
& Shoe Traveler’ Association of New 
York; Julius G. Schnitzer, chief of the 
Division of Textiles and Leathers, De- 
partment of Commerce; and Frederick 
Bloom, executive secretary of The 210 
Associates, Inc. 

Following the banquet and presenta- 
tion of the T. Kenyon Holly Award, 
members and guests were entertained 
by a show of stars under the direction 
of the Abner J. Greshler Agency. 


Molloy Re-elected Head 
Of 210 Associates 


Boston—At one of the most largely 
attended annual meetings in its history, 
The 210 Associates recently re-elected 
James J. Molloy of the Merrimack Shoe 
Mfg. Co., Lowell, Mass., as president. 
Other officers elected are: 

Vice-presidents (1-year term): A. A. 
Bloom, Saco-Moc Shoe Corporation, 
Portland, Me.; Albert E. Gordon, Todd 
Shoes, Haverhill, Mass.; Kivie Kaplan, 
Colonial Tanning Co., Boston; Francis 
B. Masterson, Hub Shoe Co., Boston; 
and Walter Reinstein, John E. Daniels 
Leather Co., Boston; treasurer, Abe W. 
Berkowitz, Bourque Shoe Co., Raymond, 
N. H.; secretary, William Lubell, Lubell 
Shoe Co., Boston. 

Directors (3-year term): Walter 
Arnold, John Foote Co., Brockton; Al- 
bert D. Aronson, American Girl Shoe 
Co., Boston; Philip Brian, Crestbrand 
Leather Co., Boston; I. M. Kay, Ber- 
land Shoe Stores, St. Louis; and Willy 
Nordwind, Athletic Shoe Co., Chicago. 

A highlight of the dinner meeting was 
the response to A. W. Berkowitz’s plea 
for more life members. Sixteen mem- 
bers present immediately signed up and 
several others promised to solicit the 
membership at large for additional 


prospects. 
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STRAUSS TANNING 
COMPANY, INC. 


Introducing fine quality 


WHITE SUEDE SPLITS 


(Snow-white Tan) 


Also tanners of quality 
Chrome Retan and 
Flexible Innersole Splits. 


Strauss Tanning Co., Inc. 


145-147 Lowell St., Peabody, Mass. 

















Dates Set for Next 
Baltimore Shoe Show 


BALTIMORE—The Baltimore Shoe Club 
has set the dates of its annual shoe 
show in 1949, for the 23rd through 27th 
of July. The club representative of 
the industry in Baltimore, will hold only 
this one yearly show. 

Arrangements will be handled by 
Eugene Richardson Associates of Bos- 
ton, who managed the club’s first show 
in 1948. , 

The Baltimore Association of Com- 
merce, will again lend its facilities. 
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“BEST SHOE DISPLAY FORMS 
: IN THE INDUSTRY” 


says 


M. J. Nedzbala 


Displey Manager of 


G.R. Kinney Co. 


“Congratulations on 
producing the bes? 
shoe forms in the indus- 
try. Your new 20th 
Century Plastic Beau- 
ties are TOPS! They fit 
better. They look bet- 
ter. They wear better. 
Yet they cost less!’ 


YOUTHFUL DANCING SHOES 
FOR AMERICA’S DANCING 
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L Genuine Patent 
{ Leather or White 


Elk 
Lip Taps—Cieated 7 
Heel a 













CHILD'S 4-12 

M Widths $2.55 
MISSES’ 12/2-3 : a , 
N & M Widths 245| Leaders in shoe retailing agree: Frankel’s new 


: 5205 CROW; | plastic shoe display forms are exceptional in styl- 
f ; Sa a Oy ING GiRLs' 4.9| P ‘ ptay : P y 
Noone cling spies to, catch the ove ,and N&M Widths) ing, fitting, durability. Amazing values. $1.25 pair. 
delight rt from teens " : : 
thru’ twenties. Step out this dancing season Tops included High, medium and low heels. Closed tops and 
with Whirlers. with order. painted toes at no extra cost. 


> ®| FRANKEL PLASTIC CORP. 


493 Seventh Ave., New York 18 


Jock D. Shenker, Sales Mgr. Shoe Display Form Div. 














° Schwartz, designer for the Wohl Shoe 
New Store A Study in Blue and Gray company: “rne'front of the store was 
completely rebuilt. It has a large glass 
door and a large and inviting vestibule 
with a panel ceiling. Trimming is in 
peach and silver. The interior of the 
store is done in soft blue and gray. The 
carpet and fitting chairs are in blue, 
with the chair arms and the X-Ray 
machine in natural wood. The walls 
are painted light gray, and the ceiling 
and wallpaper are also light gray. 
Shadow boxes in rose afford a pleasing 
contrast. Changes have been made in 
the “Kiddies Bar” by the addition of 
small winding steps and small fitting 
chairs. Sliding doors beneath the plat- 
form hide shelves for approximately 
300 pairs of children’s shoes “The 
fitting platform,” Noble says. “is popu- 
lar with the kiddies because it makes 
them feel kingly to be seated so high.” 
A complete sales record is kept, with 
a pedigraph imprint of every foot he 
fits. 
He has been in the shoe business for 
25 years, having been connected with 
Gene some of the largest retail shoe stores in 
Atlanta as a buyer and manager. Dex- 
Rose-colored shadow boxes harmonize with gray walls and blue carpet in Atlanta's ter, his son, has been highly trained 
Overstreet Shoe Salon on Peachtree Street. in fitting corrective shoes for children. 
They are beth ably assisted by Mrs. 
ATLANTA, Ga.—L. E. Noble, Jr., and Street, N. E., purchased from J. P. Eloise Hargis, who is considered to be 
his son, Dexter R. Noble, have become Overstreet who was formerly a partner one of the most capable shoe women in 
partners in the store known as Over- of L. E. Noble, Jr., in this store. the South. 
street Shoe Salon at 966 Peachtree The store was remodeled by Charles [TURN TO PAGE 126, PLEASE] 
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KIWI IS BACK 


—in Unlimited Quantities! 


TRADE-MARK REG. 
U. &. PAT. OFF. 


THE WORLD’S MOST FAMOUS POLISH 










The KIWI (Kee Wee) is a re- 
markable New Zealand bird. 
Even smaller than a chicken, 
it lays an egg 5 times larger!... 
That's the tip-off on KIWI 
Shoe Polish profits, too! 





OFFERS YOU BIG PROFITS AND SURE-FIRE “REPEATS”! 





¥%& Ic means increased sales for you, this news 
that world-famous KIWI Shoe Polish is back! 

During the war millions of servicemen dis- 
covered the magic of KIWI Shoe Polish in 
England and Australia. Never before had they 
seen anything like it! Never before a polish that 
produced a “parade shine” that lasted so long! 
And KIWI helped to “nourish the leather”! 

No wonder the fame of KIWI trickled back to 
the States! And no wonder the supply of KIWI 
in this country was snapped up overnight! 


40 to 50% Profit! 


But now KIWI is back—in unlimited quantities! 
Millions of KIWI-hungry customers will create 
a terrific demand. And that means not only big 
sales—and “repeat’’sales— but handsome 
PROFITS—because profit margins are actually 
40 to 50% on KIWI! 


Powerful Advertising Support! 
A smashing advertising campaign will herald 
KIWIS return. Watch for details! Order KIWI 
now. Display it! Put it “out front”— where a 
fast-moving 40 to 50% Profit-Maker belongs! 


Available in Black, Dark Tan, Transparent (Neutral), 
Tan, Mid-Tan, Brown, Mahogany, Oxbiood, and Blue 


%*& Millions of servicemen discovered KIWI in England 
and Australia! They've been calling for KIWI ever since! 





f THESE SUPERIOR 
© FEATURES MEAN MORE 
SALES FOR YOU! 
KIWI contains only the world’s finest waxes. 
KIWI waxes sink deep into the leather — 
keep it soft and pliable in all weathers. 
KIWI gives a Jonger-lasting shine that “comes 
back”’ again and again with just a quick | 
brush-up. 
KIWI gives a faster, more brilliant shine— | 
keeps shoes well groomed. 
KIWI helps to “nourish the leather.” 
KIWI is used exclusively by many custom 
shoe craftsmen as a fitting finish on 
their finest shoes. They recommend 
KIWI! 











\ wi 





KIWI POLISH CO. PTY. LTD. 


836-844 So. Swanson St., Philadelphia, Penna. 











“Budget Floor” Has 
Anniversary 


[CONTINUED FROM PAGE 123] 


Cuban heels covered with scuff-resistant 


materials and flexible leather soles. 

There are three basic styles of shoes 
for children—a shark-grained leather 
tipped oxford, moccasin type oxford, 
and saddle oxford, priced at $4.80 a 
pair. 

The two $6.95 men’s shoes are a wing 
tip and a moccasin type oxford, and 
specifications include Neolite soles, rub- 
ber heels, heavy, elk-tanned cowhide 
uppers over a combination last, and 
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buffed leather insoles. For smooth 
ankle fit, the manufacturer followed 
right and left ankle patterns. 

A, year prior to the introduction of 
the Fieldbilt line, the name “Budget 
Floor” was adopted for the downstairs 
floor. This change in name, from 
“Basement” also made a complete 
change in the merchandising theory of 
Marshall Field & Company’s moder- 
ately priced business, a change which 
marketing experts called “revolution- 
ary.” “The objective of this new mer- 
chandising theory,” Egil E. Krogh, 
merchandise manager of the Budget 
Floor, said, “is to serve that enormous 
part of the buying public which must 
make its dollars stretch.” 


Irving Edison Honored by 
Jewish Welfare Board 





Louisville, Ky.—Irving Edison, right, of 
St. Louis, vice president of Edison Bros., 
and retiring chairman of the National 
Finance Council of the National Jewish 
Welfare Board (JWB) recently received 
an illaminated resolution from Frank L. 
Weil, New York, JWB president. The 
resolution, marking Mr. Edison's service 
to the organization as chairman of the 
council for the past six years, was pre- 
sented at the annual meeting of the 
council in Louisville. 





Kinney to Open New Store 


Cuicaco—The twenty-five foot build- 
ing at 3260 Lincoln Avenue, adjoining 
the new Woolworth store,” has been 
leased by Benjamin Galin of Milwaukee 
to the G. R. Kinney Shoe Company for 
a period of years at a minimum guar- 
anteed rental in excess of $110,000. This 
will be the tenth Kinney store to be 
opened in Chicago. 

A complete new front including a 
three-story facade and a modern vis- 
ible window with all glass doors is 
planned for this location. Remodeling 
is expected to commence about January 
10, 1949. . 





New Store a Study 
In Blue and Gray 


[CONTINUED FROM PAGE 125] 


The store is located out on Peachtree 
Street in a section known as the “10th 
Street Shopping Center,” where there 
are a great number of high-class, exclu- 
sive shops. “Many women around the 
city,” Noble says, “refer to this vast 
shopping center as ‘Hen Heaven. ”” 

Since the opening of the store a year 
ago, business has tripled. Noble is now 
handling popular-priced, nationally ad- 
vertised women’s and children’s shoes, 
and is contemplating adding a highly- 
advertised men’s line to make it a com- 
plete family store. He is continuing to 
manage his other store “The Bootery,” 
in Decatur, Georgia. 
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“THEY SHOW NEW STYLES 
TO BEST ADVANTAGE” 


says 


Harry Jamieson 


Display Manager of 


Berland Stores 


"Your shoe display 
forms are all you claim- 
ed for them. They're so 
easy fo use and they 
certainly form the win- 
dow shoes beautifully. 
| like the construction, 
the styling, the flame- 
proof feature, and of 
course, the price.” 








Leaders in shoe retailing agree: Frankel’s new 

plastic shoe display forms are exceptional in styl- 
DELIVERY ing, fitting, durability. Amazing values. $1.25 pair. 

Wabehiniie Maat. High, medium and low heels. Closed tops and 

ties in key cities | painted toes at no extra cost. 


throughout the 
country, insure 


vece"wive FRANKEL PLASTIC CORP. 


“ee Elam Shoe Co: 493 Seventh Ave., New York 18 
vy tern i Jack D. Shenker, Sales Mgr. Shoe Display Form Div. 
o Vee You 


nein te iat Sa es 


IMMEDIATE 








be peach or tones of rose on the walls, with thyme used for 

















DISTRIBUTORS IN KEV CITIES miscellaneous tones. Fixtures might be in pearl gray or 
Lane Br ears a 

Krohngold. EE A eae BE “Cleveland, Ohio ivory. 

he oe “It is well to be careful of so-called ‘daylight’ illumina- 
rg g t Oy ee | 7 tion. Daylight may be cold and forbidding and even though 
C. A. Bachman, 3737 Dupont Ave., Minneapolis, Minn. colors may thus be seen in a truer light, for psychological 

Immediate delivery from above sources. reasons a softer, more mellow type of lighting is usually 

Write to distributor nearest your city or favored by most people. 

See Seer re oe “And lastly, remember that women usually notice color 
more than men in the stores or departments in which they 
shop. They are more acutely appealed to or repelled by 

Color Can Help to Sell Shoes it. Men come into a shoe store to buy a pair of shoes; 
women respond to comfort and beauty. Beauty should 
[CONTINUED FROM PAGE 104] mean color.” 


is better to be obvious rather than subtle in the choice of —_— 

these shades; art expression is safer on the democratic 

than the aristocratic side. Shoe Man Opens Two New Stores 
“This choice of color must also be regulated by the type 


of merchandise with which it is tobe used. Retailers must ea a mg , iaitaeaia 281 
know their products as well as their type of customers. In a SIO, 50 Cp 6 Ree eee eee 


n° $a : Gratiot Avenue. under the same name. Mr. Katt also 
a shoe store or department the plain, light turquoise carpet : es a 
and other furnishings may be simple or elaborate. accord- opened a new second “floor shup um Griswakt Street a few 


ing to the clientele. Large department stores get around —_ aye pores ye Fa ghw Prema 
this by having more than one shoe department. No matter the name of Sample Shee Mart. tis brother, Samuel Katt, 


how the decorating scheme is worked out, however, the will continue to manage the original Woodward Avenue 
> > 


Detroit—David Katt. owner of Elliott Men’s Shoes or 


same color rules must be observed. Most shoes are black, et 
white or brown and so stand out clearly on the soft thyme 
carpet, while those of other colors also appear to good 
advantage on this shade of floor covering. - 
“To add colors for walls, ceiling, woodwork and furnish- New Department to Sell Men’s Shoes 
ings that combine well with the carpet it might be well to Provipence, R. I.—Gollis, men’s apparel shop, located at 


remember that pure colors are best with black or white; 562 Pleasant St., New Bedford, Mass., has opened a new 
tints, with tones amd black; shades, with tones and shoe department in charge of Raymond Lebeau. The new 
white. A pleasing combination of colors might therefore department is air conditioned. 
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Even though the demand 
for this shoe is far be- 
yond our expectations, our stock is rapidly 
being replaced to take care of your orders 
for this unusual shoe. 





Julius ALTJCHUL INC. 


ALTSCHUL'S TAN ELK MONKSTRAP CLASSIC 


Handsome design, perfect fit and ALTSCHUL 
top quality distinguish this school ‘n’ sport 
shoe in children’s and teens sizes. 
prompt delivery is assured. 


Usual 





C406; 814-12 B-EE SPG. HEEL 
M406; 122-3 B-E LEA. HEEL 
L416; 4-9 AA-D LEA. HEEL (illus.) 


Illustrated Stock folder available 
upon written request. 


JULIUS ALTSCHUL, INC. 


117 Grattan Street Brooklyn 6, N. Y. 





FOR EVERY SLIPPER NEED 
Men‘s, Women’s, Boys’, Children’s Leather Slippers 
with Padded Leather Soles * Ladies’ Leather D’Orsays 
and Bridges, with Hard Soles. 


PLAY THIS $9.60 
FAVORITE 


LINE 


Careful workmanship and finest ma- 
terials produce this top quality line, . 
which is setting such a remarkable . 
record for turn-over. Built for com- 
fort and durability, it represents a 
new standard for fine slipper selling. 


FAV Oo R : T E FOOTWEAR, incorporate 


| 318 EAST 32nd STREET NEW YORK 16, N. Y. 














Kid Leather 







Moccasin Slipper 























HANDY PRICE STICKERS for 
ACCESSORIES, SHOES and CARTONS 
121 to a perforated sheet; width 
to fit your typewriter 


STOCK NO. 





12 sheets 
gummed and per- 
forated to a book. 
OUR PRICE 1452 
Price Markers 

$1.50 
2 books: $2.50 
5 books: $5.00 


TZ Check, M.0.,orC.0.D. 
Actual size 


BOOT & SHOE RECORDER-Merchants Service Dept. 
209 S. State St., Chicago, Ill. 


Book of 1452 
markers will 


mark 726 pairs. 








SALE PRICE 

















Educational Program Stresses Brand Names 





Baltimore, Md.—This display of nationally-advertised brands of shoes was 
Edmondsea area of Baltimore, in con- 
Nearly all of the merchants in 
r in staging this brand eduucational program by 
assembling similar brand theme window displays, in cooperation with Brand Names 


created by the Wyman Shoe Store in the 
junction with Edmondson's “Parade of Progress." 
Edmondson worked 


Foundation, Incorporated, of New York. 


Canada’s Share in ERP 
Includes Leather and Shoes 


OTTAWA, ONTARIO.—Canada is in a 
position to supply a wide variety of 
commodities to countries participating 
in the United States-sponsored Euro- 
pean Recovery Program, according to 
the latest official statement in Ottawa. 
Among the availabilities as from July 
1, 1948, to June 30,.1949, are included 
an estimated $26,100,000 worth of hides, 
skins and leather, $15,000,000 of leather 
footwear, $5,000,000 of rubber footwear 
and $700,000 rubber sole slabs, with the 
quantities involved being 29,000,000 
square feet of upper leather, and 7,200 
metric tons of sole leather; 5,000,000 
pairs of leather footwear, and an un- 
specified quantity of rubber footwear. 

It is emphasized in the Capital that 
these are estimates only and they are 
subject to change, depending on various 
factors involved in production. 

It should also be remembered that 
the tendency will be for European 
countries to spend their ERP dollars 
on raw materials rather than finished. 
That shoes will be bought by them in 





any great quantity is unlikely. Actual 


Clothing Store Adds Shoes Avenue to the Hotel Seneca Building shipments of hides, skins and leather 

in Clinton Avenue South, where a new scheduled for the first period of the 

RocHEstsr, N. Y.— Knopf Clothes store has been built at an estimated plan (15 months starting as of April 

Inc., retail men’s clothing and furnish- cost of $150,000. Shoes have been 1, 1948) for delivery to the U. K. 
ings business, has moved from East added to the apparel lines carried. amount to only $6,200,000. 
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Shoe Salesman | 
ee 
PRIMEX 
SHOE FITTER 
can LOT” 





“LOOK LIKE A MILLION 
THEY'RE EASY TO CLEAN” 


Today’s 


says the 
Window Trimmer’s 
Assistant 


“Oh Boy, it's a pleas- 
ure to prepare window 
shoes with these 
Frankel Shoe Display 
Forms. They look like a 
million, and they're so 






| strong they just 

WON'T buckle, even 

: when the shoes are 

PRIMEX with many new tight. | sure go for 
improvements is designed for two purposes—to assure them.” 


foot health and to increase and speed up shoe sales. 
New X-Ray mechanism including 3-ray penetration 
for every foot thickness plus innovations in the cabinet 
itself—lower step, wider platform, compact size to 
save valuable floor space and new, modern style and 
beauty- make PRIMEX your most effective sales help. 
Shoe dealers everywhere say there is no comparison. 


For full particulars write 


Leaders in shoe retailing agree: Frankel’s new 
plastic shoe display forms are exceptional in styl- 
| ing, fitting, durability. Amazing values. $1.25 pair. 


High, medium and low heels. Closed tops and 
painted toes at no extra cost. 


FRANKEL PLASTIC CORP. 





EQUIPMENT CO. 
135 So. La Salle Street 493 Seventh Ave., New York 18 
Chicago 3, Iinois ? Jack D. Shenker, Sales Mgr. Shoe Display Form Div. 
BS-12B 








New Wichita Store Has 
Unique Color Scheme 


WicHITa, Kans.—The Guild Room, 
Inc., 211 East William, a fine new shoe 





ROBERT K. CHISM 


store, held its formal opening recently. 
The opening was extended through a 
second week in order to accommodate 
the many visitors who were unable to 
see the new store on opening day. 

Located on the ground floor of the 
KFH building, the new establishment 
has unique modern decorations in its 
display windows, and throughout the 
entire interior. 
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The ceilings are deep gray, offsetting 
the orchid and chartreuse walls. The 
upholstery of the furniture is bright red 
and blue, and this with the floral ceil- 
ing-to-floor drapes, ends an atmos- 
phere of gaiety to the interior. 

‘An innovation, introduced by Robert 
K. Chism, executive vice-president, is 
the “treasure chest shoe.” A picked 
shoe, outstanding in style, is being fea- 
tured at the store each week. 

Mr. Chism has made several trips 
East, selecting footwear for unusual- 
ness and flattery. 

Complementing the footwear in color, 
material and style at the Guild Room, 
are handbags which have been selected 
by Mr. Chism. During the Fall season 
genuine reptile, calfskin and shirred 
suedes were featured. 

President of the Guild Room is Eddie 
Zongker, veteran shoe man. He has 
announced that he will spend consider- 
able time in the store serving the nu- 
merous friends he has acquired during 
his association with the shoe business in 
Wichita. 





Store Celebrates Anniversary 


ELKHART, IND.—A third of a century 
of successful business recently was cele- 
brated by the New Cohn Economy Shoe 
Store, 219 S. Main St., Elkhart, in a 
ten-day event, featuring special displays 
and reduced prices. 


Heads Shoe Department 
In Florida Store 


PANAMA City, FLA.—Schneider’s De- 
partment Store; Panama City, Florida, 





L. J. RILES 


recently announced the association of 
L. J. Riles as department manager of 
their well-known women’s service divi- 
sion. 

Mr. Riles, formerly of Nashville, 
Tennessee, has lived in Panama City 
for the past several years and is known 
to his friends and customers as a 
master of scientific shoe-fitting. 











SC 
FOOTWEAR 
A NEW 


HIGH PROFIT NOTE... 


Make Melody your Profit theme 
for ‘49, with these “sweet and 
hot" fashion sandals against a 
solid accompaniment of Style and 
Value. The whole shoe world is 
talking about these clean cut at- 
tractive casual and dressy shoes. 
They're master-works by one of 
the country's smartest designer- 















craftsmen 
gate them 


Selling fast in Red and Green 


combinations. Investi- 


today. 


To retail 
profitably at 


$5.00 to | 


Opens A New Era for Your 
BABY SHOE BUSINESS 


See Dr. Posner's Baby Shoe Bar At Our New 
York Showroom — Or Write For Information 


Dr. A. POSNER SHOES, INC. 


Executive Offices: 101 West 31st Street, New York 1, N.Y. 
Sales Offices: Chicago Merchandise Mart...Room 1046 
Pacific Coast: Haas Bidg. . . . Suite 1112 . . . Los Angeles 








A long settee with back fo wall and facing a row of chairs adds depth to 
“King's Shoes" in Brocklyn, N. Y. Shelving on one side only gives width. 


BRooKLYN, N. Y. — Harry King’s 
newly-remodeled store, “King’s Shoes,” 
at 1120 Kings Highway, is a “real” 
family operation. He is president of 
the store, which is incorporated under 
the name of the Highway Boot Shop; 
his wife, Pearl, is vice-president; and 
his son, Lawrence, is general manager 
and buyer. They all pitch in and run 
the store together with the able as- 
sistance of an “outsider,” Irving Tay- 
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lor, who is assistant manager and 
buyer. 

Mr. King, who has been in the shoe 
business all his life, has been open for 
business in this section for 14 years. 
Because he felt that remodeling the 
store would improve his business, he 
began this work in August. By Sep- 
tember, the job was finished, and sales 
up to date have shown an increase. 

The store is a narrow one, but in- 


telligent use of interior decorating has 
given it an impression of greater space. 
A completely glass entrance contributes 
to this effect. On one side, a long set- 
tee, covered with neutral Koroseal, 
gives the store depth. On the other 
side, the space has been left empty ex- 
cept for a cashier’s counter and a short 
bank of fitting chairs. This wall has 
been fitted with shelves of shoe stock, 
supplemented by stock in a room at the 
rear of the store. Coral color wall- 
paper with gray leaves is used to con- 
trast with a moss green, pebble rug. 
A large, full-length mirror at the rear 
serves the usual purpose. Lighting is 
by the latest, fluorescent lamps. 


Shoe Store Installs 
Chiropody Department 


DoucLas, Wyo.—George Brooks, own- 
er and manager of the Style Shop, of 
Douglas, has recently furnished his 
shoe store with a modern, fully-equip- 
ped chiropody department, consisting 
of three attractive, up-to~<late rooms. 








Opens New Family Store 


MILLBRAE, CALIF.—John Belvini has 
opened up a family shoe store carrying 
nationally advertised merchandise at 
311 Broadway, Millbrae. Mr. Belvini 
was formerly connected with Karl’s 
Shoe Co. in South San Francisco. 
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Sales Promotion Calendar 
Issued by NRDGA 


New York—Publication of the 1949 
issue of the Sales Promotion Calendar 
has been announced by Howard P. 
Abrahams, manager of the sales pro- 
motion division and visual merchandis- 
ing group, National Retail Dry Goods 
Association. This annual publication is 
a guide and workbook for retailers, 
manufacturers and advertising agencies 
in planning their promotional activities. 

“Many new features have been added 
this year to make the calendar even 
more valuable,’ Mr. Abrahams said, 
“for there is a check list on how to plan 
a store-wide event, typical forms to use 
in sales promotion operations, tech- 
niques to use to determine how to pro- 
mote, daily calendar spaces to enter 
merchandise and advertising plans.” 

In addition the calendar provides sta- 
tistics which give the amount of busi- 
ness each major store department does 
each month as compared with the total 
amount of annual business. Monthly 
sales volume expectations are also 
given. There is a table to show the lead- 
ing nation-wide promotion events and 
the names of the sponsors making it 
possible for manufacturers or stores to 
tie in with these events. Religious holi- 
days, advertising costs and other data 
of value to retailers, advertising agen- 
cies and manufacturers are given. 
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Officers Named 


By Tanners’ Council 


CuHicaco—Officers of the Tanners’ 
Council, named to serve during 1949, 
were elected here during a session of 





Sherwood B. Gay (right) and 
William F. Schumann 


the Council’s recent annual meeting 
here. Sherwood B. Gay, Irving R. Glass 
and J. Louis Nelson were re-elected 
president, executive vice-president and 
secretary, respectively. A new officer 
is William F. Schumann, elected trea- 
surer. . 

Directors at large, named for a three- 
year term, are Paul Legallet, Jr., 
Michael F. Flynn, Frank Belz, Silas B. 
Foot, Carl F. Danner and Burch Velsor. 


F. H. Becker was elected a director for 
two years to fill the unexpired term of 
Edwin A. Gallun, who becomes regional 
director. 


Lower Price Shoes 
Bought by Retailers 


CHIcAGoO—A marked trend toward 
heavier stocking of lower priced shoes, 
which has been growing during recent 
months, marked buying at the recent 
show of the Shoe Travelers’ Association 
of Chicago held Nov. 29 and 30 and 
Dec. 1 at the Hotel Morrison. 

Buying generally was slow with at- 
tendance off considerably as compared 
with other 1948 shows. Whatever buy- 
ing that was done was concentrated in 
the lower or moderate priced lines. 
This was particularly true of women’s, 
misses’ and children’s shoes. Retailers 
who have carried misses’ and children’s 
shoes retailing: only in the five to seven- 
dollar range are now adding lines to 
sell at an average of two dollars less 
a pair. Judging from reports from re- 
tailers, current business is best in chil- 
dren’s lines and in many family stores 
this is the only end that remains on a 
par with or ahead of last year. 

In men’s and women’s lines, most of 
the orders were for fill-ins, with re- 
tailers anxious to keep their inventories 
as low as possible through the end of 
the year. 
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Reece “Perfect Rocker” wooden soles 
available with or without silencers. 
Colorful straps attached with rust 
proof nails. Maroon or brown for 
men — multicolored checks for ladies. 
No half sizes. Write for prices. 


REECE WOOD SOLE SHOE CO. 
Columbus, Nebraska 
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“AMERICA'S FINEST” 


Toe and Ballet Shoes 
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What’s New 





Plastic Banks Replicas 


| Of Infants’ Shoes 


ROCHESTER, N. Y.—Plastic banks, ex- 
act replicas of the well-known Jump- 
ing-Jack line of infants’ shoes, are be- 


| ing distributed by the Vaisey-Bristol 








For nickels, dimes and quarters. 


| Shoe Co., Inc., of this city, and have 


been given a tremendous and enthu- 
siastic welcome by all Jumping-Jack 
dealers. 

The shoe bank is cf an almost un- 


| breakable plastic, has a screw plug in 


the bottom of the heel so the bank can 
be opened periodically without break- 
ing, and comes in two colors, pale blue 
and baby pink. Dealers may order them 


| in quantities of 200 or more, dealer’s 


| name and address imprinted on each 


shoe. They are being sold to dealers 
and are to be used as give-aways to tie 


| in with Jumping-Jack dealer promo- 





| tion kites. 


Miniature Shoes Urged 
As Gift Items 


CAMBRIDGE, Mass.—Miniatures have 
now invaded the shoe industry with 





Three types of miniature shoes; others 
are available on order. 


the introduction by the Campro Com- 
pany of this city of miniature shoes of 
any desired style, individually boxed 
either in a transparent plastic box or 
in a cardboard container which, itself, 
may be a reproduction of the carton 


used by the customer, whether manu- 
facturer or retailer. 

Already tested in several parts of the 
country, these unique miniatures are 
recommended by the manufacturer as 
good promotional material for shoe 
manufacturers and as retail gift items 
to increase dollar sales at such times 
as Easter, Christmas, Mother’s Day, 
Father’s Day or as anniversary or birth- 
day gifts. With each order a minimum 
of 25, comes a pad of gift certificates. 

The tiny shoes, made in almost any 
desired size, come in smooth plastic to 
imitate smooth leather, and in suede- 
like finish, also plastic. In one test, 
conducted by a large Chicago store last 
Christmas, says the manufacturer, more 
than 1200 were sold. 


Introduces New Label 
For Shoe Industry 


Los ANGELES, CALIF.—A new line of 
self-adhesive labels is being marketed 








Self-adhesive labels come in sheets. 


under the trade name of “Archer Con- 
tact Labels” by Archer Label Co., 4528 
Cutter St., Los Angeles. These labels 
are said to stick instantly without be- 
ing moistened and can be used on any 
smooth, non-porous surface. 

Shoe manufacturers can use them 
printed to order to carry trade marks, 
or specifications. Retail shoe stores, 
says the manufacturer, find them useful 
in labeling either the boxes or the shoes 
themselves or as mate numbers or price 
tickets. 

Contact labels are individually die- 
cut, mounted on glassine sheets approxi- 
mately 414 inches x 6% inches in size, 
and are spaced in even rows which per- 
mits marking in the typewriter as well 
as with pen, pencil, or rubber stamp. 
The adhesive is advertised to be non- 
drying, which means the labels remain 
fresh indefinitely, always ready for 
use. 

These labels come in ten stock sizes 
ranging from three-eights of an inch 
round to 1% by 2 inches rectangular. 
Special sizes and shapes can also be 
supplied. 
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And Now . . Introducing Movement with Lights! § t « 
New roma Display— Model "712" & S im low heels 
Your Sales! Roto- Sh O | Phyl-Flex 


Basement Buyers in seventy-eight leading 
eae dime ole Department Stores find PHYL-FLEX the 
answer to their $4 question. Sports, Wedgies, 
Casuals. Direct from the manufacturer. 


Big VALUE. Write for a new Spring Catalog. 


MODEL "712" ROTO -SHO'S two- 
way, built-in electric outlet per- 
mits novel, self-contained lighting 
effects by means of sliding contacts 











. as well as operation of elec- 
trical devices while table revolves. 
Build-up Fixtures available too! 
Write TODAY for full information 
afd complete new ROTO-PROD- 
UCTS catalog. 


GENERAL DIE AND STAMPING CO., 262-L Mott St., New York 12 





Women’s, Misses’, Children’s PHYLLIS 
54 Retailers. 


Salesmen: 
Some open territories. Write for details. 


SHOE Co. 
Lowell, Mass. 


In Stock. 








Color Booklet Issued 
By Ohio Leather Co. 


Grrarp, OHIO—“Color Harmony in 
Calfskin, Spring 1949” is the subject of 
a booklet recently issued by the Ohio 
Leather Co. Presenting in swatches a 
series of colors in smooth, sueded me- 
tallic and washable grain finishes, co- 
ordinated with swatches of ready-to- 
wear fabrics, the book shows, to quote 
the fereword, “the versatility of calf 
leathers and the correctness of their 
color for color harmony.” 


Nine pages of swatches show black 
calf in three finishes, Jill Jetta lustrous 
finish, calf suede and satin mat; Café 
Brown and two ready-to-wear colors, a 
dark brown and a sand beige; Admiral 
Blue and two costume blues; Gypsy 
Brown (Ohio’s Mink) and two costume 
tans; Burnt Mocha and a fawn and tan 
for clothes; Turf Tan and a bright navy 
and gray for costume colors; Continen- 
tal Green with a midway green and a 
gold for ready-to-wear; two metallic 
finishes, Kopper Kettle and Silver Mist; 
Grain Calf in brown Samoa, the new 
Copper Sauria, black Ganges and brown 
Swirl. 

The appropriateness of certain colors 
to certain types of shoes is also noted 
on each page: Café Brown for dressy 
shoes; Gypsy Brown for dressy tailored 
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shoes; Burnt Mocha for tailored and 
more rugged types; Turf Tan for a 
trim on white shoes and, highly pol- 
ished, in an all-over tan shoe, to wear 
with new cottons and shantungs for re- 
sort and Summer seasons. Two addi- 
tional pages present handbag calf leath- 
ers, Luxor, Mello and Jetta, and Wash- 
ette Calf, also for handbags. 





Merchants Report Less 
Price Resistance 


WILKES-BARRE, Pa.—Shoe retailers 
in Wilkes-Barre expect Christmas busi- 
ness about equal to that recorded in 
1947. During November a few stores 
bettered last year’s figures, but the great 
majority found sales rather quiet. Shoe 
men have been encouraged by the tempo 
of shoe business in comparison with re- 
tail trade in general in this area. 
While late November volume declined 
somewhat, merchants have been eyeing 
large Christmas Club distributions by 
area banks which are at least $500,000 
more than in 1947. Club members shar- 
ing in the distribution numbered 51,434 
compared with 47,334 a year ago. 

Another hopeful sign is that fewer 
shoe stores and departments report 
price resistance. Admittedly, customers 
are not spending lavishly, but many 
are gradually accepting high prices for 


shoes as unavoidable. More and more 
customers are seeking good styles first, 
then economical price. The generally 
healthy state of retail shoe business is 
demonstrated by the small number of 
promotions and clearances which have 
marked the current selling season. 

The style picture shows a strong in- 
terest in the opera or baby doll pump, 
also in pattern shoes and casuals. 
Ankle-trim straps are more wanted 
than the higher ankle straps. Demand 
for closed shoes has strengthened and 
probably exceeds the seasonal trend in 
that respect. Casuals, the sale of which 
is described as “very big” appear to be 
sought, because of their comparatively 
modest price, $5 to $12.95 in most 
stores. Some buyers trace the demand 
to an accelerated interest which has 
been building up for a long time. 

Customers want 18/8 heels, buyers 
say. Suede continues big. Order of color 
preference is black, brown, green and 
gray. Some stores sel] more navy or 
wine than gray. 





Store Has New Manager 


MraM1, Fia.—The Children’s Shoe 
Department at Richard’s, Miami, has 
been remodeled and redecorated and 
placed in charge of Mr. Coniglio, an 
expert on fitting children’s shoes. 
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WORK SHOES 











Let this Work Shoe — 
Work for You 


immediate 
Delivery! 







#8132 
$450 


Again Pilot steers you to increased 
sales and profits! Genuine Goodyear 
welts. Natural color flesh-out smooth 
plump cowhide. Heavy leather inner- 
soles. 14 iron “Armortred” composi- 
tion molded outersoles. Reinforced 
with brown steel rivets and extra 
stitching at all points of wear. Wide 


PILOT SHOE CO. 
31 Hopkins Place - Balto. 1, Md. 
** Honest-made Since 1899" 





61-inch reguler gorrison 
work shoe. ety ta 


(scloding holf sizes. ) 














PRICE TICKETS 








PRICE TICKETS bring sales! 


Many Colors—109 prices to choose from 
WRITE FOR FREE SAMPLES 
MERCHANT'S SERVICE DEPT. C 


BOOT AND SHOE RECORDER 


209 So. STATE ST. CHICAGO 4 | | 














Buy Savings Bonds | 
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Obituaries 


Arthur F. Elliott 


BRIDGEPORT, CONN.—Arthur F. Elliott, 
first vice-president of Palter-Deliso, 
Inec., New York shoe manufacturers, 
died at his home here on the night of 
Dec. 3 following a short illness. He 
was 67 years old. The family residence 
is at 107 Harwich Road, this city. 

Mr. Elliott, who had been engaged in 
the shoe business for 40 years, joined 
the Palter-Deliso firm in 1923 in a sales 
management capacity and became first 
vice-president in 1947. He was also 
financially interested in retailing, hav- 
ing been president of Elliott’s Shoe 
Box, a Bridgeport store, and owner as 
well of the shoe department in the 
French Shop, Stamford, Conn. 

Mr. Elliott was active in association 
affairs, having been, at the time of his 
death, vice-president of The Guild of 
Better Shoe Manufacturers, New York. 
He had also served as a member of the 
joint style committee of the National 
Shoe Manufacturers’ Association and 
the National Shoe Retailers’ Associa- 
tion. 

Surviving is his widow, Mrs. Emma 
Elliott. 


Fred J. Jones 


ORANGE, N. J.—F red J. Jones, 47, ad- 
vertising manager of The United States 
Leather Company, with which he had 
been associated for 25 years, passed 
away suddenly Dec. 1, at Orange Me- 
morial Hospital, Orange, succumbing te 
a cerebral hemorrhage. He had at- 
tended business that morning. 

An able and esteemed co-worker, the 
news of his passing brought genuine 
sorrow to all associated with him. 

Attending services held Saturday, 
Dec. 4, at the Colonial Home, East 
Orange, N. J., were the executives and 
staff members of the organization. In- 
terment followed at Baleville Cemetery, 
Baleville, N. J. 

Surviving are his widow, Mrs. Adele 
Jones; his mother, and two brothers, 
Edgar S. and Arthur W. Jones, Jr. He 
had resided at 56 Hillyer Street, 
Orange. 


Cosmo Dispenza 


ROCHESTER, N. Y.—Cosmo Dispenza, 
prominent Batavia, N. Y. retail shoe 
merchant and former treasurer of the 
New York State Retail Shoe Dealers’ 
Association, died Dec. 3 in St. Jerome’s 
Hospital, Batavia, after a five-day ill- 
ness. Mr. Dispenza was 63. 

He was a partner of Charles E. Knox 
in the firm of Knox and Dispenza. Both 
formerly lived in Rochester and pur- 
chased the Batavia business from S. W. 
Smith in 1930, making it the oldest 
continuous shoe store in that city. 

Prominent in Batavia civic and com- 
munity activities, Mr. Dispenza was a 
past president of the Merchants’ Coun- 
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Retailing 
Ideas 


SHOE RETAILERS 


LOOK AHEAD! 


for a Se ie a 
kind; encyclopedia of practicable, workable 
ideas for the experienced merchant. No 











theories—all tried, true . NOT j an- 
other shoe book, but offers in m to 
138 specific shoe promotions, best ideas 


adaptation to his particular requirements. 
Foreword by PAUL H. NYSTROM, Pro- 
fessor of Marketing, School of Business, 
Columbia University. 
Please remit with order. 
pt) xz 8 3.50 40 Chpts. 
BOOT AND SHOE RECORDER 
100 E. 42nd St., New York 17, N. Y. 














cil, a member of the Chamber of Com- 
merce, a member and past director of 
the Kiwanis Club, a member of Batavia 
Lodge of Elks, and a member of St. 
Mary’s Church and its Holy Name So- 
ciety. He was a director, charter 
member and first treasurer of the 
NYSRSDA and a member of the Na- 
tional Shoe Retailers’ Association. He 
formerly served with the Rochester 
U. S. Naval Reserve. 

Surviving are his widow, the former 
Caroline Caccamise; two sons, Dr. 
Salvatore A. Dispenza, Albion, and 
Anthony, Buffalo; three daughters, 
Mrs. Louise Bardella, Rochester; Mrs. 
Josephine Neibauer, DesPlains, Il., and 
Mrs. Edna Howerth, Pedro Miguel, the 
Canal Zone; and a grandson, William 
Anthony, Albion. 





Buy Savings Bonds 








Boot and Shoe Recorder 








NEWS OF THE 


 Sestn ile Siti LOLS. 


WCSTA To Install Officers 





Los Angeles, Calif.—The West Coast Shoe Travelers Associates will hold their 
second annual installation of officers in the Los Angeles Elk's Temple on Jan. 6, 
1949. The committee on arrangements, members of which seem to be quite happy 
about the whole affair, are, lett to right, Gil Winneguth, Jack Evans, Harry Ter- 
hune, Elmer Sikorski, Dean Phipps and Chairman Jack May. Some of the top people 
in the entertainment field have been signed up for this stag affair to which all 


shoemen are invited. 





Line of Casuals Made by 
Slipper Manufacturer 


MINNEAPOLIS, MINN.— Since 1944, 
when it was established, the Bloom- 
Ease Co., of this city, has expanded its 
manufacture of women’s, children’s and 
infants’ slippers to 3500 pairs a day, it 
is announced by Benjamin Bloom, 
president. About half of its line con- 
sists of casuals bearing the trade name 
of “Romps,” ranging in style from the 
traditional hand-beaded moccasin to the 
casual with two-inch wedge heel and 
embodying in their construction a new 
cushion idea in innersole material 
called “Floating Comfort.” 

Novelty footwear continues to be 
made by Bloom Bros. Co. in a separate 
plant. Officers of both corporations, in 
addition to Mr. Bloom, are B. Trum- 
blatt, vice-president; M. J. Weinstein, 
treasurer, and Nate Siegel, secretary. 





Wholesaler Expands 


New HAveEN, ConN.—The A. I. Perl- 
man Shoe Company, wholesale distribu- 
tors of the Austin Phillips line of men’s 
shoes, recently moved into new and 
larger quarters from their old address 
at 494 Whalley Avenue. The new ad- 
dress of the firm, which is headed by 
A. I. Perlman, is 295 Cedar Street, this 
city. 
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Health Spot Shoe Co. 
Moves Headquarters 


Cuicaco—G. E. Musebeck, president 
of the Health Spot Shoe Co., announces 
the removal of company headquarters 
and warehouse from 1240 Lawrence 
Ave., Chicago, to the men’s factory in 
Oconomowoc, Wis. The company oper- 
ates two other factories, at Cedar 
Grove, Wis., specializing in women’s 
shoes; and Cedarburg, Wis., where chil- 
dren’s shoes are made. 

The company has a 20-odd year rec- 
ord of operating more shops and agen- 
cies featuring orthopedic footwear than 
any other company. 


Capacity Doubled by 
Crawford-Scott 


MATTOON, ILL.—Crawford-Scott Shoe 
Co., of Mattoon, manufacturers of in- 
fants’ dainty gift footwear in satin, 
felt and washable leather, have com- 
pleted a building program which doubles 
their capacity. The company began 
business five years ago. 

Frank Morris, sales manager, says 
the plant is now making 4000 pairs per 
day. 


Sees Future for Color 
In Children’s Shoes 


New YorkK—That bright color, both 
alone and in combination, will play an 
important part in the children’s foot- 
wear picture for Spring 1949, is the 
opinion of Melvin Thalheim, Wearwell 
Shoe Company, who bases his belief on 
the reception color received at the 
recent Popular Price Shoe Show, here. 
Combinations of red with blue, brown 
with green, white with black, green, 
blue or red, in saddles and two-strap 
combinations were among the best sell- 
ing styles offered by the firm. Solid 
treatments in red, blue and green were 
also good sellers. 

“Children are becoming more style- 
minded,” said Mr. Thalheim, “and they 
want shoes which are fashion-right as 
their mothers—hence the popularity of 
such grown-up materials as suede in 
dressy types, and of such treatments as 
cross-straps, and multiple straps on 
dress-up patterns.” 





Kay Baker to Do Promotional 
Work for Trimfoot 


St. Louis—Mrs. Gaynell Kay Baker, 
“Kay” to her many friends in the shoe 





“KAY™ BAKER 


industry, has left her desk at the Trim- 
foot Company’s St. Louis sales rooms 
to do special promotional work for 
Trimfoot in the field. She will devote 
her time to cooperating with stores by 
conducting meetings for retail sales 
people and in assisting with promotions. 

Trimfoot’s St. Louis sales rooms are 
now in charge of Miss B. A. Holloway 
who has been working with Trimfoot 
dealers for many years from the Farm- 
ington office, and who is well known to 
most of them. 
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Pollinger to Represent 
Selby in Southwest 


PoRTSMOUTH, O.—W. F. Hooley, gen- 
eral sales manager of The Selby Shoe 





M. D. POLLINGER 


Company, announced recently that, ef- 
fective immediately, M. D. Pollinger 
will represent the Styl-Eez Division of 
The Selby Shoe Company in the South- 
west. 

Mr. Pollinger has had many years’ 
experience, both in the retail and whole- 
sale end of the shoe business. He has 
traveled this territory for many years. 





Ginsburg Selling City Club 
Shoes in New England 


St. Lovis—Joseph A. Ginsburg, for- 
merly of Chicago, is now representing 
Peters Shoe Co., Division of Interna- 
tional Shoe Co., in the New England 
states, calling on the trade with the 
male end of this comprehensive line. 

Mr. Ginsburg met many of the out- 
standing merchants in his new terri- 
tory during the Boston Shoe Show, and 
will call on all as he covers his terri- 
tory with the new Spring line. 

Having served his country overseas 
for three years in the Infantry, and 
prior -to that having worked with shoes 
for more than twenty-two years as a 
retailer, Mr. Ginsburg has a fine back- 
ground of experience which will help 
him in being of real service to the shoe 
merchants in his new territory. 





Heel Company Building 
Plant Addition 


HANOVER, Pa.—Coulson Heel Co., Inc., 
Hanover, has broken ground for a large 
addition to their modern daylight heel 
factory. Increased business has neces- 
sitated the addition of another 10,000 
square feet of floor space to their 
present plant located on Poplar St. 

This concern now operates two large 
plants both of which are located in that 
Pennsylvania community. Leather heels, 
soles, top lifts and counters are — 
throughout the world. 
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St. Louis Firm Represents 


Shoe Binding Company 


New YorK—Schiff Ribbon Corpora- 
tion, manufacturers of shoe bindings, 
braids and narrow fabrics, announces 
from its New York headquarters at 
95 Madison Avenue, that the Common- 
wealth Manufacturing Co., 4201 Forrest 
Park Avenue, St. Louis, will serve 
as its St. Louis representative, covering 
Missouri, Southern Illinois and Ten- 
nessee. 

The Schiff Ribbon Corporation, a 
subsidiary of the Lawrence Schiff 
Silk Mills, established in 1918, operates 
plants in Allentown, Quakertown, Car- 
lisle and Patton, all in Pennsylvania. 


Leibler Joins Staff of 
Dr. A. Posner Shoes 


New YorK—Herbert Posner, presi- 
dent of Dr. A. Posner Shoes, Inc., an- 








SHELDON LEIBLER 


nounces the appointment of Sheldon 
Leibler to the executive staff. Mr. Leib- 
ler is a third generation of the family 
to join the Dr. Posner shoe business 





Two Salesmen Join Staff 
Of John E. Lucey Co. 


BRIDGEWATER, Mass.—H. A. Rhodes 
and H. R. Levy have recently joined 
the John E. Lucey Company as sales- 
men. Mr. Rhodes will maintain his of- 
fice in Suite 554, Marbridge Building, 
New York City, and will cover Metro- 
politan New York, Connecticut and 
Northern New Jersey. Mr. Levy, who 
will cover Philadelphia south, will have 
his office in Suite 1002, Lafayette Build- 
ing, Philadelphia. 

Mr. Rhodes was formerly with Albert 
H. Weinbrenner Company, Milwaukee; 
and Mr. Levy was with Knipe Brothers 
of Ward Hill, Mass., and Curtis Shoe 
Company, Marlboro, Mass. 


Sales Office Moved 


St. Lours—George Ineichen, sales 
manager of Bay-Bee Shoe Company, 
has moved his St. Louis office from 1414 
to 1212 Washington Ave. 





Tanning Company Shares 
Profits With Employes 


Ayer, Mass.—Checks totaling $55,- 
284 were received recently by 226 men 
and women employes of the Hartnett 
Tanning Company. The checks, the 
sixth semi-annual distribution of prof- 
its, were distributed at a dinner held in 
the Ayer High School, by Frank Hart- 
nett, president of the company. 

To date the company, which is an af- 

liate of the Colonial Tanning Com- 
pany of Boston, has distributed over 
$200,000 under this profit-sharing plan, 
in steadily increasing amounts. The 
employes have a profit-sharing commit- 
tee, and the company’s books are open 
to them for verification of the amounts 
to be shared by the employes semi-an- 
nually. 


Safety Award Won by 
Rochester Manufacturer 


RocHEsTerR, N. Y.—A trophy has 
been awarded to the F. S. Elam Com- 
pany, Inc., manufacturers of children’s 
shoes, in the New York State Insur- 
ance Fund’s semi-annual accident re- 
duction contest in the Rochester district. 

The award was made to the firm, one 
of 33 honored, at a dinner sponsored 
by the Rochester Area Safety Commit- 
tee. The Elam Company won a second- 
place award 


Son Working With Father 
Selling Shoes on Road 


Los ANGELES, CALIF.—Jack (Red) S 
Farrington, son of John S. Farrington, 
is now breaking into the shoe traveling 
business under the guidance of his 
father. 





JACK S. FARRINGTON 


“Red” has been put through a course 
at the French, Shriner & Urner plant 
in Boston, as well as in the company’s 
retail stores in New York. He is now 
making his home in Southern Califor- 
nia and between trips with his father, 
is working in local shoe stores to gain 
more knowledge of shoe distribution. 
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New Salesman Named by 
U. S. Shoe Corporation 


CINCINNATI, O.— Appointment of 
Irwin Cheim to the sales force of The 
United States Shoe Corporation has 
been announced by A. B. Cohen, presi- 
dent. 





IRWIN CHEIM 


Well known to shoe retailers, espe- 
cially in the West, Mr. Cheim will sell 
end merchandise the Gold (Red) Cross 
shoe line in Southern California, Ari- 
zona and the Hawaiian Islands, with 
headquarters in Los Angeles. 

J. R. MceNierney of San Francisco will 
continue to service the Northern Cali- 
fornia accounts. 


To Cover New England 
For Cobblers, Inc. 


Los ANGELES, CALIF.—Hans Springer, 
vice president and sales manager of 
Cobblers, Inc., announces the appoint- 
ment to the sales staff of Albert E. 
Faller, to cover the New England ter- 
ritory. 

Well known in the shoe business, Al 
Faller started his career back in 1930, 
in the manufacturing end of the shoe 
industry. Later he went into the retail 
business and fmally owned and oper- 
ated his own shoe store in Springfield, 
Mass. Having sold his business he took 
a road job representing Tru-Stitch Moc- 
ecasin Corporation and Consolidated 
Footwear, both of Malone, N. Y. Mr. 
Faller will maintain a sample room at 
111 Lincoln Street, Boston. 








Agency Named to Promote 
Delmanette Line 


St. Louis—C. D. P. Hamilton III, 
president of the Hamilton Shoe Com- 
pany here, announces that he has ap- 
pointed the Maurice Lionel Hirsch 
agency of St. Louis to handle the ad- 
vertising of the new Delmanette line 
which will be extensively promoted. 
This new fashion line will be introduced 
to the trade about the end of March or 
early in April. The advertising of 
Penaljo play shoes will be handled by 
the same agency. 
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Two Men Named to 
Head Kleven Sales 


Boston—Announcement is made by 
the Kleven Shoe Company of Boston 
and Spencer, Mass., that Al Beigel and 
Jerry Palter are now associated with 
that company. 

Mr. Palter, who was formerly with 
Consolidated Footwear Corporatien of 
Malone, N. Y., and Mr. Beigel, who was 
formerly with the Florsheim Shoe Com- 
pany of Chicago, will be co-directors of 
sales and promotional activities of the 
Kleven company. 

The new Spring line was introduced 
at the Popular Price Shoe Show of 
America in New York City. The line 
features high-style shoes, made in the 
Kleven factory in Spencer. 





Lin Moody Now with 
Schroeder Shoe Co. 


New YorK—Lin Moody has resigned 
from the sales staff of the Selby Shoe 
Company, Portsmouth, Ohio, and has 
been made Eastern sales representative 
of the Schroeder Shoe Company, also 
of Portsmouth. In addition to selling 
this line of women’s high grade custom 





LIN MOODY 


casuals and wedge type shoes, Mr. 
Moody will participate in the general 
promotion and development of the 
Schroeder line. He has established an 
office in Room 1024 Marbridge Build- 
ing, this city. 

Mr. Moody has been a member of the 
Selby staff for the last 16 years, selling 
the Ground Gripper and Cantilever 
lines. Furthermore, he had sold one or 
both of these lines for 19 years prior to 
their acquisition by the Selby Shoe 
Company. 


Ineichen with Texas Company 


St. Louvis—Lee Ineichen, well-known 
traveling shoe salesman, is now con- 
tacting the volume trade for the Curtis 
Shoe Company of Texas. 
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Exclusive distributor of the popular ART 
CHROME Steel Furniture for the Shoe 
Trade. Samples can be seen in our dis- 
play room or write for il folder 
and prices. 


LYONS & COMPANY 
120 DUANE STREET NEW YORK 7, WN. Y. 
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.BARIS SELLS 


Quality Shoes from Surplus 
Merchondise. Better for Less 
BARIS SHOE CO., Inc. 
WOrth 2-5180-1 
79-81 Reade St., New York 7, N. Y. 
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The latest revised edition of 

THE SHOE AND LEATHER 

LEXICON — the 14th — is 
available again! 


This illustrated glossary of trade 
and technical terms serves a 


Vv useful purpose for it is filled 
with helpful information. It is a 
steady source for your daily ref- 
erence and your constant “tool 


of the trade.” 
The Shoe and Leather Lexicon 













100 East 42nd Street 
New York 17, N. Y. 





137 








Where LO 


puyo 


ee OF ee eee Or OP er et Ser er er eer oF 


JOBS 





= 





QUALITY SHOES 


SINCE 1932 


We sell branded qual- | 
ity shoes below current 
prices. Nationally 
known for surpluses 
from the nation’s lead- 
ing manufacturers. 
Write us your needs. 






vial M.K. WELL SHOE CO. 


1215 Weshingten Ave. | 
St. Lovis 3, Me. 


While in Town See Weil | 











Los Angeles Sample Room, 
1005 Haas Bldg. 


New York Sample Room, 
855 Marbridge Bldg. 
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EDUCATIONAL 
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FOOT SURGERY 
AND CHIROPODY 


APPROVED FOR VETERANS 





» | 








Write for Builetin BS-12 
NORTHWESTERN INSTITUTE OF 
FOOT SURGERY & CHIROPODY 

185 No. Wabash Ave., Chicago 1, Ill. 








Howard Fox on Trip 


New YorkK.—Howard Fox, of Fox 
Shoe Mfg. Corporation left recently on 
a sales trip through the Southwest to 
the Far West to present a newly de- 
signed Spring line to the retail shoe 
trade in department and specialty shoe 
stores. 

Son of Barney Fox, a dean in the 
shoe manufacturing trade, Howard Fox 
is secretary of the company, a member 
firm of The Guild of Better Shoe Manu- 
facturers. He is on the board of direc- 
tors of the Younger Shoe Men’s Asso- 
ciation of which he was president last 
year. 


138 


Boosting Sales of Cowboy Boots 





Dallas, Tex.—Gathering of the Graham-Brown Shoe Co. clan at Dallas. Standing. 
left to right, F. A. Brown, F. H. Kidd, Ralph L. Shanks, J. R. Redden. Kneeling, in the 
same order, Cowboy Gene Autry and A. R. Smith. 





New York Company Now 
Manufacturing in Boston 


New YorkK.—Crik-etts, 131 W. 17th 
St., manufacturers of casuals, closed 
shop here late last month and moved 
to Boston where arrangements were 
made with the Jerry Shoe Company to 
continue manufacture of their line. 
Arthur Benjamin, an official of the 
company, said, “We made this move to 
keep faith with our retailers. If we 
remained in New York, we’d have had 
to raise our prices to between $12.95 
and $14.95. In Boston, we are able to 
keep the price at $10.95 which we feel 
is more equitable.” 

Benjamin Benjamin, head of Crik- 
etts, is supervising the production of 
his shoes in Boston. A pioneer in the 
development of the shoe with soft con- 
struction in a regular construction 
shoe, Mr. Benjamin has been in the 
shoe business for 45 years. He was a 
co-founder of Schwartz & Benjamin, 
makers of Custom-Craft Shoes, and was 
with the firm for 18 years. In August 
of 1940, he opened his own factory to 
begin the manufacture of soft casuals 
in low-heels and called them Crik-etts. 

Mr. Benjamin also reported that 
the move was timed to meet Spring 
deliveries. 





Line of Casuals 
Now in Stock 


Los ANGELES, CALIF.—Le Nor Foot- 
wear, Inc., “The House of Casuals,” now 
has a complete line of five-dollar retail- 
ers under the branded name of Holly- 
wood Run-Abouts in their in-stock de- 
partment. Lou Michels covers the San 
Joaquin Valley and Duncan Williams 
has as his territory the States ef Utah, 
Idaho, Montana and Wyoming. 


Shoe Gift Sent to 
New English Prince 


DANVERS, Mass.—Mrs. Day’s Ideal 
Baby Shoe Co. of Danvers, has recently 
sent six pairs of crib shoes to Princess 
Elizabeth’s baby boy. This company 
has now served three generations of 
the royal family. The first recipient of 
this gift was Princess Mary, sister of 
the present king. Following her was 
the mother of the new prince, Princess 
Elizabeth. 

A special presentation box, designed 
by Mrs. P. S. McCutcheon, was made up 
for the six pairs—a very attractive 
padded moire case lined with blue satin, 
and with individual compartments for 
the shoes. 

The Ideal Baby Shoe Co. has been 
in operation since 1902, making fine 
infant’s footwear, and is looking for- 
ward to serving the fourth generation 
of England’s ruling family. 





Queen Quality to Make 
Line of Casuals 


St. Louts—The Queen Quality Shoe 
Company Division of International 
Shoe Co. has confirmed reports that it 
will concentrate in its line of “Queen 
Casuals” on shoes designed to retail 
around $7.95. 

The new line of slip-lasted casuals 
will be made up in smooth and sueded 
leathers in a wide range of colors. To 
date, the company states, greatest de- 
mand has been for bright red and green 
followed by lemon, Carib green, Sum- 
mer beige, sun copper and black and 
white. The wedge model with 13/8 heel 
is the most popular design. The line 
includes cross straps; instep straps, and 
ties. 
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MEN'S SLIPPERS 


6 6 





AT ONCE DELIVERY! 
MEN'S BROWN KID ROMEOS 


$2.75 


PER PAIR 
NET 10 DAYS 







Sizes 
6 to 13, 

36 Pairs 
to a Case 


No. 510 Leather Quarter Lining, Leather In- 
sole, Heavy Leather Outsole, Brown Rubber 
SO orcas en cksavacnuehans skoeccs sud $2.75 


No. 515 Full Leather Lired........... $3.10 


CEN TUR 
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785 N. Water St. Milwaukee 2, Wis. 














A. F. Hunt Resigns 
From Swift & Co. 


Cuicaco—Albert F. Hunt announced 
recently his retirement as a vice-presi- 
dent of Swift & Company after 46 years 
of service with that company. He will 
continue, however, as a director of the 
company. 

Mr. Hunt, who was president of A. C. 
Lawrence Leather Company from 1933 
to 1936, is well known in the leather 
and allied trades. He is a director of 
the A. C. Lawrence Leather Company 
and will continue in that capacity. 

Since his return to Chicago in 1936, 
he has been active in many of the Chi- 
cago charity drives, especially those 
benefiting hospitals. He is a trustee of 
the Provident Hospital, was co-chair- 
man of the Civil Enginenering and Me- 
chanical Division of the $150,000,000 de- 
velopment program of Illinois Institute 
of Technology, and a director of the 
Metropolitan Housing Council of Chi- 
cago. 


December 15, 1943 


Scholl Dealers at 


Midwest Convention 


CuHiIcaGco.—The factors of retail shoe 
success were outlined by V. F. Kelley, 
sales manager of The Scholl Mfg. Co., 
Inc., during the Midwest convention of 
the Dr. Scholl Foot Comfort Shop deal- 
ers at the Edgewater Beach Hotel, 
recently. 

Mr. Kelley said “the ‘nigger in the 
woodpile’ of the steady level of pros- 
perity ahead is that with prices still 
at an inflationary level and consumer 
goods more abundant, the consumer be- 
comes more choosey as to where he 
spends his dollar. You are not in com- 
petition with other shoe dealers but in 
competition with the consumer dollar 
that may be spent for appliances, hous- 
ing, and cars.” He then brought out a 
battery of experts who demonstrated 
how Dr. Scholl Foot Comfort Shop 
dealers could secure that consumer 
dollar through the tested methods of 
sales promotion. 

Qther speakers were E. J. Hartung, 
executive vice-president, who discussed 
the salesmen’s attitude toward the cus- 
tomer; J. A. Wagner, advertising man- 
ager, who told how national advertising 
can be tied to local promotion; Jerry 
Vieriech, visual] director, who demon- 
strated window salesmanship; Glen 
Lewis, educational director, who told 
how to make a successful sale; and 
George Jammer, manager of the Shoe 
Production Division, who presented the 
Spring and Summer lines. 





Henry Solar with 
Brown Shoe Co. 


St. Louis—Henry Solar, it is an- 
nounced here, has been placed in charge 
of sales and styling for the Capitol 
Division of the Brown Shoe Company. 
His headquarters will be in this city. 

Mr. Solar, well known from coast to 
coast as an expert in shoe designing 
and distribution, has had 23 years of 
experience in the shoe industry and has 
held many responsible positions. 





Resume Production of 
*‘Non-Fading” Glass 


TOLEDO, O.—Production of “golden” 
plate glass has been resumed by Libbey- 
Owens-Ford Glass Company, it has 
been announced by G. P. MacNichol, 
Jr., vice-president in charge of sales. 

This special glass is said to exclude 
more than 99 per cent of the ultra- 
violet rays in sunshine without notice- 
ably impairing vision or greatly reduc- 
ing light transmission. Before the war 
it was gaining in popularity for store- 
fronts to prevent fading of displayed 
merchandise, in libraries for protection 
of valuable documents, and for decora- 
tive mirrors in retail shops and homes. 
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WORK SHOES 
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Men’s Popular Priced Work Shoes 
and 
Men's Steel Toe Safety Shoes 
Union Made 


GOODWILL SHOE COMPANY 


Holliston, Massachusetts 
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IN STOCK FOR 
PROMPT DELIVERY 
J. M. CONNELL SHOE CO. 
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Rhinestone Side Bow 
Imported crystal stones 
background with bow 
i 

clips. 
UAMEDIATE DELIVERY 


Festest sclling Buckle 
re*-iling ct o “DOLLAR” 


Rhinestone Creations 


751 N. 39th St. Phila., Pa. 





Bill Bailey, Jr., Now 
Selling in West 


Los ANGELES, CALIF.—Bill Bailey, 
Jr., is now assisting Leslie G. Arens 
in covering the West Coast for Julian & 
Kokenge, taking the Northern end of 
the sales area of the Mountain States 
and the Pacific Northwest. Mr. Arens 
will continue to make the state of Cali- 
fornia keep his Los Angeles head- 
quarters. 
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SALESMEN WANTED 


SALESMEN WANTED | 


SALESMEN WANTED 











SALESMEN 


An excellent opportunity for experienced salesmen to become 
affliated with a well known manufacturer of juvenile shoes, 
boys’, misses’ and children’s, to retail $4 to $6. Carried in stock. 


Open territories: 5. Kentucky. Tennessee 


l. Texas 6. Florida 

2. Iowa 7. Missouri 
3. Indiana 8. Wisconsin 
4. Virginia, West Virginia 9. Nebraska 


Give full personal qualifications in first letter. All replies confidential. 
Address Box 858, care BOOT & SHOE RECORDER, 100 East 42nd Street, New York 17, N. Y. 











WANTED: 3 Top Shoe Salesmen 


Capable of earning between five and ten thousand yer year with an outstanding sideline. Requirements: 
e Now selling non-conflicting shee lines. 
¢ Selling te department stores, small chains. and 
independent retailers. 
¢ Cevering territeries listed below, by car. 


WE MANUFACTURE: infants’, children’s, and misses’ two-sole and three-sole stitch- 
down shoes, carried in stock in two widths. Nationally advertised brand. 

WE OFFER: a long line of staples and novelties, with settlement every month on 
a 6% commission and guaranteed 100% delivery. 

WRITE US AT ONCE giving details of your sales background and the lines you are 
now carrying. Please reply even if your present territory is different from list below. 
All correspondence confidential. 


The following territories are now open: 


1. Indiana and Ohio. 2. Florida and Georgia. 
3. Arizona and New Mexico. 


BERCO SHOE, INC. © P.0. BOX 95 © BROCKTON 26, MASS. 











REPRESENTATIVE 


FOR 


NEW YORK STATE 


Nationally known Manufac- 
turer of Children’s, Misses’ 
and Growing Girls’ Shoes 
has opening for a Salesman 
in the State of New York 
(excluding New York City). 
Business solidly established 
over a period of many years 
with New York’s outstanding 
merchants. 


All inquiries will be kept strictly 
confidential. Please give full in- 
formation regarding yourself in 
first letter. 


ADDRESS BOX 902, CARE 
BOOT AND SHOE RECORDER 
100 EAST 42ND STREET 
NEW YORK 17, N. Y. 











MY WIFE HAS LEFT ME! 


She took one look at Surrey’s 1949 Spring 
Line and hit the road, claiming they deserve 
to be seen in every “‘whistle stop’ and big 
city in the country. Only way she'll come 
back is if some men will replace her in 
territories still open. If you have room for 
a juvenile line of shoes in your car, that 
should pay all your traveling expenses, 2nd 
believe in the preservation of family life, 
please write: 


Sales Manager, Surrey Footwear, Inc. 
143 Duene Street, New York 13, N. Y. 











SALESMEN WANTED 


To Sell Cuban Heel Walking 
Types of Alligator Grain Calf, 
to retail at $5.00-$6.00 


Without a doubt the greatest Value 

in the market today. Our customers 

are the largest and finest in the coun- 

try. Territories open for all sections. 

Can be handled as side line; Just 

mag samples to carry. Commission 
sis. 


Address Box 903, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 


WANTED 


MEN'S SHOE SALESMEN 


To sell a short line of fine British shoes 
to retail from $14.00 to $16.00 from our 
American stock department. Many ter- 
ritories open. 

MEN’S SALESMEN WITH MEDIUM 
PRICED LINES will find good addi- 
tional income from our proposition. 
Write details of your experience, pres- 
ent territory, etc. Your inquiry will be 
held in strict confidence. Our salesmen 
know of this advertisement. 


Address Box 890, care BOOT & SHOE RECORDER 
10@ East 42nd Street, New York 17, N. Y. 




















CLASSIFIED ADVERTISING RATES 


‘The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box 
number is desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. If 
advertiser’s own name and address is used, count each word (street number is one word) at word rate. Classified adver- 
tising is payable in advance. Send check or money order with your copy. No accounts are opened for classified ad- 
vertising except for regular advertisers on contract. 
The rate for all displayed or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 


KS Advertisements for this page must be in our New York Office 15 days preceding publication date “=y 
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SALESMEN WANTED 


SALESMEN WANTED 


SIDE LINE SALESMEN WTD. 








TOP NOTCH SALESMAN WANTED 


We pay 7% commission. This higher rate 
of commission is for the purpose of obtain- 
ing and holding the higher type of shoe 
salesman. 


Must have following among independent re- 
tailers. Women’s Casuals to retail at $2.95 
and $3.95. Med. and EEE widths to size 11. 


All reorders and territories protected. Set- 
tlement twice monthly. Ours is a well- 
established N. Y. firm with thousands of 
accounts, all over the country—all open for 
you fo call on. 


This is a real opportunity for hustlers who 
want to go places with a live firm. Will 
consider men with non-conflicting lines. Write 
in complete confidence. 


Address Box 647, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








EXCEFTIONAL OPPORTUNITY 


Live-Wire Salesmen for territories still open in 
Texas, lahoma, Kentucky, Alabama, Georgia, 
Iowa and Nebraska. to travel with outstanding Line 
of Women’s Novelties, Sport Oxfords and Nationally 
Advertised Casuals. Can be carried with Sideline. 
Commiostons weekly. All replies treated in strict 


pomon Box 802, care BOOT & SHOE RECORDE 
710 No. 12th Bivd., St. Louis i, Mo. ¥ 








OPPORTUNITY FOR 
TOP-FLIGHT SHOE SALESMAN 


Experienced shoe salesman wanted 
to represent long-established manu- 
facturer of nationally advertised 
women’s shoes and Goodyear Welt 
sports and casuals in these terri- 
tories: 


Louisiana — Mississippi 
New England States 
Write today for further information. 


THE H. C. GODMAN COMPANY 
Columbus 16, Ohio 


Monutacturers of Tarsal-Treds 
and Tarsal-Travelers 





SALESMEN 


Top grade men wanted to sell 
highest grade in-stock line of 
men's feature shoes. Wonderful 
opportunity. All territories pro- 
tected. Commission basis. No 
objection to men carrying bet- 
ter grade non-conflicting lines. 


Territories Open 
1—New England. 
2—Florida and Southeastern states. 
3—Texas and Southwestern states. 
4—Wisconsin, Minnesota, Dakotas, 
Wyoming and Montana. 


All replies confidential. 


Address Box 901, care BOOT & SHOE RECORDER 
29 Se. State St., Chicage 4, Ii. 











SALESMEN WANTED FOR MANUFAC- 
TURER’S IN STOCK Line of Nationally 
Advertised Child’s, Misses’ and Growing Girls’ 
Welts and Compos, to retail $4.50 to $6. 00. 
Some territories open and can be carried with 
non-conflicting Line. Replies confidential. Ad- 
dress #876, care Boot & Shoe Recorder, 100 
East 42nd Street New York, N. Y. 





MANUFACTURER OF WOMEN’S CALI- 
FORNIA PLAY SHOES to retail from 
$2. to $4. has opening for experienced sales- 
men with following. Fast selling ‘styles. Commis- 
sion basis. Write territory covered. Address 
#906, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y 





ALESMEN: WE MANUFACTURE THE 

MOST WANTED LINE of Women’s Plat- 
form Stylish Shoes, AAA to EEE, sizes 3 to 14, 
to retail at $7.95 and $8.95. New patented 
method. Territory open, Southern States, Mid- 
West States. National advertising will back 
you; Wonderful opportunity to get on the ground 
floor. Write for application. Address #908, care 
Boot & Shoe — 100 East 42nd Street, 
New York 17, N. 





PENINGS FOR RETAIL SALESMEN: 

For Line of Advertised Stylish Dress Stouts 
and Stout Playshoes for Manufacturing Firm. 
in the following territories: Western Pennsyl- 
vania and Ohio, Upstate New York, New En- 
gland, Texas and Oklahoma, Maryland and 
Philadelphia. Address #910, care Boot & Shoe 
Recorder, 10 High Street, Boston 10, Mass. 


WANTED 
’ SIDELINE SALESMEN 


Nationally advertised line of athietic 
footwear:—Football, baseball, basketball, 
golf, work shoes, bowling, ski boots, ice 
skates, moccasins, hunting, riding boots, 
etc. Excellent opportunity to earn addi- 
tional money. Old established 

with many accounts and large following. 
Territories now open. Commission basis 
(5%). Apply now. State experience, ref- 
erences and territory covered. 





Address 889, care BOOT & SHOE RECORDER 
100 East 42nd Street. New York 17, NW. Y. » 














LINE WANTED 





OUTHEASTERN SALESMAN WANTS 

GOOD MANUFACTURER'S LINE of Wo- 
men’s or Children’s Shoes. High class salesman 
with years of experience and good references 
desires change. Write: SOUTHEASTERN 
SHOE TRAVELERS. INC., c/o Tutwiler 
Hotel, Birmingham, Ala 





ALIFORNIA SALESMAN, WITH LARGE 
FOLLOWING. wishes representation for 
Nationally known shoe Manufacturer. Address 
2912, care Boot & Shoe Recorder, 100 East 42nd 
Street, New York 17, N. Y. 





ALESMAN, LARGE FOLLOWING New 

York Metropolitan Area seeks Fast —s 
Line. References. Address #919, care Boot 
ne Recorder, 100 East 42nd Street, New 
York 17, N 





NE OF THE BEST KNOWN SHOE 

SALESMEN on the Pacific Coast interested 
Specialty Lines from Factory direct; on com- 
mission basis. Address 4915, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
=. Y. 





FOR LEASE 








WANTED: SHOE SALESMAN, GOOD 

FOLLOWING, to carry outstanding Line 
of Popular Priced Women’s Casuals and Play 
Types. Full time and commission basis. Excel- 
lent Line of Fast-Selling Styles. Can be han- 
died exclusively or on non-conflicting basis. 
Write, giving age, experience, territory, cov- 
erage and references. Address #918, care Boot 
. mye oe 100 East 42nd Street, New 

ork 17, N. 





SALESMAN WANTED 


10 SALESMEN to cover UNITED STATES 
with HIGH STYLED LINE. 


“Compe” constructed fuotwear, infant's, children’s, 
misses’, in-stock. gpa A to carry with non- 

line. Write advising territory now 
covered. This wr is outstanding as $2.00 and 
All inquiries strictly confidential. 


pal care BOOT & SHOE a'r 
42nd Street, New York 17, 














ELIABLE New York Distributor wants good 

men to sell a fast line of casuals and dressy 
flats in stock to retail for $3 to $5. Approxi- 
mately 150 samples. Full time, or can be carried 
as a side oe commission. All terri- 
tories open. ddress #861, care Boot & Shoe 
meee, 100 _ 42nd Street, New York 17, 


December 15, 1948 








WANTED: Experienced Salesman for Indiana 
and Illinois—for Wholesale Finder. Ad- 
dress #916, care Boot & Shoe Saas. 100 
East 42nd Street, New York 17, N. Y. 





ALESMEN CALLING ON JUVENILE 

AND INFANTS’ DEPARTMENTS and 
Stores to carry Short Line of High Quality 
Soft, Intermediate. and Hard Soled Infants’ 
Shoes up to size &. Baltimore and Washington 
territory. Address #914, care Boot & Shoe 
ren. 100 East 42nd Street, New York 17, 





Buy Savings Bonds 








FOR LEASE 
RETAIL SHOE DEPARTMENT 


Over 2 wae ee eg Available January Ist, 
1949, for Family t, on the 
ground floor of &. vm ne Department Store. 


DAVIDSON'S, INC. 
GALVESTON, TEXAS 











R LEASE: LADIES’ SHOE DEPART 

MENT in fine Ready-to-Wear store; Choice 
location on main street. THE VOGUE, 512 
Chaparral, Corpus Christi, Texas. 








SHOE STORES WANTED 


Saar IN BUYING SHOE 
STORES that are doing Volume Approxi- 
mately $100,000. in towns located in Middle 
west and Southern States. Will pay good prices 
if Lease is satisfactory. Address #826, care 
Boot & Shoe Recorder, 1221 Locust Street, 
St. Louis, Mo. 
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FOR SALE 


HELP WANTED 


WANTED TO PURCHASE 








FOR SALE 


Good going business, southern Ohio, 
men’s and ladies’ dress and style 
shoes, nationally advertised lines. 
Forced to sell account health. Lease. 
Store remodeled. Had opening last 
August. Price reasonable. Est. 29 
years. Good location. 


Box - care weer 6 & SHOE RECORDER 
108 East 42nd Street, New York 17, N. Y. 








SHOE STORE FOR SALE 


Family—Top Brands; 45 Minutes from 
New York City. Low rent. Cash 
required, approximately $15,000. 


Address Bex $20, care BOOT & SHOE ee 
100 East 42nd Street, New York 17, 











FAMILY SHOE STORE, 100% LOCATION; 

lease, City of 150,000 near Boston, 
Mass. Modern front and Fixtures. Volume 
$100,000. Nationally advertised brands. Cosette 


—$30,000 cash. Address #909, care Boot 
ee Recorder, 10 High Street, Boston 10, 
ass. 


Unusual 
OPPORTUNITY 


Midwestern Shoe Manufacturer with 
four Plants will hire experienced Fac- 
tory Superintendent as Assistant to 
General Superintendent. This is a 
permanent position where demon- 
strated ability will provide future ad- 
vancement. Both Work and Dress 
Shoes being presently manufactured. 
Age qualifications 30-40 years. Ap- 
plicants will give detailed experience 
in letter after which g personal inter- 
view will be arranged. All replies 
held strictly confidential. 


Address 907, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











FOR SALE: FAMILY SHOE STORE, LO- 
CATED IN EASTERN MASSACHU- 
SETTS, City of 120,000; semi-salon, completely 
modernized in 1947. Long term lease; low rent. 
Owner interested in other business. For details 
and information refer to: Box #917, care of 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 


S_A GOING BUSINESS—Women’s and 

Children’s Shoe Store in St. Albans, Ver- 
mont. Business established eight years. Favor- 
able seven year lease remaining. Only store in 
St. Albans specializing in better grade shoes. 
Spacious, well equipped and well stocked store. 
Price $21,000. Rare opportunity for an expe- 
rienced shoe man who can devote his entire 





time to one operation—I cannot. Phone—Wire 
—or Write. J. C. HASKELL, 30 Church 
Street, Burlington, Vermont. 





M/AML FLORIDA; MEN’S SHOE STORE 
+ (Women’s may be added), Downtown 
cation, Long Established, Modern Front. Low 
Inventory at present, approximately $5,000. 
Clean Stock. Price $12,500. Illness cause of 
Selling. Address #913, care Boot & Shoe Re- 
— 100 East 42nd Street, New York 17, 


aN. 





POSITION WANTED 








YOU, A MANUFACTURER 
OF TOP BRANDED LINES 


need a man with years’ experience 
merchandising, promoting and sell- 
ing ladies’ shoes to leading stores 
throughout the country. Whose 
knowledge of stock control, manag- 
ing salesmen and retail advertising 
makes him valuable to a shoe manu- 
facturer selling to retailers. Will 
consider representing a prestige line. 
CONFIDENTIAL. 


Address Box 899, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York {7, N. Y. 











ANAGER AND ASSISTANT TO BUYER, 

38 Years old; 20 years’ experience; Pres- 
ently employed in "high ‘grade Women’s Apparel 
Store, Managing Shoe Salon. Desires position 
in city of around 100,000 in Southwest or far 
West. Address #911, care Boot & Shoe Re- 
a. 100 East 42nd Street, New York 17, 
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FOREMAN 
FINISHING ROOM 


Outstanding Midwest Company de- 
sires experienced man to take full 
charge Women's Shoe Finishing De- 
partment. Permanent position, with a 
Nationally recognized firm. Excellent 
salary and working conditions. Please 
give summary of experience, salary 
desired and pertinent personal data. 
Replies will be held in strict confi- 
dence. 


Address: Box 905, care BOOT & SHOE RECORDER 
209 Seuth State Street, Chicago 4, Ill. 











WANTED TO PURCHASE 








SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 


95 Reade St., New York 13, N. Y. 
Foremost Shoe Buyers Since 1906 
COrtlandt 7-6378-9 











CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


93 READE ST. NEW YORK 13, N. Y. 
Telephone WOrth 2-2515 





ANTED TO PURCHASE—Arch Shoes— 

Men’s—Women’s Branded a" Support 
Shoes. Send samples. We top prices. 
STRAHL SHOE COMPANY. 1230 Fifth 
Avenue, San Diego, California. 








GET TOP VALUE 


In Selling Your 


e SURPLUS STOCKS or 
e COMPLETE STORE 


CAMITTA SHOE CO. 


120 NO. 4th ST. PHILADELPHIA 6, PA. 
Phone Lombard 3-2062 














WE BUY 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 
SHORT LEASES ASSUMED 


YOUR NAME AND BRAND 
PROTECTED 


IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 
New York City 
Phone BARCLAY 7-7887 











JOBS - CANCELLATIONS - CLOSE OUTS 

AND IRREGULARS FROM FACTORY 

SOURCES ONLY - FOR DETAILS WRITE 
P. O. BOX 805, 
SYRACUSE, N. Y. 








TOP DOLLAR! 


FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 
EDDY SHOE COMPANY 


ALWAYS RELIABLE 











132 No. 4th St. Phila. 6, Pa. 
Phone: LO 3-9533 
MY HOBBY 


Buying, Selling Shoes for 35 years 
CASH TOP PRICES 
Discontinued stocks 
HARRY HESS 


76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-896i 

















WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
of Quality Shoes for Men Women and 


Children. 
For Cash 
BROITMAN-GAFFIN SHOES, INC. 


147 Duane Street, New York 7, N. Y. 
Telephone BEekman 3-7290 








WILL PAY CASH 


For Stock, Stores, and Leases, Penn- 
sylvania, New Jersey, Maryland or 
Delaware. 
Address Box 148, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 
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WANTED TO PURCHASE WANTED TO PURCHASE | MERCHANTS’ NEEDS 


















BARIS BUYS for CASH 


Quality Shoes for Men, Women e 
and Children rae Term Leases Assumed 
Scrupulous Protection fose.-TTE Fi Ue ie eee 


ARIS SHOE CO., Inc. 


MAKE THAT SHOE FIT 


SHOE DOCTOR SHRINKERS 


New York 7, N. Y. Tel.: WOrth 2-5180 

















| MERCHANTS’ NEEDS 














FIT COMES FIRST. Make shoes 
fit around the ankle. Stop gap- 
ping at the sides and slipping in 
the heel (no more heel liners 
necessary). All fullness or wrink- 
les in leather or fabric easily 
shrunk without harm. Assure feot 
comfort for hard-te-fit feet. 


NEW ADJUSTABLE 


Price ticket 


remains. in Pouy Cue 


sired posi- , 
—— at a for Price Tickets 
times. 

This is an ex- 
clusive pat- 
ented feature. 


$5 gross 





Curved type iren 
Special combination offer $42.50 


a ANK ¢ AMP ae * (fluids included in above prices) 


Send your order or write for detail information. 
For displaying more men's shoes. Screws in | 


walls - shelving, etc. $3.00 per doz. | M. D. POLLINGER CO. pd E. C. SMELTZER CO. 














M. D. POLLINGER co. | HOLLAND BLDG. ST. LOUIS, MO. 121 E. Sist Street, indianapolis, Ind. 
HOLLAND BLDG. ST. LOUIS, MO. ' 




















Graham Joins Sales Staff 





Of W. B. Coon Co. ay. TaADVERTISING 
Detroir—Harry C. Graham, well IDERS iG COTTER 

known in the corrective-type shoe field ei 

as “The Foot Counsellor” because of a 

radio program of that type which he —here's how to get 

conducted, has joined the W. B. Coon : 

Company of Rochester, N. Y., as sales- | More Business! 

man for Ohio, Kentucky, Tennessee and | Bye Vv incent Edwards Idea Clvsing 

West Virginia. For the last 20 years, — ae filled pe yA wees 

he has been with Evans and Schwartz | | you want; wholesalers usually request best 


retail ads; manufacturers usually want ads 


* ADULT MODEL $15.00 of Columbus, Ohio, where he makes his of competitive brande. 
* JUNIOR MODEL $15.00 home. You will find that a study of newspaper 


ad clippings is the quickest and least ex- 


Efficiency Supreme Shoe Company | et is etmek eel 


Use coupon below to learn more about 
this valuable service and the special short 


e 
Of Fit Names Sales Agents term trial offer. No obligation, of course. 























YourRS cient THE NEW Los ANGELES, CALIF.—The Supreme | 
Shoe Co., manufacturers of women’s | bapa? nats ” co. 
styleful casuals in the medium retail was ~~ = arararae 
brackets, has appointed George W. 342 Medison Ave., New York City 

ma Greenbaum and William Duga as sales | Please tell me more about your news- 
te for the firm’s products for the | paper (2d clipping service and special short 
; ! erm trial ofier. 
Win the Brannock Adult and pence Jans call for the estab- | | city 

Junior Model Devices, the shoe fitter lish f P oe in thi a ae aC ca RRR Sa 

can get immediate “Heel-to-Ball” — ishment of another factory in this area NARS OE! ck eel Tee 

“‘Heel-to-Toe”’—"Width-at-Ball” direct which will make casuals. 

‘measurements. This means speedy, Company -...........-.-.....- 

accurate fitting; more sales per fitter; 

more perfect fitting; fewer misfits T. H. Bakewell etnies inset die 

with their subsequent costly and Promoted by Joyce 


troublesome exchanges. 


9 
PASADENA, CALIF.—L. B. Eastman, New Men’s Store Opened 


vice-president in charge of sales of CHATTANOOGA, TENN.—A new men’s 
Joyce, Inc., has announced the promo- clothing store has been opened at 737 
tion of T. H. Bakewell, formerly sales Cherry Street, with R. L. (Bob) Tom- 
THE aac RANNOCK DEVICE representative on the East Coast, to linson as proprietor. The new store will 

COMPANY an executive position in charge of the handle high grade shoes, Mr. Tomlinson 
New York office. stated. 
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Popular Price Shoe Show Hailed as Successful 


skin colors for ccordination of hand- 
bags and shoes. Navy blue will be as 
important as black, she said, but the 
volume shade will be light; navy bags 
will match or accent costumes. Black 
patent leather she considered a dark 
horse, and she pointed out that with a 
patent leather shoe handbags in green, 
red or the new blue can be carried. The 
new copper shade will be a highlight 


[CONTINUED FROM PAGE 67] 


houette and color. The shoe with the 
open look was stressed in shell outlines 
and opened-up vamps. Lighter, opened- 
up strap shoes looked new. Asymmetric 
strap treatments were highlighted. 

A clever new idea appeared in 
“changeabout” shoes that can be 
changed from pumps into straps, either 
tailored or dressy in type according to 
the strap used. Color and color combi- 





Audience in the Grand Ballroom of the Commodore Hote! during the style show 
held on the opening day of the Popular Price Shoe Show of America. The model is 
one of a group showing navy blue costumes worn with shoes in contrasting colors. 


color in bags and shoes for Spring. 
Three reds—cherry, staple and a bright 
yellow red—and kelly, Green Pepper 
and avocado greens all will be impor- 
tant. Continental Green may possibly 
come in as one of the Summer darks. 
Two-tone or two-texture shoes will be 
important, while white touches on both 
shoes and handbags are also important. 
Miss Drew pointed out that 68 per cent 
of all upper leather used today is side 
leather. She noted its versatility, giv- 
ing it a place in every type of shoe 
from casual to dressy. 

Miss Hamilton, speaking on hand- 
bags, noted the “tremendous diversifi- 
cation” of silhouettes in the volume 
market, pointing out that the newest 
shape is more shallow and wider than 
heretofore. Miss Powell stressed the 
fact that there is no one shoe for 
Spring. ‘““We should use to the fullest 
our ingenuity in promoting new shoes.” 
Highlights noted by. Miss Mullaney, 
speaking on ready-to-wear fabrics, 
were dressy coatings and suitings with 
a sheen finish and camels hair tweeds 
and men’s wear worsteds for tailored 
and sports wear. She emphasized 
“crisp” dress materials. Miss Kyle 
asked her audience not to “let fashion 
down” and not to “turn away from any 
new fashion.” 

The runway show covered a wide 
range of types and colors in Spring 
shoe styles with emphasis on both sil- 
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nations were an outstanding part of 
the runway show. Take, for instance, 
such shoes as the square toe leather 
casual in red, yellow and taupe multi- 
color and the shantung sandal in 
orange, yellow and pale bamboo color. 
In solid color shoes and sometimes in 
combinations were such brilliant accent 
colors as Sun Copper, reds and greens. 
Navy blue suede and calfskin shoes 
rivaled black for Spring. Dark shoes 
trimmed with white or with lighter 
shades of the same color, as several 
tones of blue, were also highlights of 
the show. : 

Nancy Pepper, presenting the new 
version of the teen-age girl (a smart, 
neat, smaller edition of the college 
girl) had a group of teen-age models 
showing the new teen-age clothes and 
the proper shoes to wear with them. 
Among the highlights of this presenta- 
tion were the instep strap shoe with 
baby Louis heel, pewter shoes for teen- 
agers to be worn with navy outfits, 
multicolor pastel strip sandals, gold, 
silver, bronze and other metallics to 
accent the costume, denim crepe sole 
ballet shoes matching denim. dresses 
and play costumes. 

On the merchandising side of the 
ledger was a brief talk by J. P. Hurley 
of Sears, Roebuck & Co., who stressed 
the importance of offering real values 
—that is, good quality—at the right 
price and at the right time. Timing is 


extremely important, he said, in doing a 
thorough merchandising job. He ex- 
plained how Sears, Roebuck pretests its 
merchandise in test stores, among their 
own employes and among consumers. 
He recommended keeping open-to-buy 
by taking drastic markdowns if neces- 
sary to clear out slow-moving styles. 
Although firmly convinced that “the 
honeymoon is over,” Mr. Hurley said 
his company is nevertheless planning 
for a five to seven per cent increase in 
shoe sales next Spring. 

According to Maxwell Field, co-man- 
ager of the show, both exhibitors and 
buyers were unanimous in stating that 
the event was successful in fulfilling 
the needs of volume price buyers. Mr. 
Field also stated that prices were a 
prime consideration at the outset on 
opening day, and this fact established 
the conviction that the initial prices 
would prevail for the Spring season. It 
was the consensus of most manufac- 
turers that prices would not drop dras- 
tically, because of high labor and ma- 
terials costs, and the uncertainty of 
the future. There were some scattered 
reports of price cutting, but on a scale 
that was not important. 

Several exhibitors reported that al- 
though orders of some retail firms were 
not being written at the show, they 
were assured of getting them later be- 
cause “buyers were in a buying frame 
of mind.” Again the timing of the show 
was mentioned as an important factor 
in buying activity. One manufacturer 
said, “When they need shoes, they buy 
—and they need to buy now because 
time is getting short.” 





Operate Two Stores in 
Suburban Areas 


INDIANAPOLIS, IND.—Edward and 
Bernard Goodman, brothers and owners 
of the Goodman Department Store, lo- 
cated at 2611 W. Michigan Street for 
34 years, have opened a shoe store 
called Goodman’s Shoes at 5539 E. 
Washingten Street. Both stores are in 
suburban areas. 

Modern in decoration, the new store 
has light wood fixtures, green carpet 
and red leather chairs. Shélvings and 
windows are bleached wood. 





Buys Store in Colorado 


Fort CoLiins, Coto.—C. W. Bunday, 
formerly in the retail shoe business at 
Longmont, Colo., and Cheyenne, Wyo., 
has purchased the Adam’s Shoe Store 
at 135 W. Oak Street, here, and has 
changed the name to Bunday’s. Mr. 
Bunday plans to modernize the store 
and its equipment. ; 
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Here are 43 ways to lend a New Style note 


United Fancy Eyelets can be the “tremendous trifles” Any of these novelty designs can be provided in 
that lift a shoe out of the commonplace and provide _ brass, nickel, copper or colored finishes. Actual sizes 
a smart accessory at relatively low cost. Eyelets like | are shown. Your eyelet machinery can be modified 
these can be the minor change that makes a major _ readily to feed any style. Ask the United Representa- 
difference in appearance . . . and sales. tive about these and other eyelets for special uses. 


United Shoe Machinery Corporation 
BOSTON, MASSACHUSETTS 
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Nunn-Bush Satisfaction costs 
Less than Dissatisfaction 


Intelligent consumers choose Nunn-Bush shoes 


because wisdom counsels the buying of shoes made 

to Nunn-Bush standards for truly satisfying wear. 

From YOUR point of view . . . how much retailing 
wisdom is there in striving to satisfy customers instead of 
simply “selling shoes”. It is the Nunn-Bush belief, 
backed by more than 35 years experience, that sound 
business progress is best achieved by aiming at 
customer satisfaction above every other consideration. 


Mit Lt WeAU £.E 



































